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imports Decline 
n Volume, Gain 


in Sales Share 


Monthly Total Below 
- 50,000 for First 


' Time Since March 
By Robert M. Lienert 


Associate Editor 


DECLINE in imported-car reg- 
istrations has been noted for 
third month in a row but the 
/ autos are still holding their 
in the U. S. market. 
. The cutback in import volume, 
other words, has not been so 
severe as that which has marked 
the retail market for domestic 
ears, 
However, Detroit seers who pre- 
ct a comeback for domestic sales 
not so sure that imports can 
the downward trend. Im- 
is, they note, had no steel strike 
inventory shortage to blame for 
the slowup in sales. 
. 7 + 
WN THE long run, observers be- 
lieve, the fate of the imports 
ly will be settled by how well 
lame: tic compacts sell. 
The latter have been selling very 
ll indeed. 
_ Most-recent registration figures 
‘for imports cover November, a 
month which found domestic 
compacts in relatively short sup- 
An accurate indication of the out- 
look for imports will not be avail- 
able until] the industry finds out 


* 


Top Cars 


No December new-car registra- 
tions were available last week 
from R. L. Polk & Co, Top Cars 
will resume next week. 


how well imports. perform in a 
period when domestic compacts 
equate supply with demand. 
* * 7 
ee OUGH November registra- 
tion figures listed only 47,430 
imports—for the lowest monthly 
total since last February but the 
best November in history—this was 
00d for 11.11 percent of the over- 
all market. Only once before in 1959 
had imports achieved a deeper 
Penetration. 
To put it another way, while 


‘import wolume was declining 


m the previous month, share 
of sales was increasing. 


_ Actually, import volume has been 
mending downward since last June, 
"(Continued on Page 49, Col. 4) 

By a 


13 Months 
Pet. Gain 
in Pene- 
tration 
Pet. of Over Pre- 
Industry vious Month 


10.56 —I11L71 
7.29 —30.97 
8.54 17.15 
9.47 10.89 
9.85 4.01 
9.30 —5.58 
9.27 —0.32 
9.78 5.50 
9.94 1.64 

10.56 6.24 

11.76 11.36 
9.73 —17.26 

11.11 14.18 


Units 

.. 35,794 
37,683 

.. 35,806 
40,132 

.. 48,926 
53,359 
53,963 
57,211 
56,138 
56,187 
.. 53,787 
51,923 
aves £7,430 
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FTC Renews Attack 


/ By Maynard M. Gordon 

/ News Editor 

IAMI BEACH. —. Territory se- 
curity is as dead as used-car 
warranties and easy credit, top of- 
‘ficers of the National Independent 


| Automobile Dealers Assn. believe. 


This is part of the crowd which jammed the 52nd annual Chicago Automobile Show 
in the International Amphitheatre all last week. The nine-day show closed yesterday 


(Jan. 24). Story on Page 2. 


NADA ’s Stand on Billing 
Draws Fire from Mass. 


OSTON.—Hugo L, Separini, 

president of the Massachusetts 
State Automobile Dealers Assn., has 
assailed the NADA exacutive com- 
mittee’s opposition to extension of 
30-60-90-day billing on néw vehicles 
as contrary “to the best interest of 
the dealers they represent,’ 

In a letter to all NADA pfficers 
and regional vice-presidents, 
Separini said the commi ‘s ac- 
tion “seemingly reflects their\own 
interests rather than that of\ the 
common good.” 

He noted that NADA’s Massachu- 
setts director voted against the mo- 
tion in line with state membeks’ 
instructions to press for “some f- 
nancial relief for overstocked in- 
ventories in dealers’ hands.” 


He suggested that recorded copies | 
of this and other NADA votes be! 


sent to each member so that he can 
see what action was taken by his 
representative. 

“This most certainly is the demo- 





cratic way of government,” he 
added. ; 
The text of Separini’s letter fol- 
lows: 
cd ok +. 
At THE December meeting of the 
board of directors,of the Mas- 


(Continued on Page 49, Col. 1) 


Inside 
Auto News 


New interest in front-wheel 
drive, Page 20. 

Guide to NADA convention 
activities, Page 2. 

Series of articles on leasing 
begins, Page 3. 

Sales Testing the Opel Cara- 
van, Page 8. 

Dealer Forum visits Chicago 
Auto Show, Page 3. 


A. H. Schwartz, newly elected 
chairman of the NIADA board, 
flatly predicted at the group’s 
13th and largest convention last 
week that territory-security legis- 
lation would be defeated “because 
the consumer voice will win out 
over the new-car dealers who 
favor it.” 

Schwartz’ forecast to an applaud- 
ing audience of 300 independent 
dealers came on the heels of a 
vehement assault on territory- 
security proposals by Earl W. Kint- 
ner, chairman of the Federal Trade 
Commission. 

+ * x 
EITERATING the FTC’s unre- 
lenting opposition to territory 

protection, be it by penalties or 
bonuses, Kintner lashed out at Gen- 
eral Motors for endorsing the prin- 
| ciple of territory security last year 
| during the hearings conducted by 
Senator Mike Monroney, Oklahoma 
Democrat. 

“If any corporation should be 
in favor of free competition,” he 
said, “that corporation should be 
General Motors.” 

Schwartz, who as NIADA presi- 
dent was an anti-security witness 
before Monroney, together with 
Kintner, said the Oklahoman had 
conceded the difficulty of getting 
a territory bill enacted by report- 
ing out two measures last week 
from his subcommittee without 
recommendation or analysis. 
Schwartz asked why Monroney had 
failed to poll consumers on terri- 





Chevy, Ford Pace Output Gain 


By Martin L, Whitmyer 
Staff Writer 


ee by continued record- 
breaking achievements at Ford 
and Chevrolet, the auto industry 
last week turned out an estimated 
178,015 cars—highest weekly car 
output since the week ended Dec. 


Sales Record for Imported Cars 


13 Years 
Pct. Gain 
in Pene- 
tration 
Pet. of Over Pre- 
Industry vious Year 


-03 
46 
25 
26 
41 
-70 
50 
59 
82 
1.65 
3.46 
8.12 


Units 


1433.33 
—16.67 
4.00 
57.69 
70.73 
—28.57 
18.00 
38.98 
101.22 
109.70 
134.68 


16,336 
20,828 


11 Mos...554,930 9.91 22.04 
© 1960, Automotive News 


10, 1955 and the seventh highest 
six-day \outturn of cars in history. 

All Fard Motor divisions, Ram- 
bler, Buick, Oldsmobile and Chevro- 
let worked six days last week. 

Last week’s 178,015 assemblies 
compared \ with the 173,713 units 
rolled from U. 8S. assembly lines 
the previous week. The total was 
16.8 percent above the average 
week of 1955, when the industry 
turned out an alltime high of 
7,942,123 cars..The average week- 
ly output of that year was 152,733 
cars. The week ended Dec, 10, 
1955, saw the makers turn out 
178,409 cars. 

The estimated 31,219 trucks turn- 


ed out last week marked the high- 


est level commercial car assemblies 
have reached since ‘the week ended 
May 21, 1955, when 31,579 units 
were built,.and the combined output 
of 209,234 cars and trucks marked 
the highest level total vehicle out- 
put has reached since the week 
ended Apr. 30, 1955, when the all- 
time high of 216,404 cars and trucks 
were built. It was during that week 
that the record high of 184,114 cars 
were built, 
a 
AST week’s upsurge also helped 
push 1960-model assemblies past 
the two-million mark, a level the 
industry didn’t reach on its 1959- 


model run until Jan. 28 last year. 
The milestone of ’60 models was 
reached last Thursday (Jan. 21). 
Showing the biggest advance 
over a year ago are Ford Motor 
Co., American Motors and Stude- 
baker, none of which were seri- 
ously affected by the steel strike. 
Ford, through last Saturday, had 
turned out 668,764 current model 
cars, compared with 584,009 units 
on the same date a year ago. Amer- 
ican Motors was up from 132,314 to 
164,782 assemblies and Studebaker 
climbed from 44,843 to 65,421. 
Chrysler Corp., which was forced 
to shut: down its assembly lines one 
week in December due to steel 
shortages, showed an increase from 
241,156 to 306,355 assemblies, while 
General Motors, with all of its as- 
sembly lines down in the last half 
(Continued on Page 53, Col, 3) 


tory security, instead of asking 
dealer views alone. 

The Senate Interstate Commerce 
Committee, headed by Senator 
Warren Magnuson, Washington 
Democrat, now will decide whether 

| Monroney’s bonus bill or an NADA- 
| backed penalty bill will be sent to 
the Senate floor. Magnuson has 
promised an early committee vote, 
with no further hearings expected. 
+ * * 
i ecrep 1960 president of 
NIADA to succeed Schwartz, 
was John Kinnaird, 38, of Fort 
Worth. Earl Myer, Everett, Wash., 
was named secretary; Rem Rogers, 
Charlotte, N. C., treasurer, and the 
following were elected vice-presi- 
dents: Harold Ratcliffe, Philadel- 
phia; J. F. Smith, Macon, Ga.; Jerry 
Leeds, Evansville, Ind.; Bill Dreil- 
ing, Denver, and Bob Ingram, Bir- 
mingham, Ala. 

Reelected as executive vice- 

president and general counsel 
(Continued on Page 4, Col. 1) 





Imports to Play 
Prominent Role at 
NADA Conclave 


IAMI BEACH.—The future of 

the import-car business in 
America and of importer-dealer re- 
lations will take a prominent role 
at the NADA convention in Wash- 
ington. 

James C. Downing, of Atlanta, 
chairman of 
NADA’s import 
make committee, 
announced last 
week that the 
group would meet 
Jan. 31 to review 
drafts of a long- 
planned model 
franchise. Down- 
ing said he would 
also poll the com- 
mitteemember- 
ship, which cov- J. O. Downing 
ers the 50 states, on prospects for 
import-car business in 1960. 

The veteran Georgia dealer spoke 
while attending the 13th annual 
convention here of the National 
Independent Automobile Dealers 
Assn., which he served as president 
in 1952. Downing is a Jaguar dis- 
tributor and retails a number of 
European makes. He recently gave 
up two Renault-Peugeot dealerships 
in the Atlanta area. 

* * * 

 toraapee es by an earlier predic- 

tion of increased new import- 
car volume this year, Downing 
said that the quality makes would 
prosper at the expense of.‘ shoddy 
imports. The latter factor, he said, 
is showing up in depressed tradein 
| : (Continued on Page 4, Col, 5) 





Automotive News at NADA 


During the NADA convention 


Automotive News will occupy Booths 1 and 2 


in Washington, Jan, 30. to Feb. 3, 
at the equipment 


exhibition and will have its headquarters suite at the Sheraton- 


Park hotel. 


Copies of the Feb, 1 issue of Automotive News will be available 
at Booths 1 and 2 starting at 9 a.m., Monday, Feb. 1. 
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Convention Opens Saturday... 





INADA to Hear Nixon; 
Full Program Listed 


ASHINGTON., — Vice-President| J. W. Pickens (Oldsmobile-Cadillac- 


Richard M. Nixon will appear 
at the closing session of the 43rd 
annual NADA convention, Feb. 3. 
He is the highest-ranking Govern- 
ment official ever to participate in 
an NADA conclave. 

Nixon is expected to address 
the delegates, but the subject 
matter of his remarks was not 
announced, 

The appearance of the vice-pres- 
ident will cap five days of conven- 
tion activity at the Shoreham and 
Sheraton-Park hotels here. 

Preceding the convention Jan, 29 
will be the midwinter meeting at 
the Shoreham of the Automotive 
Trade Assn. managers. 
ce 8 

HE convention’s first business 

session is slated for Monday 
morning (Feb. 1), but early arrivals 
will find plenty of activity at the 
Equipment Exhibition, the Service 
Consultation Hall and the Used-Car 
Consultation Hall, 

All three will open at 8.45 a.m. 
Saturday (Jan. 30) in the Shore- 
ham Hotel, and there will be sales 
and service clinics Saturday and 
Sunday afternoons at the Shore- 
ham. 

Among the early registrants 
will be NADA’s 12 regional vice- 
presidents, each of whom repre- 
sents three to six states. The 
regional chiefs are Thomas F. 
Abbott jr. (Pontiac), Fort Worth; 
James M. Allton (Ford), Colum- 
bia, Mo.; William R, Bryden 

(D o d g e-DeSoto-Plymouth-IH), 
Beloit, Wis. 

William E. Frame (Chevrolet), 
Amityville, Long Island, N. Y.; Or- 
ville R. Harrod (Buick-Pontiac), 
Frankfort, Ky.; William H. Mitchell 
jr. (Chevrolet), Waltham, Mass.; 


Bill Offered to Kill 
Excise Tax on 
Parts Rebuilders 


WASHINGTON.—Sole auto bill 
introduced during the second week 
of this session of Congress was one 
to exempt rebuilt parts and acces- 
sories from the 8-percent manufac- 
turers’ excise tax. 

It was offered by Rep. Frank N. 
Ikard, Texas Democrat. At present, 
certain operations in rebuilding au- 
tomotive parts are considered as 
manufacturing, and rebuilders are 
taxed accordingly. 

First auto bills of the session 
were aimed at keeping auto makers 
out of the business of financing and 
insuring the cars they sell. They 
were introduced in the first week of 
the session by Rep. Abraham Mul- 
ter, New York Democrat and vet- 
eran critic of Detroit. 





Business Barometer 


Automotive News Economic Index — 


109.3 Percent of Last Week 
114.4 Percent of Like Week Last Year 


Auto Production ............... 173,713 106.4 127.6 
Truck Production .............. 29,788 107.6 132.1 
Auto Registrations—yYear to date. . 5,597,000 cere 135.3 
Truck Registrations—yYear to date. 878,196 ees 134.7 
Steel Production—Tons ......... 2,727,000 100.4 129.2 
Lumber Production—Board feet... 220,718,000 128.0 111.0 
Paperboard Production—tTons.... 324,592 124.1 106.2 
Soft Coal Output—tons ........ 9,010,000 122.9 109.9 
Oil Refinery Output—Borrels ..... 53,022,000 98.4 98.4 
Electric Output—Kilowatt hours.... 14,236,000,000 99.5 106.8 
Barometer Freight Car Loadings 349,511 119.0 109.9 
Department Store Sales Index .. 132 117.9 109.1 
Stock Market Price Index....... 423.6 97.9 103.0 
U.S. Government Spending 

—Fiscal year to date ......... ... $51,738,447,000 wi 101.4 
Commercial and Industrial Loans $30,171,000,000 99.0 sate 
Savings Deposits ........... tiduee $30,365,000,000 99.4 101.1 
Used-Car Prices-—Average........ $1,144 99.2 100.1 
Business Failures ................ 292 120.7 99.3 
Commo Common 
Stocks Jan. 20 Jan. 13 1959-60 Range Stocks Jan. 20 Jan. 13 1959-60 Range 
AMC....... 86 BBY, 96%-25% BE rd ba in 50Y%, 49 57% -39 5% 
Chrysler... 62% 64% 725%-50% Mack...... 484, 50%, 52%-32%, 
Ford....... 84% 85% 93%-50% Dis ecssna> 22% 21% 29%- 9% 
GM........ 50%, 51% 58%-45 White...... 62 63% 67%-40% 


(Jan. 25, 1960) 


Hillman), Orangeburg, S. C.; C. Ed 
Flandro (Ford-Lincoln-Mercury), 
Pocatello, Id. 

Elson G. Sims (Ford) Vincennes, 
Ind.; William E. Voyce jr. (Ford), 
Baltimore; Ray D, Wilson (Chev- 
rolet), Los Angeles, and George F. 
Ziesmer (Ford), Mankato, Minn, 

a * * 


— 13th annual NAD Equipment 
Exhibition at the Shoreham 
will be open from 8.45 a.m, to 5:30 
p.m. Saturday, Sunday and Monday 
(Jan. 30-Feb. 1) and from 8:45 a.m. 
to 2 p.m, Tuesday (Feb. 2). Some 
80 companies will display their 
wares in 145 booths in the 44,000- 
square-foot hall, 

The sales and service clinics 
will begin at 2:30 p.m, Saturday 
at the Shoreham—service in the 
Main Ballroom and sales in the 
Terrace Ballroom. 

Saturday’s service speakers will 
be Clarence Wickham, of Edge- 
combe Motor Co, (Ford), Tarboro, 
N. C., who will discuss “Service — 


the Backbone of This Business,” ; 


and Donald P. Nelson, president of 
U. S. Parts Corp. and U. S. Indus- 
trial Engines Corp., Washington, 
whose topic is “Better Profit and 
the Parts Department,” 

* * * 


RMAND J. GARIEPY, director 

of Sales Training International, 
Barre, Mass., will open Saturday’s 
sales clinic with the first of two 
addresses on “How to Sell on Pur- 
pose Instead of by Accident.” He 
will explore “Energizing Your Sales 
and Service Staffs.” 

Following Gariepy will be E. R. 
Taylor, executive vice-president of 
Motorola Corp., who has chosen 
“The Swinging Pendulum” as his 
topic. 

The first event on Sunday’s cal- 
endar (Jan, 31) is the Saturday 
Evening Post breakfast at 8 a.m. 
in the State Dining Room of the 
Mayflower Hotel. The Post will 
present its “Benjamin Franklin 
Quality Dealer Award” at that 
time. 

At 11 a.m., NADA will stage the 
annual nonsectarian, laymen-led 
worship service in Sheraton Hall of 
the Sheraton-Park Hotel. 

The sales and service sessions 
resume at 2:30 p.m. Sunday at the 
Shoreham, Frank P. Tighe, editor 
of Motor Age, will discuss “The 
Service Business—W here Did It 
= Out. What Did You Do? Noth- 
ng.” 

He will be followed by Robert 
Young, who heads Automotive En- 
terprises, Birmingham, Mich. 
Young’s topic will be “What Makes 
a Good Service Manager and How 
Good Is Service Salesmanship?” 

* 


ON THE sales side, Gariepy will 
present the second part of his 
(Continued on Page 50, Col, 1) 
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NADA Convention Guide 


Washington, Jan. 30 to Feb. 3, 1960 
DAILY RECEPTIONS 
Car and Truck Manufacturers 

American Motors, Paris Ballroom, Shoreham; Buick, Presidental Suite, 
Sheraton-Park; Cadillac, Crystal Room, Sheraton-Carlton; Chevro- 
let, Colonial Room; Mayflower; Chrysler-Imperial, Club Room, 
Shoreham; Dodge, Burgundy Room, Sheraton-Park; Ford division, 
Federal Room, Statler-Hilton; GMC Truck & Coach division, Shore- 
ham; International Harvester, Sheraton-Park, 

Lincoln-Mercury, Park Room, Shoreham; MoPar division, Shoreham; 
Oldsmobile, Rocket Suite 932, Mayflower; Plymouth-DeSoto-Valiant, 
Madison Suite, Sheraton-Park; Pontiac, Pan American Room, Stat- 
ler-Hilton; Simca, Suite 100-E, Shoreham; White, Sheraton-Park; 


Willys, Sheraton-Park, 


Supplies, Finance, Publications 


Armstrong Rubber, Suite 100-C, 
Sheraton-Park. 


Shoreham; This Week magazine, 


Associates Investment and Associates Discount, Suite 200-B, Shore- 
ham; Commercial Credit, Caribar Room, Sheraton-Park; General 


Finance, Statler-Hilton; 
Statler-Hilton. 


Universal CIT, South American Room, 


SPECIAL FUNCTIONS 
Sunday, Jan, 31 
Breakfast—Saturday Evening Post. 8 a.m., State Dining Room, May- 
flower. (By invitation.) The Post “Benjamin Franklin Quality-Deal- 


er Award” will be presented. 


Chruch Service—Nondenominational laymen-led church service, 11 


a.m., Ballroom, Sheraton-Park, 


Evening—NADA Sunday Evening Musicale. “Highlights of Broad- 
way.” Featuring Earl Wrightson, Lois Hunt, Rollins College (Fla.) 
Glee Club and Washington Pops Orchestra directed by Henry 
Mazer. 8:40 p.m., Constitution Hall. 

Evening—Cocktail party. New York State Automobile Dealers Assn., 
5 p.m., Marquee Lounge, Shoreham, 

Monday, Feb, 1 
Breakfast—American Motors dealers and their wives. 7:30 a.m., Main 


Ballroom, Shoreham. 


For the Ladies—Tour of the White House. Noon. 
Luncheon—Inter-Industry Highway Safety Committee. Noon, Blue 


Room, Shoreham. (By invitation.) 


For the Ladies—NADA Fashion Show. 2:30 p.m., Constitution Hall. 
(Staged by Julius Garfinckel & Co.) 

Evening—Cocktails and dinner for Plymouth-DeSoto-Valiant. dealers 
and their wives. 6:30 p.m., Main Ballroom, Sheraton-Park. 

Evening—Universal .Underwriters “Plantation Party.” 6 p.m. to 9 p.m., 
Presidential and Congressional ballrooms, Statler-Hilton. 

Tuesday, Feb, 2 

Breakfast—NADA 30-Year Club, honoring William L, Mallon.. 7:45 
a.m., Sheraton Room, Sheraton-Park. 

For the Ladies—Lecture: “Modern Trends in Literature and Humor,” 
by Bennett Cerf, publisher and TV panelist. 2:30 p.m., Constitution 


Hall. 





Evening—Reception and buffet dinner for Studebaker, Mercedes-Benz 
and Auto Union-DKW dealers and their wives. 5:30 p.m., Chinese 
Room and Grand Ballroom, Mayflower. 

Evening—NADA Convention Dance. 9 p.m., Sheraton Hall, Sheraton- 


Park. 


Wednesday, Feb. 3 


Evening—“The NADA 


Revue,” featuring Tennessee Ernie Ford, 





Georgia Gibbs and Frank Fontaine. (Presented through courtesy of 
Ford Motor Co.) 8:40 p.m., Capitol Theater. 


HOTEL HEADQUARTERS 


Car and Truck Manufacturers 

American Motors, Shoreham; Buick, Sheraton-Park; Cadillac, Shera- 
ton-Carlton; Chevrolet, Mayflower; Chrysler-Imperial, Shoreham; 
Dodge, Sheraton-Park; Ford division, Statler-Hilton; GMC Truck 
& Coach division, Shoreham; International-Harvester, Sheraton- 
Park; Lincoln-Mercury, Shoreham; Oldsmobile, Mayflower; Plym- 
outh-DeSoto-Valiant, Sheraton-Park; Pontiac, Statler-Hilton; 
Simca, Shoreham; Studebaker-Packard, Sheraton-Park; White, 
Sheraton-Park; Willys, Sheraton-Park. 

Dealer Associations 

Akron, Sheraton-Park; Alabama, Sheraton-Park; Arizona, Sheraton- 
Park; Arkansas, Mayflower; Brooklyn-Long Island, Sheraton-Park; 
Northern California, Shoreham; Canada, Sheraton-Park; Chicago, 
Shoreham; Cleveland, Statler-Hilton; Colorado, Sheraton-Park; 
Connecticut, Sheraton-Park; Delaware, Sheraton-Park; Detroit, 
Shoreham; Florida, Sheraton Park. 

Idaho, Sheraton-Park; Illinois, Shoreham; Indiana, Sheraton-Park; 
Iowa, Sheraton-Park; Kansas, Statler-Hilton; Kentucky, Sheraton- 


Park; Louisiana, Sheraton-Park; 

















Maryland, Sheraton-Park; Massa- 


chusetts, Statler-Hilton; Michigan, Shoreham; Minnesota, Sheraton- 
Park; Mississippi, Mayflower; Nebraska, Sheraton-Park; New 
Hampshire, Sheraton-Park; New Jersey, Statler-Hilton; New Mex- 


ico, Sheraton-Park. 







North Carolina, Sheraton-Park; North Dakota, Sheraton-Park; Ohio, 
Sheraton-Park; Oklahoma, Shoreham; Oregon, Mayflower; South 
Carolina, Shoreham; South Dakota, Sheraton-Park; Tennessee, 
Shoreham; Texas, Sheraton-Park; Utah, Shoreham; Vermont, Sher- 
aton-Park; Virginia, Sheraton-Park; Washington (D. C.), Sheraton- 
Park; Washington State, Shoreham; West Virginia, Sheraton-Park; 
Wisconsin, Shoreham; Wyoming, Sheraton-Park. 


S-P to Take Part in Hunt 
For All-American Family 


SOUTH BEND. — Studebaker- 
Packard will cosponsor a nation- 
wide “All-American family search” 
for families from 50 states and the 
District of Columbia representing 
the most desirable features of U.S. 
family life and individual develop- 
ment. 

The search will culminate in an 
All-American family conference in 
June at Lehigh Acres, Fla., with 
the selection of an All-American 
family from the 51 family units in 
attendance. 

The search will be conducted by 
the Grolier Society, publisher of 
The Book of Knowledge, through 
the General Federation of Women’s 
Clubs, Girls’ Clubs of America, the 









National Conference of Christians 
and Jews, Kiwanis International 
and the National Recreation Assn. 
in cooperation with the American 
Newspaper Publishers Assn. 

The All-American Family will re- 
ceive several awards, including an 
all-electric home and a 1960 Lark 


four-door station wagon. 
* * * 


S-P and Oliver Abandon 


Merger Discussions 


SOUTH BEN D.—Studebaker- 
Packard and Oliver Corp. have 
abandoned talks on a plan for S-P 
to acquire Oliver’s business for cash 
and S-P common stock, the com- 
panies announced. 





Show Attendance r 
Rises in Chicago 


273,965 See Exhibits 
In First Six Days 


TTENDANCE for the first 

days of the biggest Chic 
Automobile Show totalled 273,965, 
compared with 288,874 for a li 
period during the record 1958 dig. 
play and 265,618 a year ago, accord 
ing to Edward L. Cleary, sh 
manager. 

“We'll do all right if the weather 
continues in our favor,” he said. 
“Thus far, we’ve had only one 
bad day—Monday—when a heavy 
snowfall cut the turnout to 35,851, 
about 4,000 less than a year ago 
and 6,000 under the ’58 crowd for 
the same day.” 

In 1958 a record 518,521 saw 
exhibits in the International Am. 
phitheatre. Bad weather on sev 
of the nine days a year ago redu 
the attendance to 481,358. 

The 52nd annual show, sponso 
by the Chicago Automobile Tr 
Assn., opened with a special pre 
view for the press and industry of- 
ficials. About 24,000 attended 
Cleary said, 1,000 under the turnout 
a year ago. 

A forecast of heavy snow for late 
Sunday (Jan. 17) held the crowd to 
75,731 after the turnout early in the 
day indicated the one-day attend- 
ance mark might be topped, Cleary 
added. 

The one-day record of 79,663 was 
established on the opening Sunday 
of last year’s, show. 

a 






































= OST of our visitors were in 

buying mood, pointing to 
active 1960 market for cars,” 
Gilbert Tinney, president of 
Buffalo Automobile Dealers Assn, 
in commenting on reaction to 
Buffalo show. 

He could have been speaking 
for many dealers in five other 
cities where the curtain has fall- 
en on successful shows, Spokes- 
men for dealer groups in these 
communities also expressed con- 
fidence in a big sales year. 


Showroom traffic increased con 
siderably during the Buffalo show, 
which drew 87,338 visitors, Tinney 
said. 

* + * 
7 Washington show was the 
most successful ever staged in 
the nation’s capital, according t 
Maurice J. Murphy, show manager 
and executive vice-president of the 
sponsoring Automotive Trade Assn- 
National Capital Area. 
This year the event was cut from 
nine to five days and drew 69,15) seg 
persons. The nine-day run was CON) wa 
sidered too long, to 

“The concentration into the} of. 
five-day period brought forth J 
buyers, the like of which we have 
never seen at an auto show,” said 
Joseph B. Paul, ATANCA presi- 
dent. 

Attendance at the Pittsburgh 
show totalled 101,314, an increase of 
29 percent over last year’s 78,712 
according to Hartley R. Graham, 


(Continued on Page 50, Col. 2) 


650,000 Quarter 
Slated at Ford 


CHICAGO. — Ford division # 
shooting for a record production 
quarter—650,000 cars and trucks 
James O. Wright, general managelg/ A 
asserted at a press conference it 
Chicago last 
week, In the 1955 
first quarter, Ford 
division built 
538,000 cars and 
trucks, he said. 
At the end of 
the year, Ford 
had a 29-day sup- 
ply of cars, which, 
he said, was 
roughly that of / 
its competi- ae Pa 
tor, Chevrolet, J. O. Wright 
and also about the same as Ford 
had in December of last year. 
Asked about a compact-car horse 
power race, Wright declined to rec} g, 
ognize such a development, al 
though he said Ford is studying th 
possibility of offering more horse@] y,. 
power in the Falcon. (Two weekii) ). 
ago Corvair offered an optional § 
horsepower engine, up from t 
(Continued on Page 50, €ol, 1) 
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a li HICAGO is the auto sounding 
8 dis. C board of the world in mid-Jan- 
ccord-f yary. Auto executives come to put 
show their ear to the ground to see if 

they can detect any evidence of new 
nther| fe in the auto market. Auto writ- 
said.! ers come to put their ear to the 
one { auto executives. 


leavy The word from the ground, by 
5,857, the way, is pretty encouraging, 
' ago! on the basis of early returns, 


d for} For a while, auto sales had fallen 

off so drastically that even auto 
w thf men almost forgot that 1960 is 
Am- slated to be a terriffic auto year. 
seve] Now exhibitors at the Chicago 
du how say that the show visitors 

seem to have that old auto excite- 


ment. 


* 

Here to Stay 
ry of: eeeenTaLy, some have won- 
ded) I gered if the Chicago show will 
ut) be able to retain its position in the 
spotlight after the National Auto 
Show is revived in Detroit next Oc- 


tober. You can count on this—the 
* * * 
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nney 
A Selling Show— 
the The Chicago auto show is a selling 
d in show, and salesmen are encouraged to 
to give the visitors a “good opportunity to 
g buy.” Here is Jim S. Hansen, Van Male 
ate) Buick, talking with visitors. The exhibits 
ssn-) oe manned by salesmen from the spon- 
soring dealerships. 
: 2 * 
rom} auto industry dies each Christmas 
9,15} season, so everybody is going to 
con} watch the Chicago show each year 
to see if the body shows any signs 
the | of coming back to life. 
rth} As one auto executive remarked: 
ave “Auto men talk a lot about 
aid} what’s coming, often when they 
si-} have no idea. So they come 
around the Chicago show each 
‘gh} January to take the pulse of the 
ed guy who pays a buck to come in 
7128 and look at the cars.” 
am§ Some of the things the auto men 
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4 Dealer Forum 


by Robert M. Finlay 





By John E. Walsh 
Staff Writer 
Eprror’s Note: This is the first 
in a series of articles on auto- 
motive leasing and opportunities 


it presents dealers. 
+ + * 


Gy of the fastest growing busi- 
nesses in the automotive indus- 
try is auto and truck fleet leasing. 
It has expanded at incredible speed 
since World War II and no limit is 

in sight. 
And since selling transportation 
is the dealer’s busi- 









were talking about in Chicago? 
New compact cars. Future of the 
big car. What’s happening at the 
other guy’s company? Are the com- 
pacts in a horsepower race? 
* * * 


Compacts Hot 


HE size of cars stimulated much 
conversation. Most agree that 














































both the compact cars and so-called A Look | ness it’s only natural 
full-sized cars are here to stay, in at that the dealer 
varying proportions, although the| | 7 sing | should think that 


full-sized cars are expected to be 
trimmed down a bit. 

There is a wide-open road ahead 
for the compacts. The market is 
broader than the two-car families, 
but such families do constitute a 
major part of the market. Ed Roth- 
man, general advertising and sales 
promotion manager for Ford Motor, 
put it this way: 

“Anyone who has a big car, in 
whatever price class, is likely to 
buy a smaller car if he does buy 
another car.” 

That is the thinking behind the 
March 17 introduction of the Comet, 
referred to by some as the richer 
man’s Falcon. 

The Ford people, by the way, are 
pleased with the reception of the 
Falcon, and say they can readily 
convert additional plants or add 
new shifts to meet the growing de- 
mand. 


the leasing business 

is made to order for him, 
Many dealers who were of this 
opinion found out otherwise. They 








* * 


Mark to Shoot At 

AMES O. WRIGHT, Ford divi- 

sion chief, kept referring to the 
Rambler as the mark Falcon is 
shooting at, saying Falcon is now 
selling almost one for one. 

A writer asked why Ford accent- 
ed Rambler as big competition to 
the much larger Ford organization. 

“Anyone that sells as many cars 
as American Motors is big com- 
petition,” Wright replied. 

In this respect, another Big Three 

executive remarked: 

“Have you noticed a change in 
attitude on the part of American 
Motors men? To me, they seem to 
be getting more forceful, They 
speak out more in industry 
meetings. They seem to have an 


* 


Montgomery, third vice-president; 


ville; Tommy Thomas, Birmingham; Aubrey 


AUTOMOTIVE NEWS, JANUARY 25, 1960 


Growth Sideline Has Pitfalls . . . 
Inside Auto Leasing 


Alabama Dealers Elect Officers, Directors— 


Officers and directors of the Automobile Dealers Assn. of Alabama are, from left, 
front row, Charles W. Slaton, Union Springs, president; Roland Cooper, Camden, first 
vice-president; Blaine Brownell, Birmingham, second vice-president; J. L. Rouse sr., 
Forrest McConnell, 
Harold E. Streetman, Montgomery, executive vice-president. 
Tom Smith, Florence; M. A. Peek, Decatur; H. E. Ray, Haleyville; Olin C. Hearn, Albert- 


Long, Atmore; Blanchard Brown, Sylacauga, substituting for director C. L. Collins, 
Sylacauga; J. B. Dunn, Roanoke; John Baker, Eufaula; A. C. Freeman, Dothan, substi- 
tuting for director George H. Malone, Dothan, and W. S. Edwards jr., Birmingham, 
NADA Alabama director. Not shown, are directors Hoyt Harbin, Scottsboro; Ray Wyatt, 
Pell City; Charles Tucker, Anniston; H. L. Hooper jr., Selma; Joe McCorquodale, Jack- 
son; J. E. Gaston, Fairhope; Carl Golson, Ft. Deposit; Phil Adams, Troy, and Mel B. 
Casler, Birmingham, immediate past president. 





lost their shirts in a hurry, due to 
inadequate financing, poor manage- 
ment, bad leases and a number of 
other reasons, 

Many dealers, on the other 
hand, operate highly successful 
leasing companies. They are the 
ones who also operate highly suc- 
cessful dealerships. 

Leasing authorities agree that the 
business is attractive and profitable, 
but they advise only the operator 
of a financially sound dealership 
to consider leasing seriously. 

uk ad + 
“oo many dealers think of leas- 
ing primarily in terms of car 
and truck sales,” says Ken Brown, 
Detroit Dodge dealer who has con- 
ducted his own leasing business for 
a number of years. “The dealer in 


Montgomery, secretary, and 
Second row: Directors 


D. Green, York. Back row: Directors R. R. 















air of confidence.” 

To which a third auto man re- 
marked: 

“Nothing like a 116 percent bonus 
to build confidence in a man.” 

: = @ 
Spirits High 
ND it was in a most confident 
mood that we found Roy Aber- 
nethy, head of automotive distribu- 
tion for AMC. 

“Already our dealers are taking 
in Corvairs on 
Ramblers,” Aber- 
nethy said. “Own- 
ers want the 
proven’ perform- 
ance of the Ram- 
bler.” 

While the mar- 
ket has been 
sticky because of 
the just-ended 
steel strike and 
the soft used-car 
market, Aber- R. Abernethy 
nethy said that at a meeting with 
dealers the big topic was “when can 
we get more cars?” 

Rambler sales have been good 
despite the new compacts—partly 
because of the poor performance 
of the competition, he said. 

Abernethy said that American 
Motors had 6.72 percent of the 
market for the 1959 calendar 
year, taking 8.09 percent in De- 
cember and 8.34 in November. For 
the 1960 period, he said, Ram- 
bler had 7.71 percent of the mar- 
ket. 

He said AMC will ship 40,000 cars 
this month; 50,000 by the end of 
March, To illustrate the present 
strength of Rambler dealers, Aber- 
nethy said that in five years dealer 
net worth has grown from $50 mil- 
lion to $174 million and that, by the 
end of the year, it will be $200 mil- 
lion. 


By John K. Teahen Jr. 
Staff Writer 


Avre dealer advertising was 
causing complaints in some 
areas last week. In Hollywood, Fa., 
dealers were protesting an ad advis- 
ing the customer to take 18 percent 
off the sticker price. 

In New Orleans, the Better 
Business Bureau warned that 
polite methods haven’t worked. 
NADA is circulating a letter from 
the BBB to the effect that it will 
take the case against deceptive 
advertising to the public. 

The BBB announced: “We plan 
to publish paid advertisements in 
the newspapers to warn the public 
concerning the advertising tricks 
of certain dealers whose names will 
be included in these advertise- 
ments.” 







* * * 

HE bureau asked dealers to re- 

frain from various ad tricks and 

concluded: “In other words, just 
tell the truth so the advertisement 
can be understood by anyone with 
normal intelligence.” 

NADA has sent a copy of the 
New Orleans letter to all state deal- 
er associations. 

Elsewhere, Ste ward Lincoln- 
Mercury, Hollywood, Fla., created 
some excitement and irked fellow 
L-M dealers by advertising “Low- 
est Prices Anywhere.” Steward in- 
vited customers to “take 18 per- 
cent from the price sticker, and 
that’s all you pay.” 










Washington Column 






Other L-M retailers in the Miami 
area blasted Steward’s tactics as 
“distress advertising” and said the 


As Abernethy sees the trend: 
Top lines of present models will 
(Continued on Page 52, Col, 1) 











Price-Cut, Gimmick Ads 
Arouse Dealers, BBB 


matter is being taken up with the 
factory. 
a * * 

N DALLAS, Hine Pontiac renew- 

ed the “2-C-E-P” plan which it 
started last year. The two-car- 
economy-package consists of a Pon- 
tiac and a Vauxhall for a combined 
downpayment of $399 and $61.68 per 
car per month. 

Thurston Cooke Mercury offer- 
ed a similar program—a Mon- 

(Continued on Page 52, Col, 1) 


On the House... 


At last! After 13 years with a jawbreaker name 
that no one understood, the Inter-Industry Highway 
Safety Committee will announce Feb. 1 a change in 
name to Auto Industries Highway Safety Commit- 
tee. Still a long one, but at least descriptive. Mean- 
time, the new AIHSC is moving into new quarters 
in the NADA building annex in Washington .. . 
Needed: Mud flaps on cars that will keep pave- 
ment spray (especially when 
windshield of the car following. Guards are required 
on trucks as a safety measure; why not cars?... 


One way to avoid war: Keep the world’s leaders 
visiting other countries, like Ike and K are doing; 





Wemhoft 






leasing really is in the banking 
business.” 

The dealer who doesn’t realize 
this from the start is headed for 
trouble and very likely bank- 
ruptcy, according to Brown, 

This is only one of the pitfalls 
that confront the dealer. In fact, he 
is surrounded by them, And he can 
avoid them only through luck or 
the guidance of experts. 

Expert advice is available on 
many fronts—from factory fleet 
executives, NADA, operators of 
leasing systems which issue fran- 
chises to dealer members, finance 
companies, independent firms and 
other successful dealer-lessors, 

* + * 


N° DEALER should leap into 
leasing without consulting an 
expert, It’s the only way to avoid 
serious financial setbacks, 

How great is the potential in leas- 
ing? 

Industry figures show that the 
number of vehicles on lease has 

spiralled from 80,655 units in 1950 
to more than 400,000 in 1958, 

And with money in tight supply 
at the moment, leasing experts are 
looking for a big increase in the 
number of firms turning to leased 
fleets in 1960. 

When leasing got its start about 
a quarter of a century ago, the 
large company was the principal 
customer. Now firms of all sizes are 
in the market. 

* ok 
gl IS the growing trend to leasing 
among smaller companies that 
has increased dealer interest and 
entrance into the business, If he 
can’t provide leased vehicles, he 
stands to lose sales and very likely 
the company’s service business. 

The dealer doesn’t have to go 
big-time to make money in leas- 
ing. On the contrary, a dealer in 
a smaller community is far bet- 
ter off to stick close to home and 
build up a number of small ac- 
counts. 

In addition to the smaller com- 
panies, professional people are 
considered good leasing prospects 
generally since they are able to 
deduct leasing costs as business ex- 
penses. This group takes in doctors, 
lawyers and individual salesmen. 

Some dealer-lessors, however, say 
they have found these people un- 
satisfactory clients. 

oe * 


* 


ea 


GAz Carl E. Fribley, Norwich 
(N. Y.) Cadillac-Pontiac dealer 
and former NADA president: 

“In the case of professional men, 
these individual lessees are hard 
to satisfy. The whims of the family 
make it a difficult lease to admin- 
ister for a long-term pull.” 

He also frowns on individual 
leases to salesmen because “of ex- 
cessive mileage and poor care-tak- 
ing.” 

But dealers who report satis- 
factory results with professional 
people warn that the dealer must 
check such prospects closely and 


(Continued on Page 52, Col, 4) 


it’s salt) from the 


thataway nobody at home would dare press the missile button (un- 


less, of course, he were from the opposition party) 
association has moved to larger quarters in Columbus . 


. . . Ohio dealer 
. . Night 


drivers on General Tire’s new proving ground at Uvalde, Tex., kill 


about 35 rattlesnakes nightly ... 


Flood cars are beginning to appear in various states; watch out, 
dealers are warned . .. Rhode Island dealers will hold annual meeting 
March 30 in Providence; Charlie Scott heads the nominating com- 


mittee. 





—Perte WemMuorr, Editor, 
Automotive News 














4 
FTC Renews Attack... 





NIADA Sees Victory 
Over Territory Bills 


(Continued from Page 1) 


was Robert J. McKinsey, of 
Washington. Eva Mosley, also of 
Washington, is executive secre- 
tary. 

Among the 1960 projects entrust- 
ed to Kinnaird was the member- 
ship increase drive sparked by 
Schwartz, the Pittsburgher, who 
raised the paid-up figure from a 
nadir of 1,223 a year ago to 1,701 
Jan. 1, 1960. Directors last week 
approved a state-association affilia- 
tion rule requiring $10 of every 
membership fee to be sent to 
NIADA. 

x * + 
eee seen departed from his text 
to commend NIADA for the 
position it has pursued on the ter- 
ritory-security bills. 

“It is organizations such as yours, 
willing to campaign against the 
protectionist and the predator, 
which will save our system of com- 
petitive capitalism,” the FTC chief 
said. 

Kintner warned that enactment 
of territory-securit y legislation 
would surrender a portion of the 
freedom of all franchised dealers 
to the factories. 

“Such legislation,” he said, “would 
give some protection to the lazy or 
inefficient dealer; but at what a 
cost to the efficient dealer who 
wishes to compete vigorously.” 

Warning that customer costs 
would go up under either a penalty 
or a bonus system of dealing with 
cross-sellers, Kintner said the most 
rewarding experience about his 
testimony before the Monroney 
committee was the sentiments of 
support given him by the North 
Carolina NADA “rebels” who also 
testified in opposition. 

“They and you,” he told NIADA, 
“recognize that it behooves all busi- 
nessmen, large and small, to prac- 
tice competition, not advocate its 
abolition, as these bills most cer- 
tainly do.” 

* * ” 

MCS KINSEY reported that 

chances were dim for revival 
of the withdrawn dealer-reserve 
tax bill, mitigating the effects of 
the 1959 decision by the U. S. Su- 
preme Court. The Ikard bill, pro- 
viding for a 10-year payment period 
on reserve tax deficiencies, has been 
held up for further study by the 
Senate Finance Committee, he said. 

A warning that tight money 
would grow even tighter this year 
was sounded in a panel on financ- 
ing by S. H. Wills, vice-president 
of General Acceptance. Wills 
called on dealers to quicken their 
inventory turnover when interest 
rates go up and give finance com- 
panies more retail paper for their 
floor plans. 

“There always will be floor-plan 
money available for the well-run 
dealership,” he said. 

Kinnaird, another panel partici- 
pant, said he had learned from ex- 
perience in Fort Worth that the 
independent dealer should stay with 
the “right” loan source. He counsel- 
led dealers to sock away a portion 
of their reserves as a cushion and 
uttered this tip: 

“If you don’t repo some, you don’t 
do enough business.” 

& cg - 
AM S. ROYAL, president 
of National Discount and a 
dealer consultant, asked dealers to 
help reduce the loss ratio on credit 
insurance by screening prospects 
more closely. Dealers who are hon- 
est and show profits will get the 
decent paper, he said. 

In answer to a question, Royal 
advised dealers in states consider- 
ing rate caps to seek counsel 
from the 26 states with such leg- 
islation. Florida’s law, coupled 
with the Ohio section on defici- 
ency ceilings, are excellent mod- 
els, Wills said. 

Ben Franks, a Philadelphia vet- 
eran dealer who self-insures and 
self-finances, described his opera- 
tion as a steady repeat customer 
builder. 

All panelists, and the audience, as 
well, pronounced used-car warran- 
ties a has-been. Most finance com- 
panies, led by Universal CIT, now 
have “eaten” their staggering war- 
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At NIADA Convention 


ranty losses and abandoned the 
once-promising field. Consolidated 
Warranty System quit operations 
late last year after unpaid claims 
and dealer lawsuits piled up across 














the country. 
“Used-car warranties are no bet- 


ter than the man selling the car,” 


said Royal. “You’re better off han- 
dling the service yourself.” 
* * * 


ILLS forecast that General Mo- 

tors and Ford will be divested 
of their financing and insurance 
subsidiaries under court order be- 
fore 1970. 


“That will be the greatest thing 
ever to happen in the financing of 
automobiles,” he asserted. “Small 
companies will become competi- 
tive again.” 


Schwartz exhorted state directors 
to hire professional managers so as 
to strengthen their local associa- 
tions. Only four states employ man- 
agers on a professional basis, and 
Georgia’s Miles Elliott was able to 
show the convention a sketch of 
the new headquarters building 
planned by the Georgia IADA. 

oo x 


RESOLUTIONS adopted by the 
NIADA reaffirmed the group’s 
opposition to territory security, 
pledged support for efforts to re- 
lieve the burden of dealer-reserve 
taxation and endorsed Federal] in- 
vestigation of abuses under Section 
3-C of the Automobile Price Dis- 
closure (sticker) law, 


The latter resolution declared 
that experience under the 15- 
month-old sticker law had disclosed 
numerous misuses by franchised 
dealers. NIADA’s former executive 
vice-president, Val Jones, testified 
in opposition to the sticker proposal 
in 1958. 

Kinnaird said NIADA’s steer- 
ing committee would meet in the 
next 60 to 90 days to formulate 
further policies for 1960, Leeds 
was reappointed convention 
chairman. 


It was disclosed that NIADA’s 
1,701 members include a higher per- 
centage of franchised dealers than 
ever before, but officers denied any 
intent to become competitive with 
NADA, Merger rumors also were 
allayed here by NIADA leaders. 


“But the fact that Kintner chose 
our forum to rip into territory 
security,” a former NIADA presi- 
dent said, “means that we’re now 
a power to be reckoned with. From 
here on in, we'll be helping the 
dealers, instead of the dealers help- 
ing us.” 

Convention exhibitors included 
Childers Mfg., Big Four Industries, 
NADA Used Car Guide, National 
Market Reports, National Auto Re- 
search, Norick Bros. and the Na- 
tional Auto Auction Assn. 


Beitzel Pontiac Broke 


SCRANTON, Pa.—Two Scranton 
men, operators of Beitzel Pontiac 
Co., West Pittston, have filed a vol- 
untary petition in bankruptcy. They 
are Jack Beitzel and William L. 
Smith, who listed assets of $23,911 
and liabilities of $154,595, 





Summerfield Opens Washington Show— 





FTC's Kintner Among Friends— 


The anti-territory-security position of the National Independent Automobile Dealers 
Assn. drew a warm commendation last week from FTC Chairman Earl W. Kintner 
at the association's 13th annual convention in Miami Beach. Shown above are NIADA 
leaders and the guest speaker. From left are Jerry Leeds, Evansville, Ind., convention 
chairman and vice-president; Robert J. McKinsey, executive vice-president; Kintner, 


and Al Schwartz, Pittsburgh, board chairman. 
ee, a ee 


Independents Elect Officers— 


Officers of the National Independent Automobile Dealers Assn. for 1960 are shown 
above. They were chosen last week at the NIADA's 13th annual convention in Miami 
Beach. Seated, from left, are Earl Myer, Everett, Wash., secretary; A. H. Schwartz, 
Pittsburgh, board chairman; John Kinnaird, Fort Worth, president, and Rem Rogers, 
Charlotte, N. C., treasurer. Standing: J. F. Smith, Macon, Ga.; Bill Dreiling, Denver; 
Jerry Leeds, Evansville, Ind.; Robert J. McKinsey, executive vice-president, and Bob 
Ingram, Birmingham, Ala., named vice-presidents. A fifth vice-president, Philadelphia's 
Harold Ratcliffe, was absent when the photo was taken. 
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FTC Has Vital Job 
But Is Little Known 


By William Ullman 


Washington Bureau Chief 
HE Federal Trade Commission, which is much in the 
news these days, has one of the most vital missions of 
any agency of our Government. It is a mission that ranks 


in importance with the con-? Americans eah 


quest of outer space and de-| tell you what that 
fending the U. S. against aggres-| ™!ssion is. 


: . FTC is charged 
sion, And it’s a safe bet that few with nothing less 


than maintaining 
free competitive 
enterprise as the 
keystone of the 
American eco- 
nomic system. 
While it operates 
under various 
laws, its duties 
all add up to preventing our free 
enterprise system from being stifled 
or fettered by monopoly or corrupt- 
ed by unfair or deceptive trade 
practices. 

In writing, this 45-year-old 
agency appears to be about the 
most important thing in Washing- 
ton. After all, we do a lot of shout- 
ing to the effect that our free en- 
terprise system is the secret of 
America’s greatness. FTC is the 
agency that Congress has told to 

















Postmaster General Arthur E. Summerfield cuts the ribbon to open the 31st annual 
Auto Show of the National Capital Area. From left are George England, motor 
vehicles director for the District of Columbia; John J. Pohanka (Oldsmobile), auto 
show chairman; Summerfield, founder of a Chevy dealership in Flint; Robert E. 
Mclaughlin, president, board of commissioners, District of Columbia, and Mike Murphy, 
show manager. 


maintain that system, This is big- 
time stuff. 
In practice, however, FTC 
hasn’t quite lived up to its noble 
(Continued on Page 49, Col. 1) 
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Imports to Play 
Prominent Role at 


NADA Conclave 


(Continued from Page 1) 


valuations and insurance resistance 
Big Three captive makes already 
are getting the brushoff treatment 
from their importing factories ang 
dealers, he noted. 

Continued strong retail ws re. 
ported by Wendell Jarrard, of 
Pensacola, Fla., Renault-Peugeot 
distributor, and numerous Re. 
nault dealers here from Alabama 
and Georgia. 

A Renault dealer in Alabama 
picked up 17 orders for the only 
Caravelle he has received, selling it 
the week before the NIADA cop. 
vention. He reported that his Re. 
nault sales levelled off to between 
15 and 20 a month in the fourth 
quarter after peaking at 80 in Av. 
gust and 65 in September. He said 
he is waiting anxiously for Renault 
to start light-truck deliveries this 
year, and is sold out of Peugeots. 

A Chevrolet - Oldsmobile - Renault 
dealer in Georgia said both the 
Corvair and Renault had been sell- 
ing well for him. Corvair’s rear 
engine has rubbed off on Renault 
he said. 


* * + 

ENAULT drew considerable at- 

tention from used-car men and 
auctioneers here because it is ex- 
pected to be the major- factor in 
forcing the used-car price structure 
into $600 to $700 levels for “average 
transportation.” 

Jarrard, who also distributes 
Triumph and Borgward and is a 
former NIADA officer, complained 
vigorously against the antitrust 
suit filed against Renault and 
Peugeot last month. He said the 
action had international implica- 
tions involving relations between 
the U. S. and France. 

NIADA conventioners reported 
softening prices in the lucrative 
Volkswagen bootleg business. A 
convention program ad offered '# 
sunroof VW sedans for $1,399, con- 
vertibles for $1,738 and Karmann- 
Ghia coupes for $2,066 at any East 
Coast or Gulf port. 


On display in the lobby of theg 


sumptuous Eden Roc Hotel for 
NIADAer inspection were three im- 


ports—a Saab, MG and Triumph 


TR-3. 
—Maynarp M. Gorpon 


Lark Dealers | 
Get Bonus for 
Exceeding Quota 


DETROIT. — Studebaker dealers 
are selling against quota in a fac- 
tory-sponsored incentive program 
which could earn them $50 per car. 
The three-month event closes 
March 31. 

Called the 
Plan,” the contest is based upon 
a dealer’s performance against 4 
factory-assigned target. The dealer 
must exceed his quota to receive 
a bonus. 

If a dealer achieves 110 percent 


of quota, he receives $10 per car.) 


The payments rise to $20 per car 
for 120 percent of quota, $30 per car 
for 130 percent, $40 per car for 14 
percent and $50 per car for 150 
percent. 

Payments are retroactive to the 
first sale during the contest period 
and will be made at the highest 
percentage level achieved by the 
dealer. The minimum quota for the 
contest is five cars, not including 
fleet sales or demonstrators. 


L.A. Fleet to Get 
Antismog Pipes 


LOS ANGELES.—In a move t 
combat smog, the City Council has 
ordered that breather pipes be im 
stalled on the municipal 
5,000 cars and trucks. 

The action was taken after the 
Air Pollution Control District esti- 
mated that the pipes could elimin- 
ate a third of smog-making exhaust 
fumes. The pipes cost less than 
and are installed on the vehicles 
crankcase, according to Councilmaa 
Edward R. Royal, who suggeste 
the pipes. 

He predicted the pipes soon will 
be required on the cars of all City 
employes, taxicabs and autos and 
trucks operated by major Los Am 
geles area industries. 


“Retail Sales Bonus) 


fleet of 
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. FIRST TIME EVER! An Important Announcement to Automobile Dealers! 


NOW... A LUCRATIVE ADDED SOURCE OF 
rs EXTRA SHOWROOM TRAFFIC AND PROFITS! 


Exclusive Lober Program GUARANTEES 
You Profitable BIG Power Mower Volume! 


his Here’s a highly promotional sideline that’s a “natural” to pull big extra 
traffic into your showroom, any month of the year! Lober power mowers 
























~ Quality a he chao \ sell by the truckload and the carload, all over the U.S. A., even with 

~ Clinton 2 HP glee \Se snow on the ground! Lober’s exclusive tested and perfected merchandis- 

it! Mowers ing program brings crowds of customers right into your showroom .. . 
. gi : =. =—S where they can’t help seeing your cars, close-up! And Lober’s top quality, 

ti Union Made advanced features, and low promotional prices let you undersell and out- 

. ee = sell all competition on power mowers! Order now . . . and start upping 

in your over-all profits handsomely with the Lober program! Remember, 

~ : Lober guarantees you'll sell every mower you order! 

‘| Sensational 

3 | Men F. We yo EXTRA PROMOTIONAL PLUS! 

JEXTRA! gis : ~e : 

, Lober power mowers cost you so little, you can 

: afford to include one as a premium on hard- 

d IMPULSE to-close deals! 

re 

A 

i STARTER! 

- ee Se Se 

st No Guesswork With 

eg Lober Power Mowers 

i 


LOBER GUARANTEES 


YOUR SALES! 
_RISK OF sn IS ELIMINATED! 









or ENGINE EXCHANGE 





5 

tog Rae ap Starter a kes Call or Write For Mr. Buyer, Now You Can Assure Your Customers 

r easy as winding a $ 
clock! Press handle down and the en- Special Pre-Season Promotional Prices! complete satisfaction at no loss to you! 






Every Lober mower transaction 
must be profitable to you! 
Inquire NOW for Complete Details 
On This paey Engine Exchange 


gine starts! 












ONLY NEW 1960 LOBER POWER MOWERS 
GIVE YOU ALL THESE DELUXE FEATURES 


AT LOW PROMOTIONAL PRICES! 







Standard 



















Start and Stop Gas 
Throttle Control on 
Chrome Plated 
Handle 


New Silent Muffler 
cuts down irritating 
noise 


areiweet corners 
guarantee added 
rigidity = strength 


BRIGGS & STRATTON 
v5 Oe ciation 


Four adjustable 
cutting heights 












WITH DELUXE 
IMPULSE STARTER 






Firestone Semi- 
Pneumatic Tires. 
Giant 8” hermeti- 

















Exclusive compression 






cally sealed double "or Clinton ‘Power springs on each axle -———-— MAIL COUPON NOW! —-——— 
we om ee M. LOBER & ASSOCIATES N-1-25 





7 Central Park West, N. Y. C. 23 
Gentlemen: YES! | want to order my power mowers, 
on your guaranteed sales basis. Rush me full details 
immediately! 





ASSOCIATES 


Firm 4 las 
Address__ ama 


G. W. DAVI S Manufacturers Since 1902 


Telephone Number. 





The World's Largest Producers of Power Mowers Shipping Point: Richmond, Ind. 
Shipments made within 5 days 


7 CENTRAL PARK WEST, N.Y.C. 23,.N.Y. JUdson 6-2117 of receipt of your order. 


City__ , _Zone_ State__ 





| 
l 
| 
| 
| 
| 
| 
| Name___ rtlleiaceittiet ae ta ie 
| 
| 
! 
| 
| 
| 
| 
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Exceeds Year-Earlier Pace .. . 





Ford Trucks on Top 
Third Month in Row 


ORD trucks outsold Chevrolet in 

November for the third straight 
month as the truck industry moved 
toward the end of the year with 
sales far above the 1958 pace. 

November new-truck registra- 
tions totalled 73,762, according to 
figures from R. L, Polk & Co. 
This was 6.40 percent below the 
78,807 sales in October but 31.95 
percent above the 55,901 sales in 
November of 1958. 

The November total was the best 
for that month since 1955, when 
November registrations amounted 
to 75,540. 


LL makers shared in the No- 

vember sales gains with Ford 
showing one of the sharpest gains 
to take the top spot. The sales of 
the producers for November of the 
last two years were: 








Nov. Nov. 

1959 1958 
Se die ctsccvseseissve 26,709 17,817 
Chevrolet. ............ 17,866 15,199 
International ...... 10,489 7,458 
SNS dais bisecck don. chante 5,063 4,574 
Dodge .................... 4,012 2,740 
Willys oo... 3,037 2,485 
he 1,238 1,189 
SES Tac cbdisetccestoocs 1,053 838 
Studebaker .......... 304 279 
Diamond T .......... 254 241 
Brockway ............ 108 99 
Miscellaneous 3,629 2,982 
ERY ices vecdivesics 713,762 55,901 


Truck sales in the first 11 
months of 1959 totalled 878,196, a 
gain of 35.69 percent from the 652,- 


Valiant to Offer 
148-HP Option; 
Falcon Hedges 


DETROIT.— Optional engines 
with higher horsepower now are 
being offered or planned for buyers 
of two of the Big Three’s compact 
cars. The makers said they had had 
Tequests for the increase. 

A 148-horsepower Valiant engine, 
called “Hyper Pack,” will be avail- 
able soon in limited quantity, ac- 
cording to the Plymouth-DeSoto- 
Valiant division. Its current engine 
is rated at 101 horsepower. 

Ford division is studying the pos- 
sibility of offering more horsepower 
in the Falcon, James O. Wright, 
general manager, said at a press 
conference at the Chicago Auto 
Show. Wright said Falcon might 
go to 100 or a little higher. 

A 95-horsepower option for the 
Corvair was announced two weeks 
ago by Chevrolet. The Corvair’s 
present power plant is rated at 80 
horsepower. 

P-D-V said the “Hyper Pack” in- 
cludes a 15-gallon gas tank, manual 
choke, four-barrel carburetion and 
10.5-to-1 compression ratio, and a 
dual exhaust with single muffler. 





Fanning Gets Tax Post 


GRESHAM, Ore—Gov. Mark 
Hatfield has appointed Roscoe L. 
Fanning, Chevrolet dealer here, a 
member of Multnomah County tax 
Supervising and conservation com- 
mission. 


Late Report... 


022 registrations in the like period 
of 1958. 
* ca * 

LL manufacturers shared in the 

year-to-year pickup in sales. 
Four producers increased their 
market penetration as well as unit 
sales. The four, their unit sales, 
percent of market and percentage- 
point gains were: 

Ford, 270,726 units sold, 30.83 per- 
cent of the market, up 2.14 points; 
Dodge, 49,105 units, 5.59 percent, up 
0.55 points; Willys, 26,626 units, 3.03 
percent, up 0.05 points, and Stude- 
baker, 5,674 units, .65 percent, up 
6.07 points. 

The eight producers whose pene- 
tration slipped, their unit sales, 
percent of market and losses in 
penetration were: 

Chevrolet, 292,214 units, 33.27 
percent, down 0.61 points; Inter- 
national, 99,388 units, 11.32 per- 
cent, down 1.28 points; GMC, 65,- 
523 units, 7.46 percent, down 0.26 
points; White, 14,208 units, 1.62 
percent, down 0.08 points. 

Mack, 12,530 units, 1.43 percent, 
down 0.24 points; Diamond T, 2,734 
units, 0.31 percent, down 0.10 
points; Brockway, 1,085 units, 0.12 
percent, down 0.01 points, and mis- 
cellaneous, 38,383 units, 4.37 per- 
cent, down 0.23 points. 

+ * ok 


ALIFORNIA was in its accus- 

tomed place as the top truck- 
buying state in November but New 
York moved Texas out of its usual 
second spot. The top 10 states and 
their registrations for November of 
the last two years were: 


Nov. Nov. 

. 1959 1958 
1. California .......... 7,731 5,631 
2. New York .......... 5,403 3,049 
Oe i csinceencd 5,159 5,235 
4. Michigan ............ 3,560 1,986 
DD iscesercismes 3,282 1,020 
6. Pennsylvania ....3,208 2,172 
My. PIN sips kets cacchcvounntl 2,765 2,202 
ie IN atic Sscceacebease 2,537 1,660 
| 2,459 1,849 

10. Alabama. .............. 2,115 1,036 


In line with the national sales 
gain, 34 states and the District of 
Columbia reported that registra- 
tions topped the year-earlier total. 
Sales declines were reported from 
15 states. 





How They Fared... 


Commercial Car Registrations 


By Makes 


First 11 Months, 1959 vs. 1958 


First 11 
Months, 
1959 


Make 


Chevrolet 
Ford 
International 


Studebaker ..... 
Diamond T 
Brockway 
Miscellaneous** 





652,022 


First 11 
Months, 


220,899 
187,073 


Percent 
Point 
Change 


Percent Percent 
Share of Share of 
’59 Market '58 Market 
33.27 33.88 
30.83 28.69 
12.60 
7.72 
5.04 
2.98 
1.70 
1.67 
58 
Al 
13 
4.60 


1958 


82,142 
50,363 
32,857 
19,400 
11,109 
10,877 
3,778 
2,699 
851 
29,974 


Thiel itt 


4.37 


100.00 100.00 


* White includes Autocar, Freightliner, Reo and Sterling. 


** Miscellaneous includes imports, Corbitt, 
ton, Peterbilt, etc. 


Diveo, FWD, Kenworth, Marmon-Herring- 
—Compiled from R. L. Polk & Co. data. 





Pure Oil Sets New Tests 
For Performance Award 


DAYTONA BEACH, Fla. — Com- 
petitive economy, passing and stop- 
and-go tests for U. S.-built cars 
Feb. 1-5 at the Daytona Interna- 
tional Speedway form the new basis 
for determining the winner of the 
1960 Pure Oil Safety and Perform- 
ance Award. 

Now in competition for the fifth 
year, the award is given to the 
manufacturer whose cars make 
the best showing in Daytona 
events specified by Pure. The past 
winners were Ford in 1956, Chev- 
rolet in 1957, and Pontiac in 1958 
and 1959. 

This year Pure has substituted 
its new economy trials and stop- 
and-go tests for the flying mile and 
acceleration events that counted to- 


;}ward the award in 1959. Passing 


tests are being carried over from 
last year. 

“We believe that the new events 
represent a fairer basis for judg- 


Frontier Ford Celebrates 


ALBUQUERQUE. — Frontier 
Ford held open house in its new 
building at 1600 Lomas Blvd., N. E. 
The building has an acre of space 
under roof and an eight-acre paved 
parking lot, 





Wilkie Views... 





New Studebaker Story 


By David J. Wilkie 

CHICAGO.—A new Studebaker 
story is being written in South 
Bend—by an engineer turned exec- 
utive. It has all the indications of 
a continuing suc- 
cess story. 

Under the lead- 
ership of Harold 
E. Churchill, Stu- 
debaker-Packard 
Corp. in the 
“red” most of the 
time since it was 
formed in 1954, is 
making money. A 
line of smaller, 
: oe compact automo- 

H, E. Churehill biles and an ex- 
tensive variety of imported vehicles 
in differing price brackets got the 
company back into profitable oper- 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 


last week declined $9 to 
index. 


$1,144, 


according to Automotive News’ 


All models except ’60s, which advanced $108, shared in the set- 
back. Losses amounted to $5 on 53s, $21 on 59s, $21 on ’58s, $22 


on ’54s, $25 on ’56s, $27 on ’57s 


and $52 on ’55s, New lows were 


established for all models except ’59s and ’60s. 

At a group of representative auctions last week the average con- 
signment was 331.8 units, compared with 320.6 a week earlier, The 
sales ratio was 71.5 percent, compared with 67.7 percent the pre- 


vious week. 


Auction reports begin on Page 38. 








ations. The achievement at South 
Bend is noteworthy because of the 
extent of the turnabout. For years 
prior to the 1954 merger both 
Studebaker and Packard piled up 
heavy losses. They were losses that 
forced the merger of the two time- 
honored vehicle makers in a des- 
perate effort for survival in the 
bitterly competitive automotive in- 
dustry. 

Churchill, in an interview with 
Automotive News at the big 
Chicago Automobile Show, spoke 
pridefully of the fact Studebaker- 
Packard had net profits of ap- 
proximately $28.5 million in 1959. 
The latest Churchill estimate was 
$8.5 million higher than his initial 
estimate several weeks ago. 

“Wait until you see the earnings 
statement as finally audited,” he 
said at the auto show. The implica- 
tion was that the $28.5-million esti- 
mate may have been conservative. 

The final 1959 statement is due 
to be released in March. 

* * * 

“WE ARE going to do better in 
1960,” Churchill said, confidently. 

A couple of years ago, many in- 
dustry experts were counting S-P 
out of the automotive industry in 
a matter of months. Churchill him- 
self was not optimistic. He so in- 
formed stockholders in recommend- 
ing their approval of a preferred 
stock issue to reduce heavy bank 
indebtedness and to authorize the 
company to diversify its operations. 

What brought about the change 
in S-P fortunes? 

One thing, he said, was uninter- 

(Continued on Page 52, Col. 2) 








ing an auto’s performance in every- 
day service than the 1959 tests,” 
Harry L. Moir, Pure’s vice-president 
for retail marketing, said. 


“This year’s competition should 
be particularly spirited. The econo- 
my trials will attract special inter- 
est because they represent the first 
mileage test of the exciting 1960 
U. S. compact cars and other new 
models.” 

The economy trials will be di- 
vided into seven classes based on 
piston displacement. Under super- 
vision of NASCAR, autos will try 
for maximum mileage from one 
gallon of gasoline. Using the 3.6- 
mile Speedway course, they will 
be required to maintain an aver- 
age speed of 25 miles an hour or 
more. 

Winning cars in each class will 
earn 20 points toward the Pure Oil 
award for their manufacturer with 
second place receiving 18 points, 
third place 16, and down to two 
points for the car placing tenth. 

There will not be separate classes 
of entrants in the stop-and-go tests 
and the passing tests. The winning 
car in each event will earn 40 
points, second place will receive 36 
points, third place 32, and so on 
down to four points for tenth place. 
Each event is limited to 40 cars. 

The stop-and-go test will subject 
cars to repeated braking, and test 
their ease of handling, steering, 
their stalling inclination and ability 
to accelerate at lower speeds. The 
winner will be determined on the 
basis of time for completion of the 
course and on the least number of 
points deducted for rule infractions. 

Object of the passing test is to 
find the distance required to pass 
another car travelling at a con- 
stant speed. Designed to test a 
car’s emergency passing capabil- 
ity, it will be conducted at both 
30 and 50 m.p.h. 

A total of $8,900 in prize money 
will be awarded, with $6,100 of this 
going to the top cars in the econ- 


omy trials. 
* * * 





Compacts in Practice— 


Half of All Sales 


Seen for Compacts 


Romney Says Rambler 


Seeks 500,000 in °60 


NEW YORK.—Half of U. S. car 
sales will be converted to compact 
cars within three more years 
George Romney, president of Amer. 
ican Motors Corp. predicted before 
the New York Society of Security 
Analysts. 

While compact-car sales had 
reached 10 percent of the total 
for 1959, the figure had swelled 
to 18 percent in the closing 
months of the year, Romney 
added. 

He said AMC is in an allout pro- 
gram to expand Rambler produc. 
tion to meet demand that “has been 
stimulated way beyond our present 
capacity to produce.” 

The company, which built 401,446 
compact Ramblers in 1959 to set a 
new “independent” record, has more 
than doubled its production capac- 
ity in less than two years, he said 

Aiming for more than 500,00 
sales in 1960, Romney said the com- 
pany’s continuing expansion pro- 
gram will increase capacity to more> 
than 700,000 cars annually on an 
overtime basis by next fall. 

He said the company already 
has purchased the land necessary 
to establish manufacturing facil- 
ities capable of producing more 
than a million cars annually. 
Romney said that although final 
figures are not yet available, AMC's 
pretax earnings in its first fiscal 
quarter (October-December) were 
“considerably higher than in the 
same quarter a year ago, despite 
abnormal and higher costs.” 
“Despite these sizable cost in- 
creases and other minor ones in the 
first 1960 quarter, pretax profit as 
a percent of net sales still will be 
within one half of one percent of 
the ratio of a year earlier,” he 
added. 

“On the basis of current informa-) 
tion, I am convinced that compact! 
car sales alone will represent more” 
than 50 percent of all sales by 1963. 

“This prediction is based on these 
two premises,” he said. “First, that” 
the Big Three will permit customer 
demand to decide the expansion of 
their compact-car programs and, 
second, the continuation of econom- 
ic prosperity. If we encounter 4) 
recession or bad economic comet 
tions, compact-car sales could reach i 
50 percent earlier than 1963. 

“In my judgment,” Romney said, 
“Rambler’s sales growth and the 
growth of other compact car sales) 
will occur largely at the expense of i 
the present Big Three big cars. © 

“Not only did Rambler’s 1959 © 
growth take place largely at the | 
expense of the Big Three big car 
lines, but significantly, earliest 

figures on Falcon and Corvair 
sales indicate that practically all | 
these buyers also traded in Big | 
Three big-car models. In both! 
cases, about 90 percent of re | 
¢ 








cars turned in were Big Three 
brands. 

“The growth in total compact-cal 
sales will be affected less by their) 


competition with each other than » 


by their competition with the big” 
cars of our major competitors,” he 
continued. ; 
© 





Compact cars practice at Daytona International Speedway in preparation for 
events which will test the endurance, economy and safety of these American-built 


autos. 
and-go tests and traffic passing tests wi 


The speedway will be the scene of Pure Oil Economy Trials Feb. 1-3. Stop- 


Ii be run Feb. 4-5. 
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ra 30 Models — Including 2-Door Sedans, 4-Door 
Sedans, 4-Door Hardtops, 2-Door Station 
Wagons, 4-Door Station Wagons, Hardtop 
Station Wagons and America’s Only 5-Door 
Station Wagons. 


oa Ss 
ee 
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e 3 Compact Wheelbases —100-inch, 108-inch, 
117-inch. 


@ 4 Engine Choices—90 H.-P. Six, 127 H.-P. 
Six, 2OO H.P. V-8, 250 H.-P. V-8. 


————— 


Rambler Dealers se// Rambler 6, Rambler Rebe/ V-8, Ambassador V-8, Rambler American and the Imported Metropolitan “‘1500’'! 


RAMBLER Dealers Sell 
| [he Only Complete Line Of 


ompact Cars! 








@ Plus Optional 138 H.P. Six, 215 H.P. and 
270 H.-P. V-8’s. 


Rambler is priced to fit every budget, starting at 


1795"" 


Suggested Factory Delivered Price 
Rambier American 2-Door Sedan 


Rambler Dealers Have The Compact Cars To 
Meet Every Customer Need and Desire. 


: Rambler... The New Standard of Basic Excellence 


PRODUCT OF THE WORLD’S LARGEST BUILDER OF COMPACT CARS 


AMERICAN MOTORS CORPORATION 





Rambler Franchises Available in Canada and Important Export Markets. In Canada, Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


ie 
: Detroit 32, Michigan 
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The Man Behind the Wheel .. . 
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Sales Testing the Opel Caravan 


Eprror’s Note: This is another 
in a series of articles describing 


the selling features of imported | 


cars. 
+ * * 


By William Carroll 
Staff Correspondent 
ILLED as the “Big Small Car 
Built in Germany by General 


Motors,” Opel has been a happy} 


lifesaver to many Buick dealers. 

With good reason: For once, ad- 
vertising seems close to the prod- 
uct. Opel is among the best imports 
driven by this Automotive News 
“Sales Tester” on the basis of price, 
size and features. 

The Station Wagon (Caravan) 
tested by Automotive News is a 
well finished two-door built by 
Adam Opel in Ruesselsheim Am 
Main, Germany. As standard 
equipment there’s a fresh-air 
heater, dome light shooting light 
on the instrument panel and two- 
speed electric wipers. 

There's also an eight-day clock, 
luggage rack on the roof and two- 
tone paint job. Doors meet Ameri- 
can standards of comfort for 
entrance and exit, though the 
sweptback windshield has knee- 
knocking dogleg found on pre-1960 

cars. 
* * * 


Attractive Interior 
HE interior of the Opel is beau- 
tifully finished with enamel and 
bright work. Floors are covered 
with thick molded rubber which 
fits well, leaving no cracks to be 


difficult at cleaning time. 
Suspended brake and clutch 





pedals are high off the floor with 
more space under them than 
many an American car. Vent 
panes are novel in being control- 
led by a large knob, turned to 
admit fresh air. 

A single panel cluster surrounds 
the red-line speedometer indicating 
miles per hour. There’s the clock, 
oil pressure and generator charging 
lights, gas gauge, high-beam indi- 
eator, blinker for turn signals and 
water temperature gauge. 

The turn blinker is wired so that 
when an outside bulb fails, the 
blinker operates three times faster 
than usual on the side of the cir- 
cuit not working. Heater controls 
split air between defroster and 
floor as desired. Adjustment is with 
temperature lever and two-speed 


heater fan. 
* * * 


One Key Fits All Locks 


ene has thoughtfully at- 
tached a plastic label strip 
across al] the unlabelled knobs for 
choke, lights, etc. The ignition- 
starting switch has a second posi- 
tion whereby the key can be re- 
moved, glove box locked and the 
car driven by garage attendants. 
A single key fits all locks on the 
car and is contained in a plastic 
case which glows in the dark, mak- 
ing it easy to find if dropped. 
Under the dash is an ash tray 
and lever for the adjustable cowl 
air intake. The glove box is a large 
locking unit, deeper, wider and 
higher than on many current De- 
troit-builts. The steel lid opens far 
enough from the dash that malt 





On Used Cars, Loans .. . 





D.C. Presses Cleanup 


WASHINGTON. — With strong 
support from members of Congress, 
District of Columbia officials last 
week prepared to open up on two 
fronts against unscrupulous used- 
car merchants and gyp auto-finance 
outfits. 

City officials were drafting for 
Congress legislation to control 
auto-finance charges in Washing- 
ton, While D. C. has usury laws, 
a court has ruled that auto-fi- 
nance charges are not interest. As 
a result, a few financing firms 
here have charged all that the 
market will bear. Evidence indi- 
cates the market will bear a 
great deal. 

The legislation will require Con- 
gressional action, since in voteless 
Washington, Congress doubles as a 
sort of city council and makes the 
laws for the city. 

District officials also held public 
hearings last Friday on proposed 
regulations to clean up used-car 

retailing. 

Washington has no regulations 
covering unethical practices that 
would be sufficient to revoke or 
deny a dealer’s license. There also 
is no provision for licensing car 
salesmen. The stiff new rules would 
close the loopholes. 

The District can put the new 
regulations into effect without a 
new law from Congress. 

In advance of Friday’s meeting, 
copies of the proposed rules were 
mailed to more than 200 area 
used-car dealers and to others in 
the business community. 

Action followed a series of arti- 
cles in a local newspaper last fall 
pointing to some of the gyp deals 
being pulled on unwary car buyers. 

The well-documented articles told 
how a few used-car dealers had 
teamed up with fly-by-night financ- 
ing companies to trick customers 
into paying outrageous finance and 
insurance charges. 

There is a lesson in this affair 
for a number of other communities, 
since more than 20 states still do 
not control car-financing charges. 
The others keep charges to from 
$7 to $17 per $100, depending on the 
state and on the age of the vehicle 
involved. 

Senators and representatives of 
both parties have pledged sup- 
port to some sort of control. Sev- 
eral commented that some of 





their constituents doing military 





service in the D. C. area have 
been fleeced by local dealers. 

Support for controls also came 
from spokesmen for seven finance 
companies here. All are members of 
the Automotive Trade Assn. Na- 
tional Capital Area, and they 
included representatives of the big- 
gest national car-financing corpo- 
rations. 

Meanwhile, the D. C. license- 
enforcement branch reported it had 
received 75 more complaints of 
trickery and fraud at the hands of 
used-car dealers since the newspa- 
per expose began last November. 

One buyer complained that a loan 
of $1,495 for nine months cost him 
$510 in financing charges. 

Another attached a contract to 
his complaint showing he had been 
charged $148.50 for credit life in- 
Surance and $267.40 for finance 
Sana on a cash balance of only 

800. 
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glasses can stand without bending 
the straw. 

Padded dual sun visors have a 
little plastic dingus at the end 
holding them tightly against the 
headlining. The rear-view mirror 
needed something similar to keep 
it from shaking like a hung-over 
barber. 

Upholstery is pleasant artificial 
leather. Arm rests and door pulls 
are on each door, plus ash trays 
on each side in back. Like so many 
German cars, Opel has a large flat 
bench-type front cushion with di- 
vided tilting back formed to fit the 
body. 


* * * 


Parking Is Easy 


NSTRUMENTS and controls con- 
form to American practice. No 

one driving the Automotive News 
car had the slightest trouble firing 
up and driving away quickly, as 
the choke is interconnected with 
idling speed. 

Town driving finds vision in all 
directions through a wraparound 
windshield providing plenty of side 
view. Unfortunately, like so many 
wraparounds, there was extreme 
distortion in corners. While using 
a fender-mounted rear-view mirror, 
glass distortion created the impres- 
sion that following cars were much 
farther away than they really were. 

The wagon’s castiron brake 
drums, larger than the sedans’, 
match the wagon’s increased 
weight and cargo ability. Parking 
was no problem for American 
drivers, in spite of the wagon’s 
overhang. Renault or VW drivers 
might find Opel size disturbing, 
for it is obviously larger than 

“economy” cars. 

Controls, with high suspended 
pedals, fell naturally to foot. The 
transmission has the standard 
three-speed pattern we are used to. 
A desirable feature of the Opel 
transmission is that all forward 
gears are synchronized, including 
Low. This allows drivers to drop 
into Low easily while the car is 
still moving. 

It’s a quiet, easy shifting trans- 
mission, though not as fast as 
sportier imports. Acceleration is 
moderate, for a car with 54 horse- 
power weighing 2,160 pounds. 

Though it could keep up with 
most traffic, the four-cylinder en- 
gine is both noisy and rough. This 
is due partially to use of a higher 
numerical gear ratio under the 
wagon. Neverthless, standing on the 
throttle below 30 miles an hour 


creates quite a racket. 
* ok * 


Noisy but Nice 

ytaHway driving the Opel is 
pleasant if you don’t mind 

noise. By virtue of being narrower 

than most cars, it eases between 

lines of traffic without causing you 

to worry much about fenders. The 
(Continued on Page 51, Col, 2) 
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Outdoor Show in Clearwater— 


Clearwater (Fia.) auto dealers held their 


annual auto show outdoors at the Midway 


Shopping Center in a move to take advantage of the balmy weather and as a joint 


enterprise with merchants at the center. 


The three-day event drew thousands of 


visitors and shoppers, officials report. Pictured are the new cars as they stretched 
along the area in front of the block-long row of shops. 






Opel Caravan Station Wagon— 

This Opel station wagon delivered 25 miles per gallon in a 1,011-mile city- driving I 
sales test which William Carroll made for Automotive News. Carroll praised the car's 
interior appointments and its ease of handling in addition to the gasoline economy, 





Tight Money Seen as Boon 
To Auto Leasing in 1960 


By Trescott Goode 
Staff Correspondent 

MIAMI. — The present tight- 
money market will result in a tre- 
mendous growth in auto fleet leas-| 
ing in 1960, David S, Brockman, | 
predicted at the annual convention 
of the American Automotive Leas-| 
ing Assn, in Miami Beach. 

Brockman, head of Feld Oper- 

ating Service, Inc., Kansas City, 
was elected president of the as- 
sociation. 

Other officers elected were: Ken- 
neth Glaser, retiring president, and 
chief of Lend-Lease Transportation 
Co., Minneapolis, honorary chair- 
man; Armund J, Schoen, president 
of Wheels, Inc., Chicago, board 
chairman; John B. White, Business 
Fleets, Philadelphia, vice-president; 
Wally Lilja, Lend-Lease Transpor- 
tation Co., treasurer; A. R. Neuber, 
Automotive Rentals, Merchantville, 
N. J., Allen M. Garfield, S & C 
Lend-Lease Plans, San Francisco, 





Salesman Called 


Key to Success 
In Bid for Dollars 


PORTLAND, Ore.—Portland zone 
Oldsmobile dealers were told by 
Jack F. Wolfram, division general 
manager, that American retailers 
are in “an intensive free-for-all 
competition for the consumer’s dol- 
lar.” 


“For example,” explained Wolf- 
ram, “the automobile salesman is 
competing with boats, swimming 
pools, new homes, mink coats, dia- 
mond rings and extended trips 
abroad.” 

Dealers were here from Oregon, 
Washington, Northern Idaho and 
Western Montana. Wolfram noted 
that the degree of success for each 
dealer will be measured ultimately 
by the effectiveness of the retail 
sales force. 


He is on a swing of the country to 
inform his, dealer body concerning 
factory policies, now that post-steel 
strike production has resumed. De- 
spite a six-week shutdown, Oldsmo- 
bile dealers delivered 17 percent 
more new cars in 1959 than in 1958, 
he reported. 

Wolfram believes “the economy 
of’ this country is entering the 
greatest mass growth period of all 
time. Forces for economic expan- 


sion are so great that overall busi-| | 


ness is bound to grow. As a result, 
we believe, at Oldsmobile, that 1960 
will be a » very good year.” 

Three FWD Diveutacs 
Reelected for 3 Years 








CLINTONVILLE, Wis.—Maurice 
E. Ash, George E. Mallinckrodt and 
William Van N. Washburn have 
been reelected directors of FWD 
Corp. They will serve three-year 
terms. 

Ash is president and Mallinckrodt 
is chairman of FWD, which re- 
cently completed its 50th year of 
continuous operation in Clinton- 
ville, 


|and John Rollins, Rollins Fleet 


Leasing, Wilmington, Del., direc. 
tors, and Jess S. Raban, Chicago) 
attorney, secretary. 


Brockman said: “We expect 


1960 to be one of the greatest 


years for the auto fleet leasing © 


industry. We will find more me- 
dium-sized companies, those © 


which have from 50 to 100 sales- — 
men, putting their men into leas- © 


ed autos. 


“These companies are discovering © 
that leasing their auto fleets makes 


available to them immediately from> 
$100,000 to $250,000 in liquid work- | 
ing capital. 

“To many companies of this size,” ; 
he added, “this amount of working 








capital makes the difference be-| 
tween expanding or standing still, 


In addition, statistics show that} 
average cost (in cents per mile) for! 
leased auto fleets is 7.5 cents per 


mile as against average mileage” 


payments to salesmen of 8.91 cents’ 
per mile.” 

Schoen said the company-owned 
auto fleet is on the way out and will 
be replaced by leased fleets. 

He reported that leased fleets 
now outnumbered company-own- 
ed fleets in all industries combin- 
ed. 


“Currently, there are slightly less” 
than one million autos being used: 


by industry,” he said. “Of this total, 


about 25 percent, or 240,000, are in” 


leased fleets, about 25 percent in 
company-owned fleets and approxi- 
mately 52 percent are owned by) 
salesmen individually and used by 
them in business. 

“The value of leased fleets is 
about $575 million,” continued 
Schoen. “For the first time, indus- 


try is leasing more autos for sales- 

men than it owns, This trend will 

continue, and instead of the normal 

15 percent yearly increase in leas- 

ing, I'm quite certain 1960 will re-#” 

cord a 25 percent growth.” 
* * * 


The New and the Old— 


David S. Brockman, left, Feld Operatin 





Service, Inc., Kansas City, is the new presi- 4 
dent of the American Automotive Leasing 
Assn. He received the gavel from Kenneth — 


Glaser, outgoing president who was 


named honorary chairman. 
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Published monthly by Universal C.1.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 


Rude Sees Shirt-Sleeve Selling 
As Key to Greater Profits 


Cites salesman as most important person in our economy 


SALT LAKE CITY—Speaking re- 
cently before the Salt Lake City 
Chamber of Commerce, Alan G. Rude, 
President, Universal C.I.T. Credit 


Corporation said, “Only by old-fash- 
ioned, face-to-face, shirt-sleeve selling 
can we attain the levels of economic 
well-being we aspire to and can we keep 
our economic lead over our Russian 
competitors.” 


By the end of 
the 1960’s, Rude 
predicted, the 
nation’s gross 
national prod- 
uct will reach 
$790 billion, 
compared with 
today’s $480 bil- 
lion. Personal 
income, he said, 
will rise above 
$400 billion, 
some 25 per cent higher than today’s 
level, and the average U.S. family will 
have an annual income of at least 
$8,000 compared with today’s $5,700. 

“We have all the necessary natural 
resources to build the economy that is 


How C.1.T. Helped 
Steel Strikers 
Keep Their Cars 


Late in September, a man stalked 
into the Sharon, Pennsylvania, branch 
and slapped his car keys on the counter. 
To a startled cashier, he said, ‘I’m on 
strike, I can’t make my payment, so 
here are the keys to the car. It’s parked 
outside.” She called Dick Stetson, 
Branch Manager, who asked the cus- 
tomer to step into his office for a talk. 

Five minutes later, the customer, 
smiling happily, walked out of the of- 
fice, car keys in hand, shook hands with 
Dick, said, “See you next month” and 
walked out. 

In every Universal C.I.T. office area 
where workers were laid off because of 
the 116-day steel strike, scenes such as 
that were being enacted. As workers 
stretched their savings, C.I.T. stretched 
to help them keep their cars—stretched 
to the tune of thousands of payment 
extensions. 


1550 Extensions in Gary 


Consider the special report made by 
Les Talcott, District Manager in Gary, 
Indiana, on his branch’s activities dur- 
ing the strike. “These 116 days will 
be remembered by many for years to 
come. It is an enormous period of time 
when you are out on strike with no 








projected,’’ Rude said. ““‘We have the 
power sources and, with the atom, 
more energy to produce and move 
things than man’s imagination, bound 
by present facts, can grasp. We have 
the scientific and engineering brilliance 
and capacity, the research facilities, 
and the wealth to devise and design the 
newer, better products that will be 
necessary and appropriate for produc- 
tion and the productive know-how to 
pour out the goods required.” 

However, Rude pointed out, the 
most important person in the economy 
“fs the salesman putting a desire in the 
mind of his prospect, firing the pros- 
pect to decide to put the money in 
circulation that will reduce inventory, 
create more production, increase em- 
ployment and provide the profits for 
still further expansion, product devel- 
opment and income for other people 
to spend.” 

Copies of the complete text of Rude’s 
speech have been printed and are avail- 
able to dealers by writing to: Sales 
Ticker Editor, 650 Madison Avenue, 
New York 22, N.Y. 


pay. We granted 1,100 paid extensions 
and 450 free extensions. After having 
all these strikers into our office and 
talking with them, showing them what 
we were willing to do to help them, I 
am sure they know that in times of 
emergency who their real friends are, 
especially as many other institutions did 
not grant the concessions that we did.” 

Ray Zickar, District Manager in 
Sharon, reports, “There were many 
cases of customers coming into the of- 
fice very disturbed because they 
thought ‘that finance company’ was 
going to take away their car. In every 
case, they left the office very relieved, 
and we know some of them couldn’t 
understand or believe that they still 
had their car keys in their hands as 
they left. 


“No Cars Repossessed” 


“Thus far, we have not repossessed 
any cars from strikers in steel or allied 
industries. Our past due picture has re- 


| mained satisfactory throughout the en- 


tire strike.” 

From Homestead, Pennsylvania, 
District Manager Dave Miller reports, 
“One customer to whom we granted a 
free extension said that only C.I.T. and 
his landlord have cooperated with him 
during the strike. 

“One purchaser avoided reporting a 
collision claim amounting to about 
$80.00 because he was unable to pay 
the $50 deductible. Instead, he did the 
repairs himself and our Adjuster re- 








MEET US AT THE 





STATLER-HILTON 


Universal C.1.T. Suite 


At N.A.D.A. 


Convention 


to Feature Friendly Welcome 


HOSPITALITY will be the order of 
the day on Monday and Tuesday, Feb- 
ruary 1 and 2, in Universal C.1I.T.’s 
hospitality headquarters at the Na- 
tional Automobile Dealers Association 
Convention in Washington, D.C. 

Every dealer who attends this year’s 
get-together in the nation’s capital is 
cordially invited to make the South 
American Room on the Mezzanine of 
the Statler a “must” stop on his con- 
vention rounds. 

Whether you want to talk business, 
meet old friends or make new ones, the 
South American Room is the place to 
go from five to eight on Monday and 
Tuesday evenings. 

And, as an extra added attraction, 
there will be music and a special sur- 
prise feature for dealers and their wives. 

Waiting to welcome you will be 
Arthur O. Dietz, President of C.I.T. 
Financial Corporation, Walter Lundell 
and Alan G. Rude, Chairman and 
President of Universal C.I.T., respec- 
tively, C. R. O’Donnell, Universal 





C.I.T. Vice President in charge of Sales 
—and many other Universal C.I.T. 
executives from all parts of the United 
States who are looking forward to the 
opportunity of renewing old acquaint- 
ances and welcoming new friends. 
Canadian Acceptance Corporation 
leaders also will be on hand. 





$50 WINNER 


Repeat Business Generator 


A tested business-builder earns 
Dominick Bartolucci of Buffalo, New 
York, this month’s $50 Sales Ticker 
Award. 

According to Mr. Bartolucci: ““We 
have devised this letter which we refer 
to as our PROPOSAL LETTER. After 
using it for the past year, we can hon- 
estly say that it has proved to be our 
most effective means of generating re- 
peat business. We believe that this letter 
is a stimulant. By pulling out the cus- 
tomer’s previous deal, we can present 


ports that he did an excellent job. 

“Many of the workers found part- 
time work to carry them over the pay- 
less period. One such customer came in 
to make a payment one day, then pro- 
ceeded to sell all of us the kitchen 
aprons that he made himself.” 

Now that the strike is over, workers 
will be building up their savings and 
extensions will no longer be the order 
of the day. And for an official end to 
C.I.T.’s part in thestrike, we quote Ray 
Zickar,who said, “I sincerely believe we 
have made many lasting friendships, 
with our customers that will pay off in 
future sales for the dealers involved.” 





—for his consideration—an appealing 
“new” deal. It also lets the customer 
know that we haven’t forgotten him. 
This letter has paid off at our dealer- 
ship by selling customers the idea of a 
newer car at lower payment. As a 
follow-up method we’re pretty sure 
that it will work for other dealers.” 


This proposal is being made to 
you, to show that you can drive a 
newer car at a LOWER PAYMENT. 

and 


By trading your car now, I can 
save you approximately 
on your close-out cost. By doing this 
you can drive a and have 
a payment. Your first 
payment will be due 


I hope this proposal has proven 
that NOW is the time for you to trade. 


Stop in and drive this A-1 
Reconditioned 

as possible. All our cars can be seen in 
our heated showroom. 


Hoping to hear from you, we are 
Yours truly, 


Sales Representative 


P.S. If you desire any car other than 
the one I have suggested, call me at 
ATwater 4900 and I will discuss with 
you a NEW proposal, or drive the car 
to your home for your approval. 
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STAINIESS STEEL 


For Maximum Strength 
and Toughness 


Beatnik language offers some exceptionally descriptive 
phrases...like solid...and, man what a description for 
stainless steel brightwork. 

It is solid, all the way through. There are no applied 
surfaces, coatings, or colorings to chip, peel, or fade 
away. Beautiful, lustrous stainless steel depends upon 
nothing but its own toughness and inherent strength. 
That's why it is selected for parts subjected to particu- 
larly tough service, such as wheel covers, or moldings 
for body and fender protection. 

Know the stainless steel brightwork on your product. 
Then cash in on the solid sales advantages that only 
stainless steel can provide. 


This Stainless STEELMARK of the American +, 
Steel Industry identifies products made of fy Meialess 







stainless steel. Look for it on the product you 


buy. Place it on the product you sell. \ 





REPUBLIC STEEL 


GENERAL OFFICES e@ CLEVELAND 1, OHIO 






Imported-Car News... 





Motor Co., 1400 Third, Yuma, Aciz.; 
Glenn Chism Motors, 1127 W, Main, 
Mesa, Ariz., and the following Cali- 
fornia outlets: Bishop Imports, (nc, 


Sedan, Wagon Change |: sss tier ‘ans 


Covina; Brown Motors, 5 W. Eigh- 


Maria; Vokes Motors, 300 N. Mac- 


Reported by Pe UZECOE | etsk ees W kee 


MPROVEMENTS and refine- 
ments have been incorporated in 
the Peugeot 403 four-door sedan 
and station wagon for 1960, accord- 
ing to Francois Daeschner, vice- 
president and general manager of 
Peugeot, Inc. 


“In keeping with long-established 
policy, Peugeot does not make an- 
nual model changes,’ Daeschner 
explained. “Instead, it incorporates 
changes and improvements as they 
come from the engineering and de- 
velopment laboratories. In this way, 
Peugeot owners do not suffer from 
any sudden depreciation in the 
value of their cars—as occurs with 
owners of cars offering annual 
model changes—yet they are assur- 
ed of the latest developments of 
automotive science.” 


In outward appearance, the 
current model is almost indistin- 
guishable from its antecedents. 
Yet, bumper guards have been 
raised for an extra margin of 
safety and the stainless steel 
panel trim strip has been widen- 
ed. 


A heating core has been incor- 
porated in the left air intake, pro- 
viding an auxiliary stream of 
heated air on the driver's feet. 
Laboratory tests are said to show 
that heat in the driver’s seat is in- 
creased 48 percent, warmth at head 
level is increased 40 percent and 
121 percent more heat reaches the 
rear passengers. All heater-defrost- 
er and ventilator controls now are 
in the dash cluster. 

* + & 
R= and handling are improved, 
Daeschner said, by inclined op- 
posed telescopic rear shock absor- 
| bers that are “light and simple, 
require no periodic maintenance, 
are long lived, and are inexpensive 


| and labor.” 

A single key now operates all 
|locks—the combination ignition- 
| steering, the doors and the trunk. 
| Body color options now include 





a metallic gray with matching | 


two-tone interior. The beige 
| model has new sienna upholstery 
trim. 


| Wagon improvements include|' 


|armrests on the front doors, sun 
visor on the right-hand side, strip 
|molding identical to that of the 
| sedan and trim pad under the dash- 
| board. 


| The new wagons also have front 


|seats identical to those of the]? 


| sedan. Rear seat in the wagon also 
| has been improved. 

| Other wagon improvements in- 
|clude new rear springs, whitewall 
| tires and hub caps identical to those 
| of the sedan. 

Sedan and wagon prices of the 
|four-cylinder, 65-horsepower Peu- 


| geot remain unchanged. 
7 * ok 


Renault 


wo new appointments in the 
sales organization of Renault, 
|Inc., have been announced by Jack 
C. Kent, general sales manager. 


| sales manager, and Jack L. Chal- 
lender, Eastern regional sales man- 
ager. 

Johnson was manager for four 
South American countries of a De- 
| troit auto manufacturer, truck sales 
manager for the same firm in Ven- 
ezuela and assistant manager of 
their export fleet sales. Challender 
has been sales manager for Renault 
in Denver, Boston, Dallas and Jack- 
sonville, Fla. 

w A a 


Rootes 


GALES of Rootes Group cars for 
1959 increased 34 percent over 
1958, according to John T. Panks, 
managing director of Rootes Mo- 
| tors, Inc, Unit sales of the Hillman, 
Sunbeam, Singer and Humber mod- 
els increased from 22,417 in 1958 to 
| 30,029 in 1959, he said. 

“Rootes has not been affected 
by the introduction of the U. S. 
compacts,” said Panks. 

Panks revealed that a planned 
program to expand the Rootes deal- 
er network gradually has been 
under way for the past 18 months. 
Dealers must provide sufficient 





to repair or replace, both in parts| 


| lay, San Fernando, and Crest Motor 
service facilities to qualify for a/| Sales, 101 W. Washington, Escon- 
Rootes franchise, Panks said. dido. 

“We feel that many American; Other California points to be fill- 
car buyers have already realized|ed are Culver City, downtown Los 
that the new compacts are still| Angeles, Buena Park, El Centro, 
priced considerably above the econ-| Oxnard and Indio-Palm Springs. 





omy imported cars,” Panks said. | * * *# 
“Therefore we expect the market Porsche 
for imports to continue to be cx, | PORSCHE sales and service fa- 
cellent during 1960, the compact | cilities are being expanded in 
notwithstanding.” | Florida, Texas, California and Illi- 
| nois. 
Volkswagen The expansions are being handled 


we” Volkswagen points are| by Brumos Porsche Co., Jackson- 
being opened in the territory| ville, Fla.; Porsche Cars Southwest, 
served by Competition Motors Dis-|Inc., San Antonio; South California 
tributors, Inc., Los Angeles VW and| Porsche Cars Distributors, Inc,, 
Porsche distributor. Fourteen points | Hollywood; North California 
are set, and plans are under way) Porsche Cars Pacific, San Fran- 
for another at Casa Grande, Ariz.| cisco, and Porsche Car Importing, 
Dealers appointed are: Ralph’s! Inc., North Brook, i 
ok ad + * * 


Import World in Pictures 


Discuss Auto Union—DKW Sales Plans— 


Mercedes-Benz and Auto Union-DKW merchandising programs and objectives for 
1960 were discussed by officials and field personnel of Mercedes-Benz Sales, Inc., 
at a meeting in South Bend. Special emphasis was placed on the expanding opera- 
| tions of the newly acquired Auto Union and DKW cars. Mercedes-Benz Sales was 
recently granted exclusive rights to distribute the German-built Auto Union and DKW 


| cars and commercial vehicles in the U. S. From left are E. N. Baiel, Washington zone 
| sales manager; H. H. von Brockhusen, San Francisco zone sales manager; F. L. Arm- 
strong (seated), general sales manager; J. E. Reese, New York zone sales manager; 
L. W. Wheeler, South Bend zone sales manager; H. J. von Wasmer, Los Angeles 
zone sales manager, and lL. A. Fleener, president. 





| At Rover Management Conference— 


At three-day meeting in Detroit, the Rover Motor Group mapped 1960 plans for 
sales and service of company's imported Rover sedans and Land-Rover four-wheel- 
drive vehicles. With H. Gordon Munro, center, president of Rover Motor Co. of North 





They are Richard T. Johnson, truck America, Ltd., are, from left, E. H. Morgan, regional manager, Western Canada; 


Reginald T. Newton, regional manager, Eastern U. S.; W. G. Haworth, public rela- 
tions; J. W. Beaton, treasurer; Munroe; R. G. Wright, Western regional manager, 
Western U. S.; Charles Straus, advertising; G. L. Glover, San Francisco, and Fred 
Williams, regional manager, Toronto. 





New Rover Dealer Entertains— 


The staff of Surrey Motors Corp., Long Island City, N. Y., meets Rover factory repre- 
sentatives at a “let's get acquainted" reception given by Surrey after signing its 
franchise to handle the British-made Rover sedans and the Land-Rover four-wheel-drive 
vehicles. Surrey, an automobile dealer for 26 years, also handles Lincoln and Mercury. 
Standing, from left, are Lovis de Siena; Harry Shaw; Barney Cohen; Murray Kline; 
Dave Davis; Henry Jacoby, Surrey sales director; Marie Lefrang; George Spallina; 
Kelvin Fowler; R. T. Newton, Rover eastern regional manager. Seated: William Hanley; 
Lawrence Nash; Daniel Roman; Allan Goldberg; Bernard Anton; William Ayers; Charles 
Straus, Rover advertising; Nathan Dretzin, Surrey vice-president, and William G. 
Haworth, public relations counselor. 
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By Leo T. Parker 
Attorney at Law 


A FEW weeks ago a higher court 
rendered a decision to the ef- 
fect that although an auto dealer’s 
employe May move the selector 
lever of a moving 
auto from “re- 
verse” to “park” 
position and 
thereby  ruin- 
ing the transmis- 
sion, the auto 
Owner can recov- 
er no damages 
from the dealer 
unless he proves 
by witnesses that 
the employe ac- 

L. T. Parker tually damaged 
the car in this Manner. 

For example, in Rea v. Grant- 
Long Co., 155 N. E. (2d) 724, the 
testimony showed that a woman 
named Rea took her auto to a ga- 
rage. She left her keys in the ig- 
nition lock so that the car could 
be moved. 

When she left it, the car ap- 
parently was in good running 
order. Shortly after leaving, a 
garage employe got into the car 
and he was backing the car at 
about five miles per hour when 
the transmission went out, 

Rea sued the dealer for heavy 
damages, contending that the dam- 
ages were caused when the dealer’s 
employe moved the selector lever 
from reverse to park position while 
the car was in motion. The higher 
court refused to hold the dealer 
liable, and said: 

“Undoubtedly the improper use 
of the selector lever could have 
caused damage to the transmission, 
but there is nothing in the record 
from which one can infer or find 
that that is the only way in which 
the transmission can be damaged. 
The inescapable conclusion is that 
there is no evidence of any act of 
negligence on the part of the de- 
fendants (dealer).” 

+ + * 


Dealer Held Liable 

A RECENT higher court held 
that a seller of an auto is liable 

for full damages to a purchaser 

who proves that the dealer used 

“fraud” to induce the contract of 

Sale, 

For illustration, in Meyer & 
Greenwald y. Salina, 277 Pac. 274, 
testimony showed that a seller 
sold to a purchaser a motor ve- 
hicle. The purchaser paid $1,000 
down and gave its notes for the 
balance due. 

Later the purchaser sued the sell- 


Ad Ideas 


Free Safety Service Offered 
RAPASSO OLDSMOBILE, Nia- 
gara Falls, N. Y., has inaugu- 

rated a maintenance program 

which it is promoting through 
newspaper advertising. 

The dealership offers a variety of 
safety services free with lubrica- 
tion, oil change and filter. The free 
Services include adjusting brakes, 
checking exhaust and hydraulic sys- 
tems and checking the car for win- 
ter driving. 























* * * 


Old Brooms Taken in Trade 


UNCOAST PLYMOUTH, Clear- 

water, Fla., put an old adage to 
Work as it went out to prove “an 
old broom sweeps clean.” 

Suncoast offered $50 for any old 
Toom turned in on the purchase 
of a new auto. 

* * * 


Dealers Sponsor Broadcasts 


TAKING advantage of the pop- 
~ Uularity of basketball in the Hoo- 
sier State, Dodge dealers in the 
Indianapolis area are sponsoring 
he broadcasts of 60 college and 
high school games. 

Tournament and championship 
contests are included in the sched- 
ule. The broadcasts will run through 
the third week of March. 


Lawsuits Affecting Dealers ... 
Court Decisions 
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stating that the vehicle was in good| by ambulance, to a hospital, for 


er for cancellation of the notes, 
repayment of the downpayment, 
and loss of time and expense in en- 
deavoring to repair the vehicle. 
During the trial the purchaser 
introduced testimony proving that 
for the purpose of inducing the 
sale, the seller had written letters 


Dealer Drops Imports, 


Credits Rambler Surge 


SALEM, Ore.—Ted Mansfield, 
owner of Mansfield Rambler, has 
announced he is discontinuing his 
foreign-car line because “the Ram- 
bler business is so good.” 

In an ad in a Salem newspaper, 
Mansfield offered 15 new Hillmans, 
Singers and Sunbeams “at our cost” 
to make more room for Ramblers. 






condition. 

In view of this evidence, the 
lower court held the seller fully 
liable, and the higher court indi- 
cated its approval of the decision, 
stating important law, as follows: 

“|. . If the contract was induced 
by fraudulent representations, and 
if the defendant (purchaser) within 
a reasonable time after discovery 
of the imposition offered to rescind 
the contract, the purchaser is en- 
titled to recover and entitled to 
have the notes cancelled, and to 
recover the downpayment.” 

* oe * 


Ambulance Patient Detained 


A FEW weeks ago an auto dealer 
asked: “If the driver of an am- 
bulance is violating a valid law, 
can he be arrested and ill occu- 
pants in the ambulance be detained 
without any liability by the arrest- 
ing police officers?” 

For illustration, in Wrobleski 
v. Coleman, 283 S. W. (2d) 822, 
it was shown that a man named 
Wrobleski was taking his wife, 


How Nation's Salesmen Meet... 





medical treatment. 

A constable observed the manner 
in which the driver was operating 
the ambulance, and “after running 
him four or five miles” on the 
highway, the constable arrested 
him, 

The ambulance driver was charg- 
ed with “having a siren on unlaw- 
fully,” “having a red light on un- 
lawfully” and “passing another 
automobile in a no-passing zone.” 
Wrobleski and his ill wife were 
detained four hours while making 
arrangements to pay the assessed 
fine. 

Wrobleski and his wife sued the 
constable for heavy damages for 
alleged unlawful and unreasonable 
detention of the ill wife. 

Since the driver was arrested for 
violating valid laws, the higher 
court refused to award Wrobleski 
any damages, and said: 

“The evidence as to the serious- 
ness or lack of seriousness of Mrs. 
Wrobleski’s physical condition was 
conflicting, We think the finding 
of the jury that she was not unrea- 


Practical Problems of Selling 


S Midwest sales manager 
got his job by making sales 
and one of his favorite methods 
was to try to sell the prospect 
who said: “I want to think it 
over,” which is often a variation 
of the “be back.” 
It is only natural that you 
want to think it over, he would 
tell them, but 


Sales thinking it over is 
often one way of 

Case not doing it. 
Histories The decision is 


not really between 
you and myself or my company 
but between you and your better 
self because you already know 
what you should do because you 
know you now have a better price 
for your trade than you can ever 
get again and you have virtually 
selected the car that you know 
you should own for your own 
satisfaction and that of your 
family. 

You can put me off, but you 
can’t put your wife and your 
family off. There comes a time 
when a decision must be made 
in favor of a new car; when 
you make that decision and 
where you make it can make a 
difference of hundreds of dol- 
lars. 

I know that you are a man who 
makes quick and accurate deci- 

sions in business, 

If your lack of decision is 
money, let’s sit down and work 
out the financial details. When 
you have all the details, all the 
prices and a list of all the things 
that go with this car, I’m sure 
you will want to make the deci- 
sion now. 

Sometimes a person wants to 
think it over because there are 
some questions in his mind that 
he would like to have answers 
for. If that is the basis for your 
indecision, then ask the questions 
and let me give you our answers. 

* * * 


OMETIMES a man wants to | 


think it over because he has 
some doubt about some feature. 
That’s understandable, If you'll 

tell me what your doubt might 
be, I am sure that I can satisfy 
you with the answer. 

You know there is an old 
saying about grabbing time by 
the forelock, which is as true 
today as it was in bygone ages. 
It means that opportunity must 
be seized at the right moment, 
that is why I am trying to get 
your decision now. 

You can’t turn back time. 
Maybe you think you can come 





Wilson, Nash Veteran 


Retiring from AMC Board 


DETROIT. — James T. Wilson, 
chairman of the First National 
Bank in Kenosha, Wis., will retire 
from the board of directors of 
American Motors Corp. at the 
firm’s annual meeting here Feb. 3. 

Wilson, former vice-president of 


Nash Motors Co., has been a direc- 


tor of AMC and its predecessor 
companies for 36 years. 





back next week and pick up the 
same deal, maybe I agree with 
you. But when you go out of here 
you may wreck your car or some- 
body may crash into you. 


You might just be so unlucky 
that the wheels go out of line 
and a tire is ruined, and of 
course the value would drop as 
far as we’re concerned because 


we can’t fix a tradein any cheap- 
er than you can have it fixed. 


All of this adds up to the point 
that right now is the best time to 
buy—you’re here, I’m here and 
right there’s the car and I'm of- 
fering you $890 for your car in 
trade, which make a difference 
of $———, which you can handle 
on such easy terms as $59 a 
month. 
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sonably or unlawfully detained or 
delayed is amply supported by the 
evidence in the case.” 

- * * 


Metlon Corp. Sues Dow 
To Invalidate Yarn Patent 


NEW YORK.—Metlon Corp. said 
a Federal District Court in North 
Carolina has granted a motion to 
dismiss a suit against Metlon for 
infringement of the Dow patent to 
produce metallized metallic yarns. 

Metlon has brought an action in 
the Federal District Court for the 
Southern District of New York 
claiming invalidity of the Dow 
patent. Metlon also has requested 
an injunction against interference 
with its customers and damages 
resulting from Dow’s activities re- 
lating to the patent. 

x * * 


Seiberling Is Upheld 


In User’s Blowout 


AKRON.—A common pleas court 
jury here has ruled that a tire 
manufacturer is not liable for dam- 
ages if one of his tires blows out, 
causing injury to the motorist. 

Joseph Weissfeld, food and bev- 
erage concessionaire at Cleveland’s 
Brookside Park Zoo, had sought 
$20,650 damages from Seiberling 
Rubber. He charged the firm was 
negligent in permitting the con- 
struction of a defective tire. The 
company asserted that abuse, not 
defects, caused the blowout. 

Weissfeld’s other contention, that 
the tire had not lived up to what 
a dealer promised, was dismissed 
by the court. The manufacturer 
doesn’t promise to pay damages if 
a blowout injures a rider, it prom- 
ises an allowance toward the pur- 
chase of another tire if the original 
one goes bad, the judge held. 
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“E” Series HRC* WHEEL CYLINDER CUPS with 
Springs.. BUILT INTO EVERY EIS WHEEL CYLINDER. . INCLUDED 
IN EVERY EIS WHEEL CYLINDER REPAIR KIT! 


Why? Because since 1956, expander-type cups have been initial 
equipment on 70% of American cars (including Cadillac and 
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Salesman, Serviceman, Counterman or Chief . . . in thousands 
of establishments, busy hands reach for EIS Brake Parts . . . and 
for good reason: every part in “The Brake Parts Line” is engineered 
with a single objective . . . to do the job better and more eye 9 
No dust-catchers here . . . just fast turnover and that’s what ad 





“E” Series CUPS represent one of the man: product-develop- 
ments that have established EIS as THE Brake Parts Line! They're 
recommended for all wheel cylinder work and are available in 
“%& Heat-Resisting Compound 
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{ |. Fair and equitable contracts between manufacturers and dealers in 
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{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


Chances for passage of automotive legislation, including 
territorial security and excise relief, appear slim in the pres- 
ent session of Congress, reports William Ullman, Washing- 
ton bureau chief for AUTOMOTIVE NEws. 

But it does seem certain that the minimum-wage law 
will be extended to cover retail employes and that the 
minimum wage will be raised. 

* * * 
Following several weeks of decline, new-car sales 
have started to pick up in various parts of the nation. 
Dealers believe added promotional stimulus, includ- 
ing upcoming auto shows, will be a big factor. 
* *- * 

Soviet Premier Khrushchev is boasting that Russia is the 
mightiest military nation, ready to wipe out any “country 
or countries attacking us off the face of the earth.” 

We seem to recall similar boasts by the long-gone Hit- 
ler, Mussolini and the Kaiser. 

* * * 

The Automotive Service Industries exposition — biggest 
trade show in the automotive industry — opens Feb. 10 in 
New York with good prospects of a record turnout. 

There'll be 1,185 exhibit booths on 118,000 square feet 


of floor space. gS ee eet 


Detroit Chevrolet Dealers Assn. has launched a one- 
year campaign to gain the confidence of car buyers in 
the honesty, integrity and dependability of its 36 mem- 
bers. 

It’s backed up by a “code of conduct” signed by the 
dealers. 

* * * 

Calling for closer relations, retiring President -George 
Taylor of the Akron dealer association declared that NADA 
and state associations do not understand the value of local 
dealer groups. 

Many of the problems for which NADA and state as- 
sociations are seeking legislative remedy already have 
been solved on the local level, Taylor declared. 


Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

March 20-22— Automobile Dealers Assn. 
of North Dakota, Hotel Ryan, Grand 
Forks, 

Apr. 3-5—Illinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield. 

Apr. 24-26—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. 

Apr. 2426— Ohio Automobile Deaiers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island, 

May 1-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
May 5-6—Joint Convention of Kansas 
Motor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, Mo, 

May 6-7— Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 810— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 29-3i—New Mexico Automotive Deal- 
ers Assn.. We8tern Skies Hotel, Albu- 
gerque, 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

% June 13-15—New Mexico Automobile 


Dealers Assn.. Western Skies Motel, 
Albuquerque. 
June 20-22—Pennsylvania Automotive Assn., 


Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 
%& Aug. 21-23—Colorado Automobile Deal- 

ers Assn., Harvest House, Boulder. 
Sept. 11-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach. N. H. 
Sept. 12-13—Minnesota Automobile Deal- 
Leamington Hotel, Minne- 


apolis, 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
a". The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
i ae 


Auto Shows 


Jan. 15-25—I nternational Automobile 
how, Mexico City. 

Jan, 23-30— Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. 

Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 

Jan. 26-31—Fort Wayne Auto Show, Me- 
morial Coliseum, Fort Wayne (includes 
foreign cars). 

Jan. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
[factodes imports). 

Feb. 6-14—Detroit Auto Show, Artillery 
Armory (includes imports). 

Feb. 9-13 — St. Petersburg Auto Show, 
Crossroads Shopping Center, St. Peters- 


burg. 

Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

%& Feb. 17-22—Autorama, Connecticut State 
arner Hartford. 

Feb. 19- i—Albuquerque Auto Show, State 
Fair Coliseum, Albuquerque, 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

March 30-April 3 — Louisville Auto Show, 
Kentucky Fair & Exposition Center, Louis- 


ville. 

Apr. 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
Philadelphia, (Foreign and Domestic 


Cars.) 

Apr. 16-24—International Auto Show, Coli- 
seum, New York, Y 

Oct. 15-23 — 
Cobo Hall, Detroit. 

Jan. 9-17—Memphis Auto Show, Ellis Audi- 
torium, Memphis. 

(Continued on Page 48, Col, 3) 


and a two-passenger coupe. 


20 Years Ago 
GM’s 25,000,000th automobile rolled off the Chevrolet assembly line 


in Flint. It required 32 years for 
With the best fourth quarter in 


trucks in the U. S. and Canada in 1939. 


10 Years Ago 

The 1950 Cadillacs were introduced at factory list prices from $30 
to $211 lower than those on 1949 models, Factory list prices of 1950 
Ford and Mercury eight-cylinder station wagons were reduced $148, 
while Ford trucks were reduced by amounts up to $80. 






National Automobile Show, . 


34 Years Ago 
Oakland Motor Car Co., General Motors Corp., christened its new 
light six car the Pontiac during ceremonies in front of the firm’s 


administration building in Pontiac. The new car, the sixth automobile 
in the GM line, was offered in two body types—a five-passenger coach 
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Who's Talking? 

Regarding the statements made 
by Benson Ford in your November 
30 issue and also his company’s ad- 
vertisement in the December 28th 
issue of Automotive News, Just look 
who’s talking. Do you suppose his 
dealers got the idea of Bash-’-Em- 
Over-the-Head from their having 
been bashed over the head by the 
Ford Motor Company. 

I hold no brief for unethical busi- 
ness practices and God knows there 
are plenty of them in the automo- 
bile business. But, is Mr. Ford try- 
ing ‘to tell us that, he like Khru- 
shchev, has gotten religion? I don’t 
believe either of them. 

Who bashed his customers (deal- 
ers) over the head and forced them 
into 24-hour sellathons-circusthons, 
and any other kind of thons to sell 
Mr. Ford’s products at no profit to 
themselves? 

How long would the registration 
race last if the manufacturers cut 
their price in order to be first, to 
where their profit was less than 1 
percent? 

Mr. Ford, don’t insult the intelli- 
gence of your dealers by telling 
them that registrations mean any- 
thing to them. They don’t get cash 
on the barrel head at a fixed ad- 
































GM to complete the “25,000,000 lot.” 
history, GM sold 1,542,776 cars and 


Automotive Cartoon 


Of the Week 


"Yes, sir, Mr. Macy... 1 was just starting 
to work on the sales targets." 


‘Bash ’Em in the Head... / 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 
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ministered, down to the penny, 
price like you do, The law of di- 
minishing returns has broken too 
many of them in this registration 
race for you not to realize what is 
going on. 

Could it be that you are having 
a little trouble getting suckers to 
invest their money in your dealer- 
ships and have their capital ad- 
ministered and controlled by you, 
then bashed in the head and thrown 
in the alley? 

Mr. Ford, you are not fooling 
anybody by calling the other pot 
black, If you were really sincere, 
you would start with your own cus- 
tomers (your dealers) and quit 
bashing them over the head to get 
registrations and. profits for you, 
and try to sell them on the idea 
that the Business of Business is 
Profit and Service to Humanity. 

I've been in this business nearly 
as long as you are old, Mr, Ford, 
and I’ve seen it go from bad to 
worse, all because of the Bash-’Em- 
in-the-Head policies of manufac- 
turers. 

Of course, you’re not old enough 
to remember but there was a time 
when the tire business was a good 
business. Every town and city had 
from one to several tire dealers 
serving the public and making 4 
profit. Then, in 1927, one manufac- 
turer decided he would be first. Do 
you know any tire dealers now? 
Do you know anyone making 4 
profit out of tires but company 
stores? Do you know any other in- 
dustry that drew the. attention of 
the Federal Trade Commission and 
made the manufacturer put some 
sense and honesty in Grade Label- 
ing their products? Is the retail 
automobile business going to go the 
same route? 

Sometime you are going to run 
fresh out of customers (dealers), 
if you don’t practice what you 
preach and quit bashing them over 
the head. Your dealers will then 
cease having to bash their custom- 
er’s over the head, and what few 

(Continued on Page 35, Col, 1) 
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If you had 10 salesmen — each writing 1,000 would-you-takes per 
day—they would need more than 11 years to place as many would- 
you-takes as your factory places with one automobile ad page in 
one issue of the Post! And the cost to the factory is less than 1/12 
cent per would-you-take ! 

When it comes to real sales power, what advertising medium 
would you take? You bet! The Saturday Evening Post! 


A CURTIS MAGAZINE 


rhe Saturday Evening 


Wied) 


Sell the POST-INFLUENTIALS 
-they tell the others! 
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Tight Credit Can Be Overcome .. . 





Economy Ready to Take Off 


By Kenneth C. Kelley Jr. 
Staff Writer 
— nation opened the new year 
on sound footing, ready to take 
off on one of the best years in his- 
tory, recent reports from the Fed- 
eral Reserve banks indicate. 

With the threat of a renewal 
of the steel strike out of the way, 
just about all regions were doing 
well and expecting to do better 
as the year progresses. 

As usual, the economic picture is 
not without its dark spots. Money 
is tighter and probably will get 
tighter. Many prices are moving up. 
Some areas continue to suffer from 
economic ills that even the present 
upswing has not remedied. 

Here is a roundup of what the 
Federal Reserve banks have been 
saying about business conditions at 
the district level. 

+ * * 


New England 
HE Boston FRB noted that 1960 
is expected to be a good auto 
year but made no predictions on 
overall sales. A strong interest in 


economy cars and a _ continued 
swing to longer auto loans were 
reported from New England. 
While the full extent of the 
market for economy cars in New 

England remains to be deter- 

mined, the bank said economy 
cars captured 23 percent of the 
total market in the first nine 
months of this year. For the en- 
tire nation, economy cars took 

18 percent of the market. 

The bank said that the propor- 
tion of auto buyers who sign auto 
loans for the .generally accepted 
maximum of 36 months is on the 
upswing and loans for shorter pe- 
riods are becoming less common. 

+ * * 


New York 


IGHTNESS continues to charac- 
terize the money market, the 
New York FRB reported. 

The nation’s banks as a group 
remain heavily in debt to the 
Federal Reserve System, meaning 
that they are likely to remain 
rather strict about new loans. 


contributed to the tight money con- 
ditions of the last few months. The 
usual winter and spring inflow of 
tax money should enable the Treas- 
ury to ease up on the money mar- 
ket for a while. 
* * + 
Philadelphia 

EVERAL business indicators 

from the Philadelphia FRB in- 
dicates that business is good in that 
district which includes eastern 

Pennsylvania, southern New Jersey 
and Delaware. 

Factory output is 4 percent 
above the year-ago total and fac- 
tory wage income is 9 percent 
ahead of the year-earlier total. 

Bank deposits show a year-to- 
year gain of 4 percent and bank 
loans are up 9 percent. Department 

store sales are up 5 percent over 
the year-earlier total. 
* a * 


Richmond 


oo Richmond FRB reported 
that farm income in the area 


Heavy Treasury borrowing has|in 1959 tumbled from the 1958 total. 





Important FACTS 


*1,080. 


P.O.E.* 
EAST COAST 





Designed for Canadians— 


General Motors.of Canada, Ltd., has introduced a new British car designed and 


built especially for Canadians. 


Called the Envoy, it has a four-cylinder engine and 


a 98-inch wheelbase, and will be available in four series: Envoy Standard, Envoy 
Special, Envoy Custom, all in four-door sedan models, and Sherwood, a five-passenger 
station wagon. The car is to be manufactured by Vauxhall Motors, Ltd., Luton, England, 
and will be sold only in Canada. Parts and servicing will be available coast-to-coast, 





Many other farming areas made 


the same report. 

In the Richmond district, farm 
income last year was 15 percent 
below the income for the extra- 
good year of 1958. Poor weather, 
lower prices and smaller Govern- 


You should know about 


*Slightly higher in the West 


ae Since the Vespa ‘‘400” was first introduced into the United States a few months ago, over 
300 dealers have been franchised. 


There are 12 spare parts warehouses located in key cities throughout the United States, main- 
tained by Vespa distributors, which guarantee you a steady supply of spare parts, anytime, 


anywhere. 


The dealer profit realized on the sale of a Vespa “400”, is equal to that of a car selling for 
twice the price. 


FIND OUT TODAY HOW YOU CAN BENEFIT FROM THE FANTASTIC SUCCESS THE VESPA “400” IS 
ENJOYING. FOR COMPLETE FRANCHISE INFORMATION WRITE: 


CORPORA 
CORPORA 


BLVD., LONG ISLAND CITY 
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ment payments cut farmers’ cash 
receipts by more than $100 mil- 
lion. 

The district’s farm outlook for 
this year looks like this: The de- 
mand for flue-cured tobacco will be 
about the same and no boom is 
seen for cotton. Peanut production 
is in the process of being reduced 





? 


to somewhere near present demand. ~ 


Excessive production of chickens 
and eggs should be overcome which 
would lead to higher prices for both 
products. 

ok * * 


Cleveland 


_— eastern edge of the Midwest 
is coming back to life after the 
steel strike, the Cleveland FRB 
said. The district includes the Pitts- 
burgh area as well as the steel cen- 
ters of Ohio. 

The bank noted that new-car 
sales in Cleveland at the turn of 
the year were the best since mid- 
November. 

On the dark side, the bank said 
the outlook is for a further decline 


in earnings of district farmers in 


1960. 

* * * 

Chicago 
Qrurees by the Chicago FRB in- 

dicate that steelworkers reacted 

quite differently during the strike 
than they do during periods of re- 
cession. 

In a recession, the common pat- 
tern is to watch the savings ac- 
count closely and to reduce or at 
least not add to installment debt. 
During the recession, the workers 
were more inclined to use their 
savings and obtain credit to tide 
them through the payless period. 

The strike behavior may hurt 
sales in most lines in the weeks 
ahead. Workers will use the post- 
strike period to repay debts and 
rebuild savings accounts in many 
cases. This means a postponement 
of purchases of items other than 
the necessities. 

* * ok 


Upper Midwest 


yee Upper Midwest appears to 
be one of the areas which is 
lagging behind the nation in the 
current upswing, according to sta- 
tistics from the Minneapolis FRB. 

In the first nine months of 1959, 
employment in the district picked 
up by 1.7 percent and unemploy- 
ment was cut by 26.7 percent. 
Meanwhile, national employment 

gained by 2.7 percent and unem- 

ployment was reduced by 35.0 

percent. 

The value of building permits 
granted in the district increased by 
4.3 percent while the national gain 
was 20.4 percent. Personal income 
increased in the district by 3.5 per- 
cent but the national gain was 5.7 
percent. 

* * Cd 


St. Louis 


7S steel strike had no great 
affect on the Eighth Federal Re- 
serve District, the St. Louis FRB 
observed. The steel mills of the dis- 
trict were not among those hit by 
the walkout and imported steel 
flowed into the district at an in- 
creased rate. 

The district’s farmers also were 
not hit by 1959’s decline in farm 
income. A good cotton crop was 
enough to make up for declines 
in other crops. 

Employment in the area contin- 
ues to rise with Memphis, Louisville 

(Continued on Page 50, Col, 5) 
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This is BENDIX PRODUCTS DIVISION... 


" PROGRESSIVE SOURCE OF 


NEW 


AUTOMOTIVE DEVELOPMENTS” 


More than 30 years ago, Bendix 
introduced four-wheel Duo-Servo 
brakes in this country. Since then, 
Bendix Products Division has continu- 
ed to take an important part in auto- 
motive research and development, 
specializing in such components as 
brakes, power brakes and steering. 
And the Bendix success in these areas 
demonstrates our unusual ability to 
create products that have outstanding 
sales appeal as well as functional 
values. 

For example, power brakes pio- 
neered by Bendix and bought by 
millions of today’s car owners are the 





One out of every four Bendix employees is techni- 
cally trained. Bendix Aviation Corporation has one of the highest 
ratios of engineering and technical talent to manufacturing skill of any 


company. Another reason Bendix Products keeps new ideas coming at you. 


result of years of brake research and 
engineering study on every type of 
automotive vehicle. 

Self adjusters in brakes, the latest: 
Bendix development, supplement the 
appeal of safety with a powerful new 
economy feature. And power steering, 
the most wanted new feature on 
modern cars, provides still another 
striking illustration of Bendix Prod- 
ucts Division’s ability to develop im- 
provements which, while eminently 
practical, also serve as powerful stimu- 
lants to car sales. 

Just as today’s automobiles reflect 
the foresight of Bendix engineers, 





Latest type X-Y plotter permits greater accuracy and 4 Electronic instrumentation gives new dimensions to 


speed in checking the performance characteristics 
of power brake units. i 





dynamometers, with increased utility plus more 
accurate and faster test data. 


Bendix biviston 


tomorrow’s motorist will benefit from 
improvements now being planned and 
perfected at Bendix. 

The determination of Bendix Prod- 
ucts Division to help make cars easier, 
safer and more economical to drive, 
and consequently more salable, is 
supported by the unique Bendix Re- 
search Laboratories and the 24 divi- 
sions of Bendix—as well as by this 
division’s own well-staffed engineering 
team. 

Vehicle manufacturers who share 
these worthwhile aims will find the 
nationwide resources of Bendix avail- 
able and eager to assist them. 





Specially designed hydraulic test equipment checks 4 
vital characteristics of components in the develop- 
ment of new power steering units. 


South Bend, IND. 








pee eee 


Se 


16 





10 Pct. Gain Seen for 1960... 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Members of the Associated Busi- 
ness Publications anticipate a 10 
percent increase in advertising dol- 
lar volume and a 5 percent increase 
in advertising pages in 1960. This 
compares with a 9.2 percent dollar 
volume and 3.1 percent page in- 
crease forecast for the business 
press as a whole. 

The ABP figures are based on a 
year-end survey of a representa- 
tive group of its 167 member pub- 
lications, according to William K. 
Beard, president. The anticipated 
gains, he said, are tempered 
somewhat by the fact that a 
number of publishers were direct- 
ly affected by the steel strike and 
thus are not overly optimistic 
concerning first quarter sales. 

In other cases, however, publish- 
ers report that January issues were 
bigger than those of January, 1959, 
when new year schedules were par- 
ticularly slow in reaching publish- 





ers because of unsettled economic 
conditions, 

ABP figures also indicate that 
member publications, comprising 7.6 
percent of the total number of 
U. S. business papers, will account 
for about 26 percent of all adver- 
tising dollars invested in business 
papers in 1960, Dollar-wise, this 
means that the ABP publications 
will do $143 million of the predicted 
$550 million 1960 advertising vol- 
ume, Beard said, These figures do 
not include production costs. 

+. * + 


Admen to Address Mich. 4As 


Four advertising executives and 
Robert W. Sarnoff, chairman of the 
board of National Broadcasting 
Co., will address the annual meet- 
ing of the Michigan council of the 
American Assn. of Advertising 
Agencies Feb. 3. 

Featured speakers in addition to 
Sarnoff include Sam Ballard, presi- 
dent of Geyer, Morey, Madden & 
Ballard, Inc.; Leo Burnett, chair- 





man of the board of Leo Burnett 
Co., Inc.; John P. Cunningham, 
chairman of the board of Cunning- 
ham & Walsh, Inc., and George H. 
Gribbin, president of Young & 
Rubicam, Inc. 

+ * * 


Popular Mechanics’ Annual 


A pictorial history of the auto 
industry is featured in the annual 
auto section of Popular Mechanics’ 
January issue. 

A colorful chart offers a year-by- 
year picture story of the American 
car from 1893 to the present. In- 
cluded are silhouette drawings of 
old and new cars, annual produc- 
tion figures of passenger cars, 
drawings of typical chassis and en- 
gines of each decade in the auto’s 
history, and a “family history” of 
the major makes of American cars. 


The 50-page section also features 
pictures and specifications of all 
the 1960 cars, including 23 foreign 
makes; road tests of the new com- 
pacts, Corvair, Falcon and Valiant, 
and an illustrated report on the 
auto show in Frankfurt, Germany. 

+ * + 


TVB to Visit NADA Parley 


Two film presentations will be 
featured by the Television Bureau 
of Advertising at the 43rd annual 


ARE SOLD IN THE MORNING 


...that’s the TREND in Buffalo 


Local car dealers know from day to day where their best advertising 
results come from. Their strong preference for the Courier-Express 


in Buffalo is your tipoff to profitable campaigns in the rich Western 


New York Market. 


NEW CAR ADVERTISING BY LOCAL DEALERS... 
67.9% of total linage appeared in the Courier-Express during 1958. 
USED CAR ADVERTISING BY LOCAL DEALERS... 


59.7% of the total was carried by the Courier-Express. 
Over half of the total daily linage (excluding Sunday) was run in the 
Morning Courier-Express. In the overall Automotive Display Classifi- 


cation, the Courier-Express carried 51.6% of Buffalo’s total. 


FOR MORE ADVERTISING FOR YOUR DOLLAR concentrated 
on those with more dollars to spend—use the Morning Courier-Express. 
It reaches nearly half the families in ABC Buffalo — over one-third of 


all those in the rich 8-County Western New York Market. 


FOR SATURATION — use the Sunday Courier-Express —the state’s 
largest newspaper outside of Manhattan. It blankets the 482,108 
families in Buffalo and the eight surrounding counties. 





ROP COLOR AVAILABLE 
BOTH DAILY AND SUNDAY 


Buffalo 
Courier- 
Express 


Member: Metro Sunday Comics and 
Sunday Magazine Networks 


Representatives: Scolaro, Meeker & Scott 
Pacific Coast: 


National Automobile Dealers Assn. 
convention in Washington Feb. 1-3. 

“Oldsothon,” the first of two con- 
tinuously operating 15-minute films, 
tells the story of a Lubbock (Tex.) 
automobile dealer who sold 97 new 
cars and 54 used cars through the 
use of a 36-hour television mara- 
thon. The second is a composite of 
outstanding automobile television 
commercials, representative of both 
dealers and manufacturers. 

A kit containing facts about tele- 
vision’s current status, the national 
pattern of auto dealers use of tele- 
vision, and a collection of dealer 
success stories, will be mailed to 
visitors of the TvB exhibit. 


* * * 


Admen Favor Foreign Ads 

A poll of 300 advertising execu- 
tives by Printers’ Ink magazine re- 
veals that foreign car advertise- 
ments were their favorite in the 
print media in 1959. 

Top honors were won by the Re- 
nault campaign, with Volkswagen 
in second place and Rolls Royce 
third. 


* * * 


DeLisle Heads AN Research 


Anthony J. DeLisle, formerly 
with the sales promotion depart- 





Doyle & Hawley 



















— 


ment of D. P. Brother Co., Detroit, 
has joined Automotive NEws ag 
promotion and re. 
search director, 

DeLisle en:ered 
the advertising 
business with 
Campbell - Ewald 
in Detroit after 
World War IL 
Following a per- 
iod as media di. 
rector for A. § 
Weill & Son ad- 
vertising agency 
in Buffalo, De. 
Lisle served for six years as ac- 
count executive, media director and 
member of the creative plans board 
of A. R. Brasch & Sons, Detroit. 

+ * + 


Look Reports Record Year 


Advertisers invested more 
money in Look during 1959 than 
ever before in the magazine’s his- 
tory, according to Don Perkins, 
advertising director. 

Advertising revenue totalled 
$47,612,000 for the year—compar- 
ed with $43,094,000 in 1958—and 
Look’s 1959 total on advertising 
pages was 1,484, compared with 
1,415 in 1958. 

+ 





A. J. DeLisle 


+ * 
Personnel Changes 

William L. Snell jr. from assistant 
manager to man- 
ager of the retail 
advertising 
department of the 
Houston Chroni- 
cle... Lyle V. 
Martin from pro- 
duction promo- 
tion manager of 
the Inorganic di- 
vision of Monsan- 
to Chemical Co. to 
advertising man- 
ager of the Car- L. V. Martin 
ter Carburetor division of ACF In- 
dustries... 

Frank McWilliams from adver- 
tising manager of Firestone Tire 
& Rubber Co. to advertising sales 
staff of Look magazine in Cleve- 
land ... Eric P. McCarty from as- 
sistant to the public relations man- 
ager of Timken Roller Bearing Co. 
Canton, O., to public relations man- 
ager of the National Management 
Assn., Dayton, O. 

William H. Elliot from New York 
sales manager of Outdoor Advertis- 
ing Co. to national advertising 
manager of the New York Herald 








R. A. Olmsted J. A. Wolf 
Tribune, succeeding Arthur Sher- 
rill, who resigned . . . Richard A. 


Olmsted from the New York to De- 
troit sales staff of Branham Co. 
succeeding John A. Wolf, who has 
been named manager of the news- 
paper representative’s newly estab- 
lished office in Minneapolis. 

Michael J. Jackson from advertis- 
ing manager of Cosmopolitan mag- 
azine to New 
York advertising 
sales staff of 
Look magazine 
.-- Tod Reed 
from executive 
vice - president of 
Ruthrauff & 
Ryan, Inc., adver- 
tising agency to 
Detroit manager 
for Family Week- 
ly and Suburbia ‘ 
Today... W. Tod Reed 
Everett Eakin, in charge of Ther- 
mopane market development for 
more than a decade, to assistant to 
the public relations vice-president 
of Libbey-Owens-Ford. 

Richard K. Carroll from Southern 
marketing manager, to New York 
sales staff of Parade magazine... 
James B. Powers from eastern mar- 
keting manager to New York saies 
staff of Parade ... Thomas H. Col- 
lins from assistant managing editor 
to managing editor of the Chicago 
Daily News, succeeding Everett 
Norlander, who retired. 

Fendall W. Yerxa from executive 
editor of the Wilmington (Del.) 
Morning News and Journal-Every 
Evening to managing editor of the 
New York Herald Tribune, suc- 
ceeding George A. Cornish, who has 
retired to enter another field. 































There are no restrictions on smart seat design when you use full-depth AiRFoAM 
cushioning. 

AIRFOAM engineers work hand in glove with your designers. “Tough” contours 
become practical, for AIRFOAM takes and ho/ds any shape you please. 


And you get these full-depth AiRFOAM seat-and-back sets— exactly true to your 
specifications—all ready to set into the seat shell. 


Look what you save— even while providing the most luxurious seat comfort on earth! 


No springs, no insulators, no padding needed. No costly and complex assembly 
operations. 

You save space too—for AIRFOAM is compact, needs far less space for far more 
Cushioning ability. And it adds amazingly to your car's quiet riding qualities. 


This year especially you'll want the competitive edge that full-depth AiRFOAM gives 


you. Contact Goodyear, Engineered Products Dept., Akron 16, Ohio. 


NEW NOTE IN SAFETY. PLIOTRIM panel pads by 
Goodyear, made of polyurethane foam, make a 
strong selling feature. Top names in the industry 
are using PLIOTRIM. Better look into this too! 


Ou CA? JO 
aul the way with 


COINET, too! 


OM.— 


made only by 
GoopsyY EAR 


THE FOAM RUBBER-LATEX CUSHIONING OF CARS WITH A FUTURE 


Airfoam, Pliotrim—T.M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 
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Today’s. new-car buyers... 
which way are they going? 


Today, the swing is to the low-price field . . . Dodge has joined the swing and so can you! 


A look at current sales figures reveals some pretty inter- 
esting facts. Most significant among these is the vigorous 
and continuing growth of the low-price field. 


This rapid expansion obviously offers great opportunities 
for those fortunate dealers operating in the low-price field. 
At the same time, it limits the future growth and security 


of dealers who are not. 


The dramatic introduction of the low-priced Dodge Dart 
is a decisive move by Dodge management to capitalize on 
this recent shift in market alignment. It gives Dodge 
Dealers the opportunity to expand into this vigorous, 
profitable area. 


Today the Dodge Dart and the 60 Dodge compete directly 
for 7 out of every 10 new-car sales . . . giving Dodge Dealers 
the broadest single-line coverage in the industry. The re- 
markable 78.9% increase in Dodge sales during the first 
two months following announcement proves the value of 
acting rapidly to keep product alignment in step with 
changing market conditions. 


The new Dodge Dart represents the start of an aggressive 
and continuing Dodge program to assure Dodge Dealers 
that their sales activities will always be directed at the 
largest, most profitable portions of the market. It is a pro- 
gram that provides new products and new opportunities 


for growth and expansion now, and even greater possibili- 


ties for the future. 
Special Opportunities for Qualified Dealers 


The recent Dodge expansion into the low-price field has 
made available a limited number of highly desirable Dodge 
Market-Programmed Sales Agreements. Openings are avail- 
able in most sections of the country and in all types of 
markets. For the man with the proper qualifications, they 
offer unequalled opportunities for immediate expansion 
and future growth. For full details on opportunities in your 
area, write in complete confidence to: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau Ave. 
Detroit 11, Michigan 


Attention General Managers and Sales Managers 


Many qualified men interested in opening a business of 
their own are held back solely through a lack of financial 
backing. If this is the case with you, investigate the Dodge 
Dealer Enterprise Program. It provides up to 75% of the 
capital required, plus other valuable assistance, to men 
with the necessary background. A confidential letter to 
John B. Naughton will bring full details. 


In 1960 the big deal is 1) () 


DODGE DART e LUXURIOUS '60 DODGE « DODGE TRUCKS 











Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Decelopments 
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Interest in Front Drive 


Revived by U.S. Makers 


By Joseph M,. Callahan 
Engineering Editor 


ISSATISFACTION with 


the driveshaft tunnel hump 


on U. S. cars is growing, and 


one solution that is looking better 
all the time to some Detroit auto 


makers is front-wheel drive, 


With this drive-train configura- 
tion, the engine, transmission and 
differential are grouped at the 
front end, much as they are 
grouped at the rear end on the 
Corvair, which has only a one- 
inch hump for housing engine 
controls. 

Most Americans are quite un- 
familiar with front-wheel drive. 
Nevertheless, this arrangement has 


by Joseph M. Callahan 





For Advice and Dissent, 
Ask the Auction Men 


OME of the best free engi- 
neering consultants in the 


country are pretty well ig- 
nored by the auto industry. 

These consultants, most of whom 
are only too happy to talk to engi- 
neers, are the operators of the na- 
tion’s 150 auto auctions. They are 
in a unique position for determin- 
ing the real and lasting value of 
a@ car or an accessory. 

Their vantage point is unique 
because thousands of used cars 
pass over their auction block every 
month and because so many of 
their customers work on small mar- 
gins of profit, it’s imperative they 
know every car’s weak and strong 
points. 

Although the auction operators 
are a couple of steps removed 
from the retail auto market, their 
observations and conclusions are 
valid because the cars and acces- 
sories that are popular at the 
auctions have popularity only be- 
cause of strong consumer accept- 
ance. 


Four of the top auction operators 
in the country were interviewed re- 
cently by Automotive News on this 
subject and, although all were from 
different sections of the country, 
their unanimity was surprising. 


These men, who are also the top 
Officials of the National Auto Auc- 
tion Assn., were Harold Henry, Los 
Angeles; Joe Briley, Chicago; Tom 
Beasley, Nashville, and Jack Hock- 
ing, Detroit. 

= n am 
INCE the auction is a sort of 
focal point or crossroad of the 
industry, these men and the other 
auction owners are able to spot 
(Continued on Page 25, Col, 1) 


|a long history and is highly re-| 


spected among impartial engineers. 
More than a dozen European cars 
are driven by their front wheels, 
and five U. S. cars have been so 
powered, the most recent being the 
1937 Cord. 

The idea of eliminating the long 
drive-shaft hump by grouping all 
the power components at either the 
front or rear end of the car is well 
established in Germany, France 
and Sweden. It’s possible that the 
Corvair is only the first contempo- 
rary U. S. auto to accede to the 
mounting protests against the tun- 
nel hump, with the rest of the 
industry stampeding after it in a 
couple of years. 

* 


GM Transaxle on ’61s? 


XT fall the second and third 

U. S. cars to desert—or almost 
desert—the traditional hump may 
make their appearance when the 
1961s are introduced. Reliable 
sources say General Motors’ long- 
delayed transaxle will definitely 
make its appearance on at least two 
of the higher-priced cars. 

The transaxle is a combination 
transmission-differential-a x le lo- 
cated at a car’s rear end. It per- 
mits considerable lowering of the 
tunnel by moving the transmis- 
sion to the rear and by allowing 
the back end of the engine to be 
tipped downward. 

A prediction that the tunnel 


+ * 


|the introduction of the transaxle 
| was made recently by John E. Mar- 
tin, president of Dana Corp., one of 
the very few firms in this country 
able to build a constant velocity 
universal joint—the key component 
for a successful front-wheel-drive 
car. 

If GM should spring the trans- 
axle on the U. S. auto industry, and 
there’s little reason to doubt that 
it will, a very logical move by its 
competitors would be the introduc- 
tion of front-wheel drive a year or 


Front Drive—Then and Now 





No Tunnel Hump on DKW— 





The chassis of a front-wheel-drive West German DKW shows how the drive shaft 


so after, because a humpless line of and the tunnel hump can be eliminated. U. S. auto makers are now carefully studying 


this arrangement. More than a dozen European cars are driven by their front wheels, 
+ $$$ ee 


(Continued on Page 23, Col, 1) 
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Trademark of the Classic 


N SEEKING greater motoring| are the chief cause of engine 


economy, U. S. auto makers have 

found that, by purifying the air, 
oil and gas that goes into their 
engines, they can cut both owners’ 
operating expenses and their own 
warranty costs. 

The rapid growth in the use of 
oil, air and gas filters is based on 
the growing awareness among the 
industry’s cost-conscious engi- 
neers that contaminants left in, 
created by or inhaled by engines 

* + * 
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Fram's Filters— 
Claire Goudreau exhibits the in-line gas 
filter, paper air filter and oil filter which 


Fram Corp. supplies to the auto industry.! almost identical conditions for 15, 


breakdowns and wear. 

A recent survey by Fram Corp., 
which supplies filters for all U. S. 
cars except those made by General 
Motors, revealed that the new com- 
pact cars have as many filters as 
large cars, 

Said one factory official, “Long 
engine life is part of the definition 
of any economy car—and filters are 
an absolute must for preventing 
engine wear. It would be penny- 
wise and pound-foolish not to in- 
stall filters.” 

* * + 

N 1952, HALF of U. S. new cars 

were factory-equipped with oil 
filters; now almost 100 percent are 
so equipped. Also, there’s been a 
strong trend toward the full-flow 
filter, first introduced in 1946. It’s 
now being used by all U. S. cars 
except Chevrolet sixes, Rambler 
sixes and Americans and the Lark. 

Another oil filter trend has 
been away from the traditional 
“cartridge” type of filter and to- 
ward the “easy-change” unit, The 
cartridge and the housing of the | 
easy-change unit are thrown 
away after use. Although it is a 
little more costly, the easy-change | 
unit is less messy and time-con- 
suming to replace. 

Easy-change oil filters are now 
installed as standard equipment on 
all U. S. cars except Chevrolet, 
Cadillac, Corvair, Lark, Valiant, 
some Plymouths and some Dodges. 

Supporting the filter industry in 
its espousal of oi! filtering are 
numerous tests conducted by the 
auto makers. In one of these made 
by Chrysler Corp. engineers over 
the dirt roads of Jonesboro, Ark., 
several cars Were operated under 





Cord— 
The “‘coffin-nosed" Cord was famous because of its classic styling and because it 
hump soon will be eliminated by! was the last U. S. car to have front-wheel drive. 


Filters Play Key Economy Role 





* * 





000 miles. They were driven in fleet 
fashion and the drivers rotated. 
* * + 

OME cars had no filters; some 

had partial-flow filters, and 
some had full-flow filters. Oil was 
changed every 2,000 miles in all 
cars and filters were changed at 
8,000 miles. 

After these cars were returned to 
Detroit, the engines were torn down 
and all parts carefully measured 
for wear. Using the wear which 
was found on the unfiltered cars as 

(Continued on Page 24, Col, 1) 


Engineers’ 


Showcase 


@ Watch for “headlamp doors” 
or “covers” on some ’61 cars. 
Besides protecting the lights, 
they'll add a styling note to 
the cars. 

In addition to front drive 
(see above) and headlamp 
covers, the Cord of the 1930s 
Pioneered in these features: 
Reversed engine, with the 
front next to the firewall; 
electro-vacuum transmission 
with pre-selector, and vene- 
tian-blind louvres. Cord styl- 
ist Gordon Buehrig now 
works at Ford, while founder 
E. L. Cord is retired in Ne- 
vada, 

Thunderbird plans heavy pro- 
motion for its exclusive 
(among U. S. makes) sunroof 
option, T-Bird production 
may be double-shifted soon in 
growth of “personal car” 
trend. 
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Aluminum Stirs 
Antifreeze Row 


Auto Makers Cautious 
Over Engine Coolant 


HE tremendous difference in 

water in various sections of the 
U. S. underlies a major conflict that 
now exists between auto makers 
and antifreeze producers over what 
kind of antifreeze will be used for 
the coming aluminum engines. 

There’s little doubt that water- 
cooled aluminum engines are com- 
ing. One source recently reported 
that Buick, Oldsmobile, Pontiac, 
Valiant, Plymouth and Dart would 
have aluminum powerplants this 
fall and that every make, possibly 
excluding Cadillac and Lark, would | 
use aluminum blocks by 1962. 

Arena of the difference of opin- 
ion between the auto and anti- 
freeze industries is the coolants 
subcommittee of the Society of 
Automotive Engineers, which met 
at the SAE meeting in Detroit 
this month and which has been 
meeting sporadically over the 
last couple of years. 

Leonard C. Rowe, of General Mo- 
tors Research Laboratories and a 
member of this subcommittee, said 
some time ago, “Regardless of how | 
extensively aluminum is used, it | 
will result in corrosion problems F 
which are slightly different in 
nature than those previously ex- , 
perienced (in cast iron engines.) 
Pitting and galvanic corrosion are 
sure to be more prominent. 

“In the event that light metals 
are introduced into the cooling 
system, it is probable that contin- 
ued corrosion-free service can be 
provided if we take the necessary 
steps to prepare ourselves now.” 

a * ed 
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OWE added force to his state- 

ment by declaring that unless 
chemical manufacturers are pre- 
pared to provide materials that are 
effective in light metal cooling sys- | 
tems, alternate methods of cooling 
must be found. 

The objective of this SAE sub- 
committee, as well as of the Ameri- 
can Society for Testing Materials 
which is working jointly on the 
problem, is to develop specifications 
for an adequate antifreeze. B. E. 
Tiffany, of Ford Motor Co.’s manu- | 
facturing development department, © 
heads the SAE group. 

The problem hag been compli- 
cated somewhat by the fact that 
the auto makers themselves have 

(Continued on Page 26, Col, 3) 
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Sonic Energy Cleaner 
Announced by Bendix 


Greater cleaning efficiency and substan- 
tial price reductions are said to feature 
the revised sonic energy cleaning systems 
announced by Pioneer-Central Division, 
Bendix Aviation Corp., Davenport, la. 


The cleaner models use smaller elec- 
tronic generators and provide improved 
levels of samic energy cleaning efficiency, 
while preeltding noise and transducer 
cooling problems. The cleaners are ac- 
companied by coordinated units for rins- 
ing, drying and filtering. 

oe 


Hand Cleaner 


“Reddy Eddy,"’ a waterless hand cleaner 
that is said to remove stubborn stains, has 
been announced by Reddy Eddy Corp., 
Fargo, N. D. One application of the cream 
is said to remove nearly every conceivable 
type of grease, dirt, grime or stain from 
the hands. 


* * . 
Buhr Builds Transfer Unit 
For Corvair Cylinder Heads 


Buhr Machine Tool Co., Ann Arbor, 
Mich., designed and built a 17-station 
Economatic transfer machine for machin- 
ing the die-cast aluminum cylinder heads 
for the Corvair. 


Two methods of transfer from station 
fo station are used—one for the first part 
of the machine, another for the second 
after the work piece has been rotated 90 


degrees. on 
Eyeshade Cuts Glare 


The elimination of overhead glare, com- 
bined with style and comfort, makes the 
“Eyeshade Spec" ideal for eye protection 
where overhead lighting creates an addi- 
tional problem, according to U. S. Safety 
Service Co., 1535 Walnut, Kansas City 8, 
Mo 


: ie 
‘Quiet Rubber’ for Tires 
Announced by Goodrich 


A tread compound for passenger tires 
that is said to take the squeals and 
screeches out of turns and sudden stops 
has been announced by B. F. Goodrich 
Tire Co., a division of B. F. Goodrich Co. 

The “quiet rubber,” which also is said 








to absorb road shocks and reduce steering 
effort, is “the greatest contribution to rid- 
ing and driving comfort since the inven- 
tion of balloon tires in the late 1920s," 
according to E. F. Tomlinson, president. He 
said the new compound is being used in 
tires for 1960 cars. 





Inverted V-Shaped Brake 
Developed by Houseman 


Houseman Aircraft Parts Co., Wayland, 
Mich., has designed an auto brake that 
employs an inverted ‘V-shaped brake 
shoe and drum, Called the Inverted Vee 
Self-Energizing Brake, it is based on the 
same principle that permitted the V-belt 
and the V-pulley to replace the flat belt 
and the flat-faced pulley in many applica- 
tions. 

The major advantage of the brake is 
that it doubles the brake lining in the 
same space, thereby allowing longer pe- 
riods between brake adjustment, it is said. 
The self-energizing feature of the brake 
is obtained by the inheregt design of the 
V angle and by the location of the brake 
shoe pivot which causes the entire brake 
shoe to contact the brake drum with a 
slight rotary wedge gots. it is claimed. 





” 





BENDING MACHINE—Improvements on 
©peration and increase production, include an automatic indexing unit that handles 
“Pp to six different shaped bends on one piece up to 1% O.D. tubing. No resetting 
of stops after each bend—all settings are made beforehand to allow continuous Oper- 
ation. The automatic indexer is a self contained unit operated by a micro-switch and 
bellows air cylinder which are automatically actuated for the next bend on return 


strokes of the bending cylinder. Powered 


bender that has no hydraulic parts, clutch, brake or motor to break or foil. Paul 
Machine Tool & Die Works, 4600 S. Kedzie Ave., Chicago 32, Ill. 





the Bend-Ex Bender is said to simplify 


by air compression, the unit is the only 
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ew Products 


following characteristics: Smooth, bright 
deposits over an extremely wide tempera- 
ture and current density range; good metal 
distribution and solution simple to oper- 
ate and control. Deposits can be buffed 


with ease, the firm added. 
oe 6 
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Battery Designed to Supply 
12-Vol# Starting Power 


The Automatic Battery is designed to 
solve the starting problems encountered in 
operating six-volt electrical system cars. 
Manufactured by the Automatic Battery 
Co. of America, Goldsboro, N. C., the 
unit supplies 12-volt starting power to 
the starting circuit only, then reverses it- 
self back to a six-volt battery for opera- 
tion. 


The battery operates on the principle of 
a regular six-cell battery divided into two 
six-volt sections and an Orpin series-par- 
allel switch. In the normal position, the 
switch makes a parallel connection be- 
tween the two sections, rendering the en- 
tire battery six volts. When the starter 
button is pressed the parallel connection 
is broken and a series connection is made 
between the two sections, delivering 12 
volts to the starting circuit only. After the 
starter button is released, the series con- 
nection is broken and the switch delivers 


United Shoe Machinery six volts to th stem 
Markets Cutting Machine ro a 


Flat Stainless Wire 


A flat form of precipitation-hardening 
stainless steel spring wire has been intro- 
duced by National-Standard Co., Niles, 
Mich. The company said it offers the cor- 
rosion resistance of stainless combined 
with elasticity approaching music wire. 
The flat wire, rolled from round 17-7 PH 
wire, has greater dimensional stability 
than music and spring wires, according 
to the company. . 





EXTENDED SHELL 


"Extended Shell’ Spark Plug 
Announced by AC 


A “extended shell” spark plug design 
developed by AC Spark Plug division,| § 
General Motors Corp., Flint 2, Mich., is 
said to provide all the benefits of the old 
“extended tip’ models without the dis- 
advantages. 

The plug eliminates side wire burning 
and excessive gap growth problems 
caused by the unnatural length of the side 
electrode in the “extended tip'’ design, 
AC engineers say. The extended shell on 
the plug means the side electrode wire 
can be shortened to normal length, yet the 
point of ignition remains deep in the com- 
bustion chamber to provide maximum per- 
formance at all speeds, it is said, 


Grant Forged Pistons 
Offered for Several Makes 


Gram Forged Pistons, designed for 
high-performance engines, now are avail- 
able for Chevrolet, Oldsmobile, Pontiac, 
Chrysler and other makes in various bores 
and strokes, according to Grant Industries, 
241 N. Westmoreland, Los Angeles 14, 
Calif. 


The company said Mickey Thompson 
used these pistons in his Challenger | 
which set eight international speed marks 
and an American land speed record of 
363.48 m.p.h. at Bonneville Salt Flats. 





A solution for cutting problems has 
been found in the power and smoothness 
of hydraulic drive, combined with the 
speed of electronic control now available 
in the Hytronic cutting machine from 
United Shoe Machinery Corp., 140 Federal 
St., Boston 7, Mass. Designed for die cut- 
ting plastics, fabrics, foils, fibreboard, 
paper and many other molded or sheet 
materials, it uses the versatility and sim- 
plicity of the swinging beam principle, 


the company said. 


* * * 















REFLECTOR POLISHING MACHINE—An improved design of standardized Acme 
automatic polishing machine for finishing a wide variety of shapes and sizes of 
reflectors and bowl-shaped metal parts has been announced by Acme Mfg. Co., 1400 
E. Nine Mile Rd., Detroit 20, Mich. One feature of the machine is said to be the 
automatic control of finishing wheel pressure to prevent excessive pressures en- 
countered when contact surfaces change from large to small radii as in oval reflectors. 
Air line pressure directed to the cylinder controlling the wheel contact pressure is 
automatically varied by a cam and switch arrangement to suit part configuration 
requirements. Another feature of the machine is the automatic reversal of wheel 
rotation during the finishing cycle. 









Sperry Ultrasonic Scanner 


Reveals Sheet Steel Flaws 


An ultrasonic method of detecting imper- 
fections in sheet steel has been developed 
jointly by Sperry Products, Inc., Danbury, 
Conn., and the Chrysler Corp., Detroit, 
Mich, The Sperry Reflectoscope is said to 
reduce rejections of stampings. 

The improved ultrasonic inspection sys- 
tem peers into sheets of steel unwinding 
at a speed of 200 feet per minute, it is 
said. Placed between the unwinding coil of 
steel and the blanking machine, which cuts 
the sheets into various sizes for the stamp- 
ing processes, it searches out laminations 
and sprays the faulty part with a bright 
colored dye. The spotted steel is removed 
after it has gone through the blanking ma- 
chine. 

PS ee WELDING PROCESS—induction Heating Corp., Brooklyn, N. Y., and Gordon & 
Morgan Machine Co., Lincoln, Neb., have produced an induction tube mill that turns 
out 4-inch diameter tubing for a leading muffler manufacturer at the rate of more 
than 100 feet per minute. Up to now such tubing has been produced by the slower 
60 cycle method, The Gordon & Morgan installation is approximately 60 feet long 
overall, and about 8 feet deep: The Ther-Monic continuous seam welding unit used 
in conjunction with the mill is 50 kilowatts, and operates at 400 kilocycles (high fre- 
quency). Only one man is needed to operate the entire, fully automatic installation, 
it is said. 


N. J. Firm Introduces 
Copper-Plating Process 


Hanson-Van Winkle-Munning Co., 
Church St., Matawan, N, J., has announced 
a@ copper cyanide process called ‘Copper- 
Lume." 

The firm said “Copper-Lume 


offers the 












be he is giving up his dealership be- 





(Copyright, 1960, by Automotive News) 

BUICK — LeSabre — 4-dr. sed., $2,870; 

2-dr. sed., $2,756; 4-dr. hardtop, $2,991; 

2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 

2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
. Invicta—4 


447; conv., $3,620; 4-dr. 2-seat stat. wag., 
841; 4-dr. 3-seat stat. wag., $3,945. 
-dr. sed., $3,856; 4-dr. hardtop, 

$3,963; 2-dr. hardtop, $3,818. Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 


225.) 
CADILLAC—Sixty-Two — 4-dr. hardtop 
(fiat roof or sloping roof), $5,080; 2-dr. 


hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr, hardtop, 


$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 
‘Sixty -dr. hardtop, $6,233. Seven- 


ty-Five — 8-pass. sed., $9,533; limousine, 
,748. Eldorado Brougham—4-dr. hardtop, 
(Hydra-Matic, power — 
power brakes standard on all models.) 
CHECKER—S —4-dr. sed., $2,- 
542.42. (Price does not include dealer prep- 
aration charge.) 


OHEVROLET—(Prices are for six-cylin- 
@er models. For V-8s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
=< Biscayne—4-dr. sed., $2,316; 2-dr. 
, $2,262; utility sed., $2, 175. Bel Air— 

sed., $2 .438; 2-dr, sed., $2,384; 4-dr. 
hardtop, rea: 2-dr. hardtop, $2, 489. Im- 
-dr. ., $2,590; 4-dr. hardtop, $2.- 

3 2dr. Sviiup $2,597; conv., $2,847. 


New Braking Unit 
To Halt Skids 
Tested at Parley 


PORTSMOUTH, N. H.—A new 
braking system designed ‘to halt 
auto skidding was tested by motor 
vehicle commissioners, engineers 
and safety officials at the 27th an- 
nual convention of the American 
Assn. of Motor Vehicle Commis- 
sioners. 

Delegates drove a standard do-| Tn 
mestic car equipped with the 
“Perma Anti-Skid Control” built 
into the transmission. 

The control “senses” road condi- 
tions and controls total wheel lock- 
up during braking, preventing skids 
on ice or wet pavements, according 
to A. J. White, director of New 
Hampshire's motor vehicle re- 





“No brake pedal is used because 
the system employs only one con- 
trol for braking and accelerating, 
thus reducing the action time in 
emergencies,” White said. 

He said commercial aircraft use 
such a system in landing. The cost 
of the auto braking system should 
be less than $100, White added. 

Several manufacturers are nego- 
tiating for rights to produce the 
system for the original-equipment 
market, White said. Perma Re- 
search & Development Corp. will 


aan units for cars on the road, 
added. 


The device is the brainchild of 
Frank Perrino, Lincoln (R. I.) 
businessman. 

It applies the brakes as the foot 
is eased up from the accelerator. 
If the foot is quickly removed from 
the accelerator, the car is stopped 
abruptly. The device serves as a 
hand brake when the car is stopped 
and it starts the engine after any 
stalling. 


L-M, Dodge Firms 
Fold in Rochester 


ROCHESTER, N. Y.—Two new- 
car dealers here have gone out of 
business and a new dealership has 
been formed, 

Rochester Motors, Inc., Lincoln, 
Mercury and English Ford dealers 
for five years, quit because of de- 
creasing sales volume, according to 
a spokesman. The firm was oper- 
ated by W. A. Simonds Associates, 
Inc., an eastern chain of dealer- 
ships. 

Arthur J. Sergeant, manager of 
Sergeant Motors, Inc. (Dodge) said 


- cause he feels he can use his prop- 
ae more profitably by leasing it 
to another dealer. 

James F. Volpe, a former Nash 
dealer, and his son, James J. 
Volpe, began selling Lincolns, Mer- 
curys and English Fords at the 

Sergeant salesrooms last Dec. 1. 
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Station W: 2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr, 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 


CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat stat. 
wag., $3,733; 4-dr, 3-seat stat, wag., 
$3,814. Saratoga—4-dr. sed., $3,929; 4-dr. 
hardtop, $4,067; 2-dr, hardtop, $3,989. 
New Yorker — 4-dr. sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 
conv., $4,874.50; 4-dr, 2-seat stat, wag., 
$5,022; 4-dr. 3-seat stat, wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 

CORVAIR—500 Series—4-dr. sed., 
038; cpe., $1,984. 700 Serles—4-dr. 
$2,103; cpe., $2,049. 

DeSOTO—Fireflite — 4-dr. sed., $3,017; 
4-dr. hardtop, $3,167; 2-dr. hardtop, §$3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 
(TorqueFlite standard on Adventurer.) 


DODGE—Dart— (Dart prices are for six- 
cylinder models. For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart -dr. sed., $2,330; 
2-dr. sed., $2,278; 4-dr. 2-seat stat, ‘wag., 
$2,695. Dart Pioneer—4-dr. sed., $2,459; 
2-dr. sed., $2,410; 2-dr. hardtop, $2,488; 
4-dr. 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868. Dodge 
Matador V-8—4-dr. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr. hardtop, $2,996; 
4-dr. 2-seat stat. wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-<dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr. 2-seat 
stat. wag., $3,506; 4-dr, 3-seat stat, wag., 
$3,621. 

FALCON—4-dr.: sed., $1,974; 2-dr. sed., 
$1,912. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) Custom 300 
(Fleet)—4-dr. sed., $2,284; 2-dr. 
$2,230. Fairlane—4-dr. sed., $2,311; 
sed., $2,257; business 2-dr., $2,170. 
lane 500—4-dr. sed., $2,388; 2-dr. 
$2,334. Galaxie—4-dr. sed., $2,603; 
sed., $2,549; 4-dr. hardtop, $2,675. 
Mner—2-dr. hardtop, $2,610. Sunliner — 
conv., $2,800. Station Wagons—2-dr. 
seat Ranch Wagon, $2,586; 4-dr. 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 

Thunderbird—(V-8 standard)—2-dr. hard- 
top, $3,755; conv., $4,222. 


™ ustom—4-dr. sed., $5,029; 
4-dr. hardtop, $5,029; 2-dr, hardtop, $4,- 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. 
hardtop, weet: 2-dr. hardtop, $5,403; 


conv., $5,773 -dr. sed., $6, 
318; 4-dr. hardtop, $6,318. (TorqueFlite, 


power steering, power brakes standard on 
all models.) 


LINCOLN—Lincoln—4-dr.  sed., 
4-dr. hardtop, $5,441; 2-dr, hardtop, 
253. Premiere—4-dr. sed., $5,945; 

$5,945; 


Chrysler to Build 


2 Cincinnati Deals 


CINCINNATI. — Chrysler Corp. 
will build two dealerships here for 
lease to operating personnel. 
The deals are in line with a project 
involving construction of at least 
seven Chrysler Corp. dealerships 
in open metropolitan points, 

Two-acre Cincinnati sites have 
been purchased at Kenwood and 
Montgomery, across from the Ken- 
wood Plaza, and in the Reindhold 
industrial subdivision. 


$2,- 
sed., 


$5,441; 

$5.- 
4-dr. 
$5,698. 


Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.30; 2-dr. hardtop, §$6,- 
598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 
MERCURY—Monterey—4-dr. 
730; 2-dr. sed., $2,631; 4-dr. 
$2,845; 2-dr. hardtop, $2,781, conv., 
077. Montclair—4-dr. sed., $3,280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, $3,331. 
Park Lane — 4-dr. hardtop, $3,858; 2-dr. 
hardtop, $3,794; conv., $4,018. Station 
Wagons—4-dr. 2-seat Commuter, $3,127: 
4-dr. 2-seat Colony Park,’ $3,837. (Mere-O- 
Matic standard on Montclair and Colony 


sed., $2,- 
hardtop, 
$3,- 


Park. Dual range Merc-O0-Matic, power 
— power brakes standard on Park 
ne.) 


OLDSMOBILE—Series 88 -—4-dr. sed., 
$2,900; 2-dr. sed., $2,835; 4-dr, hardtop, 
$3,034; 2-dr, hardtop, $2, 956; conv., $3,- 
284; 4-dr. 2-seat stat, wag., ‘$3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat. wag., $3,665; 4-dr. 3-seat stat, wag., 
$3,773. Series 98—4-dr. sed.. $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet Special 
Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. 
Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 
$2,260. Belvedere Six—4-dr. sed., $2,439; 
2-dr. sed., $2,389; 2-dr. hardtop, $2,461. 
Fury Six—4-dr. sed., $2,575; 4-dr. hard- 
top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr. 2-seat Deluxe Suburban, §$2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761, 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr. 3-seat 
Custom Suburban, $2,990; 4-dr, 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 


PONTIAC—Catalina—4-dr. sed., $2,702; 
2-dr. sed., $2,631; 4-dr, hardtop, $2,842; 
2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3,099; 4-dr. 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Chief— 
4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
hardtop, $3,136. Bonneville—4-dr. hardtop, 
$3,331; 2-dr. hardtop, $3,255; conv., $3,- 
476; 4-dr, 2-seat stat, wag., $3,530 


RAMBLER — American Deluxe — 4-dr. 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
stat. wag., $2,020. American Super—4-dr. 


— 


sed., $1,929; 2-dr. sed., $1,880; 2-dr, 
2-seat stat. wag., $2,105. Deluxe Six— 4-dr, 
sed., $2,098; 4-dr, 2-seat stat, wag. $2,- 
427. Super Six—4-dr. sed., $2,268; 4-dr, 
2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 
wag., $2,687. Custom Six—4-dr. sed. §$2,. 
383; 4-dr. hardtop, $2,458; 4-dr. °-seat 
stat. wag., $2,677; 4-dr. 3-seat stat. wag,, 
$2,802. Rebel Super V-8—4-dr. sed., $2,- 
387; 4-dr. 2-seat stat. wag., $2,681; 4-dr, 
3- seat stat. wag., $2,806. "Rebel Custom 
V-8 — 4-dr. sed., $2,502; 4-dr. hardtop, 
$2,577; 4-dr. 2-seat stat. wag., $2,796; 
4-dr. 3-seat stat. wag., $2,921. Ambassa- 
dor Super V-8—4-dr. sed., $2,587; 4-dr, 
sed., $2,587; 4-dr. 2-seat stat. wag., §2,. 
881; 4-dr. 3-seat stat. wag., $3,006. Am. 
bassador Custom V 8—4-dr. sed., $2,732; 
4-dr, hardtop, $2,822; 4-dr. 2-seat stat. 
wag., $3,026; 4-dr. 2-seat hardtop stat, 
wag., $3,116; 4-dr. 3-seat stat. wag., §3,. 
151. 


STUDEBAKER—ILark Deluxe Six—4-dr, 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat. wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., §2,. 
181; 2-dr. sed., $2,111; 2-dr. 2-seat stat. 
wag., $2,501; 4-dr. 2-seat stat. wag.. §2.. 
576. Lark Regal Six—4-dr. sed., $2,196; 
2-dr. hardtop, $2,296; conv., $2,621; 4-dr, 
2-seat stat. wag., $2,591. Lark Regal V-8 
—4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
conv., $2,756; 4-dr. 2-seat stat. wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 
$2,650. 

VALIANT — V-100 — 4-dr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 
stat. wag., $2,488. V-200—4-dr. sed., $2,- 
130; 4-dr. 2-seat stat. wag., $2,443; 4-dr, 
3-seat stat. wag., $2,566. 
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Common on Import Cars... 


Front-Drive Is Eyed 
As Solution to Hump 


(Continued from Page 20) 


ears would be tough competition 
over a period of years. 

Besides adding more floor space 
and two more comfortable seats, 
the absence of the drive shaft 
would permit further lowering of 
the car and lead to a _ roomier, 
lighter car. 













































* * * 


ROBABLY the U. S. manufac- 

turer most interested in front- 
wheel drive is Ford Motor Co. 
whose engineers rebuilt a Cord last 
year and later purchased several 
front-wheel drive imports for test- 
ing. In addition, several standard 
U. S. cars were converted to front- 
wheel drive for more research. 

It’s possible that the reintro- 
duction of an American front- 
wheel drive car will be preceded 
by a debunking campaign such as 
preceded the Corvair rear engine, 
but the drum beaters may dis- 
cover that this configuration has 
some unexpected advantages. 
Like most engineering solutions, 

front-wheel drive is a compromise 
based on many pluses and minuses. 
The advantages and disadvantages 
vary considerably, depending on 
whether you compare this arrange- 
ment with the orthodox front- 
engine-rear-drive or the rear- 
engine configuration. 

Compared with the front-engine- 
rear-drive car, the front-wheel 
drive has the advantages of a flat 
floor, lower styling possible, lower 
center of gravity and greater 
safety, lighter weight, a better ride 
because of less unsprung weight 
and a simpler rear suspension that 
results in more back-seat space. 

Compared with the rear-engine 
arrangement, front-wheel drive of- 
fers the advantages of better han- 
dling generally because of the 
understeering situation, easier cool- 
ing, more trunk space, no long 
engine and transmission control 
lines and a better arrangement if 
a station wagon or small truck is 


desired. 
* * * 


‘Minuses’ Are Cited 


N ENGINEERING front-wheel 

drive, the major job is to elimi- 
nate the disadvantages of this ar- 
rangement. Among these minuses 
are harder steering because of the 
greater front-end weight, greater 
tire wear caused by the fact that 
the steering wheels also are the 
driving wheels, poorer traction 
going up a hill because the weight 
shifts to the nonpowered wheels, 
and a slightly greater tendency for 
the front-end to slide while turning 
on a wet surface, 

An important factor is that, 
since the powered front wheels 
“pull” the car rather than “push” 
it, the steering of the vehicle is 
decidedly different. The driver 
must develop a new set of driving 
habits and instincts. 

For instance, front-wheel drive 
handles best in a turn if the power 
is kept on throughout the turn, 
whereas a conventional American 
car corners best if the power is 
reduced. 

Referring to the front-wheel 
drive arrangement, one authority 
said: “Once you back off the throt- 
tle, the weight shifts to the front 
of the car and the rear wheels get 
that dancing-on-ice feeling.” 

Kai Hansen, Corvair design engi- 
neer, said Chevrolet passed up the 
front-drive largely because it re- 
quired three different driving tech- 
niques — for ordinary cruising, for 
braking and for turning. 

eg oe * 


HOWEVER, other engineers have 

minimized the cornering and 
handling problems of front-drive 
and rear-engine cars on the ground 
that these handling and steering 
Subtleties rarely will cause trouble, 
especially for Americans who gen- 
erally are faster on the straight- 
aways but slower on the turns than 
European drivers. 

Almost any car changes its cor- 
nering behavior when the driver 
accelerates because the creep 
angle on the powered wheel is 
Sreater than it is on the free 
wheel. This creep angle will cause 
® front-drive car to increase its 
tarning arc and it will cause a 


rear-engine car to reduce its 
turning arc, assuming that no 
correction is made in either case. 

Most drivers of front-drive cars, 
however, say that 98 percent of the 
time they’re completely unaware of 
whether the car is front-driven or 
rear-driven. One tendency that 
shows up on some front-drive cars 
is a slight vibration of the steering 
wheel in certain gears when the 
wheels are turned at certain angles. 


A major, but solvable, problem of 
front-drive is how to transmit 
power at several hundred revolu- 
tions per minute through the short 
front axles when these axles are 
simultaneously turning the car and 
bouncing up and down. 

This problem is similar, but much 
more complex than the problem of 
transmitting power to the bouncing 
rear wheels through the much 


longer drive shaft. Since the start 
of the century, the problem pre- 
sented by this rather slight angle 
has been handled by standard 
Carden universal joints. 

* * * 


Differences Create Problem 


pee, the problem of trans- 
mitting power from a driving 
shaft to a driven shaft that’s at a 
different angle arises from the fact 
that the driven shaft rotates at 
four different velocities during 
every revolution. 

The answer lies in a constant 
velocity universal joint which, by 
introducing a third element be- 
tween the driving and driven 
shafts, eliminates the varying 
velocities and operates the driven 
shaft at a constant velocity. 

Several variations of the constant 
velocity joint are now in use. 
Among these are the English Bir- 
field joint, the French Tracta and 
Hooke joints and the American 
Bendix-Weiss and Rzeppa joint. 

If a U. S. passenger car adopted 
front-wheel drive, the Rzeppa joint 
probably would have preference be- 
cause of its compactness and flexi- 
bility. The Rzeppa joint, acquired 
last June by Dana Corp. from Gear 
Grinding Machine Co., has a series 
of six balls contained in a ball 








Rzeppa Joint— 


A key component of almost every front- 
wheel drive vehicle is a constant-velocity 
universal joint, such as the Rzeppa joint, 
above, which is produced by Dana Corp. 


cage as an intermediate, or third 
element. 

Also needed for a forward-drive 
vehicle are a relatively light en- 
gine-transmission-differential unit. 
This presents no serious problem, 
however, since the increasing use 
of aluminum has made possible 
sufficiently light power units. 

* * * 


URTHERMORE, it’s been esti- 
mated that about two thirds of 
a front-drive car’s weight should be 
on the front axles to provide suf- 
ficient traction at all times. The 


larger front-drive Citroens have 
this weight distribution. Current 
U. S. cars have about 55 percent of 
the weight in front. 

An interesting point is that the 
later Cords were improved over 
the 1929 Cords by increasing the 
weight on the front axles, The 
earlier model’s power lineup from 
the firewall forward was engine, 
transmission and differential, 
while the later lineup was en- 
gine, differential and transmis- 
sion. 

The problem of hard steering on 
front-drive cars could be solved 
easily today with power steering, 
although this probably wouldn’t be 
needed on compact or smaller cars. 

Likewise, the additional front-tire 
wear that accompanies front-drive 
would be adequately handled by 
the improved tires now available. 
Constant velocity joints also have 
improved over the years, particu- 
larly in regard to sealing and lubri- 
cating them. 

Summing up the front-wheel 
drive situation, it appears to be 
feasible for an auto maker which 
is willing to accept an unorthodox 
steering system in trade for a flat 
floor. 


~— Miter 15 Years In The Making... 


ROSTER 


For 15 years you have been designing an auto- 
motive air conditioner. Each time you expressed 
your opinion you drew another specification 
toward development of the ideal product. 
Lindustries Engineers, who designed and built 
the first independent auto air conditioner in 
America, translated your opinions into design, 
engineering and production of the perfectly pro- 
portioned Frostemp for ’60. 





I think you have a terrific unit. IIlinois 







I like the way it installs, the controls and the way it cobdls 
quietly. I think you have one of the best units on the m 
So. Carolina 


Quietly Recirculates Air In 30 Seconds! 


Powerful twin squirrel cage blowers are placed in front of the coil 
and pull air over the entire cooling fin surface. Frostemp cools, 
purifies, dehumidifies and recirculates the air in the average car 


every 30 seconds! 


Economy Performer! 


Rock-bottom in maintenance . . . And the standord of perfection 


in complete car coolability! 
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~ A LINDUSTRIES POLICY = 
1 Only One Authorized Distributor To Any Given Trade Areal; 
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5 Lindustries policy of one Distributor to a given trade : 

j area is a progressive marketing factor designed to P= 
=i protect aggressive, farsighted, ethical Distributors R= 
= against unfair and unwarranted competition! —m 

a > 
William E. Lind, Sr., President bo—; 


Lindustries, Inc. 
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Is Yours Distributor & Customer 
APPROVED! 





Frostemp was tested and accepted through a 
carefully selected group of Distributors from coast 
to coast! The amazing proof of Distributor and 
Customer approval is reflected in these unsolicited 


reports: 


Trim and Ta PLETE 
2) 4 2? / 
Clean and Simmnle 
i] / eo) 
7; ey tas and a Compliment im any Car 
We are very pleased with the Frostemp unit. The public likes 


them very well. Texas 


Frostemp price and performance has placed us in a leading 
position in local Auto Air Conditioning. California 








Two additional concealed louvers 
the floor area keeping it pleasantly 
car cooling eliminates uncomfortab 
air characteristic of side louvers! 


A Profitable Salesman! 


Engineering perfection, beautiful styling, coast to coast advertising 
and free dealer aids make Frostemp for ‘60 your most profitable 
salesman! Price lists and other information, including information, 
on Frostemp foreign and economy car units available now! All 
inquiries are confidential 


in complete 
streams of cold 


GCONTACT: 


| LINDUSTRIES, Inc. 1041 Foch Street | 
jr Worth, Texas L-2 Phone EDison 2-7933 | 
| 








| Address 





| Firm seitcansetesimasiaiisiciitmmiiiil adam titia iain 








24 


Role in Auto Economy... 


Filters Help Cut Costs 


(Continued from Page 20) 





a base of 100 percent, wear on 
cylinder bores with partial-flow 
filters was 44 percent while the 
wear of those bores with full-flow 
filters was down to a dramatic 15 
percent, 

In similar tests, main-bearing 
wear was reduced by partial-flow 
filtration to 66 percent and by 
full-flow filtration to 22 percent. 
Wear of connecting rod bearings 
came down 53 percent with par- 
tial-flow filters and to 6.7 percent 
with full-flow filters. 

Of course, every U. S, car has an 
additional simple filter — the 


















some Chevrolets, 


cally, especially in dusty areas. 
* * ok 


Air Filters in Use 


Oldsmobiles, some Pontiacs and 


The 1960 Buick has a urethane 
foam rubber filter that’s oil-impreg- 
nated. The oil increases filtering 
efficiency but does not deteriorate. 
It’s recommended that the element 
be ashed out and reoiled periodi- 


THER air filters are used as 
follows: Some Chevrolets, some 
Pontiacs and Corvair use oiled 
element filters; Cadillac employs an 






















































breather cap on the oil pipe which 
permits air to enter and escape 
from the crankcase, while filtering 
out dust and other impurities. 

” * a 


Engineering Firm Moves 


N REGARD to air filters or 

cleaners, the trend has been 
away from the oil-bath filters 
which were so popular a few years 
ago. 

The principal replacement has 
been the replaceable pleated paper 
element which reportedly has bet- 
ter efficiency and which is more 
compatible with lower hoods. The 
stylists are even influencing the se- 
lection of filters. 

Paper-element air filters are 
now employed by all Chrysler 
Corp. cars, all Ford Motor Co. 
cars, Studebaker Larks, some 


LPG Chevrolet 
‘Runs Like New’ 
With 99,000 Miles 


BELLEVILLE, Ill.—Phil Wahlig 
says his 51 Chevrolet has been driv- 
en 99,000 miles with only one oil 
change per year and that the en- 
gine “stills runs like new.” 

He admits, however, that it isn’t 
an ordinary car. He operated it on 
liquefied petroleum gas instead of 

r fuel. 
*Frablig says LP gas leaves little 
carbon deposit and that this re- 
duces valve sticking and ring wear. 

He credits the rare oil changes 
tw the vaporization of LP gas be- 
fore entering the cylinder. Accord- 
ing to Wahlig, there is no liquid 
fuel to seep into the crankcase and 
dilute the oil. 

Three days after he bought the 
car, Wahlig had it converted to LP 
gas by Andrew Urban, vice-presi- 
dent of Midwestern Butane Gas Co. 
here. Wahlig, who is near retire- 
ment age and does little driving, re- 
cently sold the car to Urban to use 
as a company auto. 

Although Urban did the conver- 
sion for Wahlig, he does not gen- 
erally promote the use of LP gas 
in passenger cars. Trucks and farm 
tractors are another story, how- 
ever. They account for a good per- 
centage of Urban’s LP gas sales. 


WANTED 


by car owners 
— and housewives, too 


ming, Dearborn. 
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CAR and 
HOME CLOTH 


Specially treated 
for all car finishes 
including the new 
synthetics, For fur- 
niture, too. Heavy flannel. Will last for 
months under daily use. Metal con- 
tainer. Other packages and sizes avail- 
able. if jobber can’t supply, order direct. 


The LAS-STIK Mfg. Co., 











HAMILTON, OHIO 





| woror 
PIASTER 


DEFIANCE: OH/O l® 


DEARBORN.—Special Engineer- 
ing Service, Inc., manufacturers of 
the “Ses-Matic” line of automation 
press room equipment, is now lo- 
cated in their new sales and engi- 
neering headquarters at 7630 Wyo- 
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AC dry pack filter; some Oldsmo-| § 





biles have an aluminum foil filter, 
and Ramblers use either a cellulose 
fiber filter or the oil bath. 

An additional fuel filter was in- 
troduced on many 1960 cars, sup- 
plementing the job done by the gas- 
tank strainers and the sediment 
bulbs which are generally kept on 
the car, largely for the removal of 
water from the gas. 

The new fuel purifier is an in- 
line filter made of pleated paper 
housed in a nylon or metal body 
and located in the gas line be- 
tween the carburetor and the fuel 
pump. 

Transmission oil filters have been 
introduced in a number of 1960 cars 
for collecting minute manufactur- 
ing debris, These are nonreplace- 
able. Power-steering oil filters have 
been used occasionally in the past 
but reportedly are not on any ’60 
model. Power brake system filters 
are being considered, also. 

C. A. Vander Pyl, Fram’s chief 
engineer, said that the auto engi- 
neers are “continually testing 
filters’ effectiveness, as more addi- 
tives appear in gas and oil, com- 





ee ar ae re 


Past Presidents Get Together— 


Past presidents of the Automotive Warehouse Distributors Assn. clasped hands with 
former President of the U. S. Harry S. Truman during the AWDA 12th annual conven. 


pression ratios go up, bearing| tion at Kansas City. From left are S. E. Fuchs, Fox Distributing Co., Chicago, AWDA 
inserts get thinner or tolerances get | founder and first president; J. S. Connell, J. S. Connell Co., Dallas; A. P. Walter, A. P. 


closer.” 











Walter Co., Chicago, and Walter T. Devine, Lenk, Inc., Boston. 





1106991 EXTRA-OUTPUT D.C. GENERATOR—12 volts 
e 55 amperes e 12 amperes at idle—F or cross-country trucks, 
school buses and other vehicles with extra electrical 
equipment. 


AMPERES OUTPUT 





4000 5000 6000 
GENERATOR SPEED, RPM 


1117070 SELF-RECTIFYING A.C. GENERATOR—12 
volts ¢ 60 amperes e 27 amperes at idle—For high-duty 
vehicles with heavy electrical loads . . . operating at ail 
speed ranges. Ideal for excessive low-speed operation and 
curb-idling. 


AMPERES OUTPUT 





GENERATOR SPEED, RPM 


1106986 EXTRA-OUTPUT D.C. GENERATOR—12 volts 
e 50 amperes e 14 amperes at idle—Short frame generator 
for difficult mounting applications. For vehicles in city and 
suburban use. Not for cross-country operation. 





AMPERES OUTPUT 








GENERATOR SPEED, RPM 
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Turnings e © ce ce « By Joe Callahan 





(Continued from Page 20) 


trends, as well as good and bad 
features very early. 

For instance, they’ve already 
noticed that one of the new com- 

t cars shows signs of consider- 
able weakness in the market 
because of excessive fuel consump- 
tion. 

One of the more startling facts, 
which they’ve been aware of for 
a couple of years, is that air sus- 
pension actually is a detriment on 
a used car because it so often 
requires considerable mainte- 
nance. 

They generally agreed that air 
suspension reduces a car’s value 
by $175 to $200 and that 90 percent 
of the dealers just won’t bid on an 
air-ride car. Occasionally, the air 
suspension isn’t mentioned initially 
by the auctioneer, but when it is 
mentioned, the deal generally is 
killed. 

On the other hand, some acces- 
sories are highly desirable, very 





TO JOB CONDITIONS 


1106986 EXTRA-OUTPUT D.C. GENERATOR —12 volts 
e 50 amperes e 20 amperes at idle—For metropolitan trucks 
and school buses, with extra electrical equipment . 

— at low speeds and with engine idling most of 
the time 





often bringing as much on a two- 
or three-year-old car as the original 
buyer paid for them, Of course, 
these features are more desired on 
higher priced cars. 
+ * * 
Power Adds Premium 


eee leading the list of 
desirable features on used cars 


Monsanto to Make Plastic 


For Safety Glass in Europe 

ST. LOUIS.—Monsanto Chemical 
Co. will build a multimillion-dollar 
plant in the six-nation European 
Common Market to manufacture 
its Saflex polyvinyl butyral plastic 
sheet. 

The new plant is expected to be 


in production by late 1960 or early| 


1961. The plant site studies are 
nearing completion, with the loca- 
tion of the plant to be announced 


are power steering and power 
brakes, which in most cases add 
another $100-$150 to the value of 
a car. This is often more than they 
cost originally. 

Except in certain locations, the 
automatic transmission is highly 
desirable, usually adding $150 to 
the value of late-model Fords and 
Chevrolets and up to $300 on late- 
model Oldsmobiles, Pontiacs and 
Cadillacs. 

On some of the higher-priced 
cars, an automatic transmission 
is almost a “must.” For instance, 
one owner told of taking in a re- 
cent Oldsmobile 98 which he as- 
sumed had the automatic trans- 
mission. 

It developed that the car had be- 
longed to a man who had ordered 
a “stick” transmission to pull his 
house trailer. This cut the price of 
an otherwise good car by $500. 

When an auctioneer is stuck with 
a standard-transmission car, his 
only angle often is “Look, this 
would be a heck of a buy if you 
know someone with a house trail- 
— * * * 

HE automatic transmission has 

considerable value, particularly 


later. The product is used in mak-| in metropolitan areas where there’s 


ing safety glass. 


AMPERES OUTPUT 


AMPERES OUTPUT 


an abundance of stop-and-go driv- 





GENERATOR SPEED, RPM 


4000 5000 
GENERATOR SPEED, RPM 





Auto Auction Boss— 


Jack R. Hocking, president of Aptco 
Auto Auction, Melvindale, Mich., is shown 
directing one of his Wednesday sessions. 


ing, while the “sticks” are attrac- 
tive in mountainous and poor-road 
areas. 

However, a good example of how 
sensitive the auctions are to new 





1117116 SELF-RECTIFYING A.C. GENERATOR—12 
volts ¢ 105 amperes e 10 amperes at idle—For high-duty 
vehicles with extra-heavy electrical loads . . 
all speeds. A.C. voltage available for 110 V conversion. 


. Operating at 





6000 


Delco-Remy offers a complete line of A.C. and 
A.C.-D.C. generators that are right for the job. 


Demands on the electrical systems of trucks vary with 
their use. For best performance, whether the vehicles 
be new or already in service, the electrical equipment 
should be job-matched to meet those demands. 


Do your trucks have extra electrical equipment? Operate 


cross-country, around town or off the road? Do they 


travel at sustained highway speeds, or with plenty of 


ey 


Ey 


stop and go? Whatever their assignment, there are 
Delco-Remy extra-output generators and regulators 
job-matched to meet the electric power needs exactly. 


Delco -Remy ELECTRICAL SYSTEMS 


FROM THE HIGHWAY TO THE STARS 
DIVISION OF GENERAL MOTORS ¢ ANDERSON, INDIANA 


trends is that in the past six to 
nine months the value of stick 
transmissions has increased 
because of the demand from teen- 
agers for cars that will “take off” 
in a hurry. Standard transmissions 
also are preferred in some Cana- 
dian provinces because of the in- 
ferior roads. 

Power windows and power 
seats are other accessories that 
often retain their original value 
for two to four years. The auction 
owners said that these features 
generally add $150 to the value 
of a Cadillac, Thunderbird or 
medium-priced car, while they 
might be worth $50 on a Ford or 
Chevrolet. 

A subtle factor is that sometimes 
these features don’t add too greatly 
to a car’s price, but they are still 
advantageous to the dealer because 
they bring quick sales. 

“A Cadillac shouldn’t be built 
without six-way power seats,” com- 
mented one operator. 

Auction operators in several 
areas said many dealers won't con- 
sider a Cadillac or Thunderbird 
without tinted glass, although this 
doesn’t matter in other areas. 

* * ++ 


No Loading, Please 


N INTERESTING fact is that 

a four- or five-year-old car 
loaded with air conditioning and 
other equipment will not bring as 
much as an unloaded car because 
of anticipated maintenance ex- 
penses. 

Here are some other observations 
of the auction operators: 

1. Color is an important factor, 
with the flashy car being more at- 
tractive. In most places, a red and 
white car is the most popular car 
by a wide margin. Said one opera- 
tor, “The auctioneer just mentions 
‘red and white’ and away it goes.” 
However, pastel colors are more de- 
Sirable in Arizona and California 
because sand doesn’t show up so 
prominently on these shades. 

2. The source of a car affects 
its value considerably, largely be- 
cause the source will eventually 
affect the pitting of a car’s 
chrome, even if it’s in good shape 
when the car is auctioned. A 
Tennessee cur will generally 
bring $100 more than an almost 
identical car from Michigan or 
Illinois because of the salt used 
on roads in the northern states. 
3. Extra-barrel carburetors on 
Dodges, Chryslers and Cadillacs 
generally reduce their value. 

4. Radios add at least $50 to the 
value of a used car and, also, it’s 
often impossible to mOve a car 
without one. 

* 7” + 

HEATERS are also of vital im- 
* portance. Generally, if a car 
doesn’t have a heater the fact must 
be announced at the auction. 

There haven’t been enough 
swivel-seat cars to determine the 
impact of this feature. 

One operator made this sugges- 

tion: 

“If the auto makers paid more 
attention to the real economy fea- 
tures in a car and less attention 
to the merchandising gadgets, their 
cars would have a better resale 
value.” 


Results! 


USE THE WANT AD 
DEPARTMENT OF 


Asnttomuatiue 
Nerivs 
TO BUY OR SELL 








not yet agreed on exactly what 
tests the antifreeze must pass. 
Generally, however, the auto 
makers are asking for an anti- 
freeze that will give much better 
performance than the chemical 
manufacturers feel is necessary. 


An-important fact is that there 
is no clearcut line between what is 
a suitable aluminum engine anti- 
freeze and what is not suitable. 

Said one subcommittee member, 
“No antifreeze renders an engine 
perfectly resistant to corrosion. It’s 
a matter of how much you feel the 
motorist will want to pay for cor- 
rosion inhibitors for a given 
amount of corrosion resistance. 

“We thought we had a good 
specification a year ago, but there’s 
been considerable disagreement on 
the methods of testing this solution. 
However, I’m sure we'll eventually 
come up with a satisfactory speci- 





Fram's Mobile Laboratory— 


Fram Corp., Providence, is using mobile laboratories to show dealers the effective- 


ness of oil filters. The company also is training its field men how to use them. Here — a 
@ class receives instructions from a working field man on how to set up the demonstra- T’S believed that the antifreeze 
tion. specifications which appeared 


The best way to satisfy any customer 
who needs a Carburetor replacement... 
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Auto Makers Cautious .. . 


Aluminum and Antifreeze 


(Continued from Page 20) 





suitable a year ago were subse- 
quently found unsuitable by the 
auto makers when they tried the 
antifreeze with certain “problem 
waters” —the waters of certain 
areas which contain excessive 


Crockard Estate Worth 


Nearly $1 Million 

BERKELEY, Calif—Hanford A. 
Crockard, nationally-known Chev- 
rolet dealer who died last June 25 
at 58, left an estate of $967,702, 
according to a tax appraisal filed 
in Alameda County Superior Court. 
The estate included shares in 
Crockard Investment Co. and in 
Crockard-Caddel1 Chevrolet Co., 
plus securities and real estate. 

The bulk of the estate was left 
to the widow, Winifred Crockard, 
but the former NADA director also 
bequeathed $50,000 in cash to his 
former secretary, Beulah M. Mc- 
Keeman, for her “years of faithful 
service.” 





..- PUT IN A NEW 
ROCHESTER-GM CARBURETOR 





{Vow ot flew 
Jow <Utees f 


Lowered prices on all new Rochester-GM replace- 
ment carburetors make them by far the best buy 
on the market. They include all the latest engi- 
neering advances. They’re put through all the 
regular stages of quality-controlled manufacture 
... all the rigid tests required by original-equip- 
ment Rochester-GM Carburetors. This means 
that you have maximum assurance that your 
customers will get new car carburetor perform- 


America's 
number one 


carburetors 





ROCHESTER 





GENERAL MOTORS 








ance and economy .. . plus satisfaction that 
will keep them sold on you. Rochester-GM Car- 
buretors are original equipment on GM cars— 
and are America’s number one original equip- 
ment carburetors. You can depend on them to 
give your customers the kind of service that 
makes friends for service personnel and service 
departments. Rochester Products Division of 
General Motors, Rochester, New York. 


Original equipment 


BURETORS 


— 


amounts of chlorides and sulfides, 

A test which one auto maker in- 
sists must be passed before it wil] 
approve an antifreeze consists of 
| circulating the antifreeze through 
an engine at a temperature of 16 
degrees Fahrenheit. 

To force corrosion in the test, 
a specified quantity of chlorides 
and sulfides is placed in the fluid 
and several pieces of different 
metals are coupled together to 
produce galvanic action. 

After operating two weeks, the 
weight of the engine is compared 
to its weight before test. If the en- 
gine’s weight is reduced more than 
'a specified minimum amount, the 
| antifreeze is rejected. 
| * * * 

ALVANIC action is a major 

problem. When cast iron and 
aluminum are nearby in the same 
engine, “galvanic cells” are set up 
by the chlorides or salts in the 
fluid. These cause corrosion. 


| Galvanic cells that eventually eat 
through aluminum can also estab- 
lish themselves when there’s copper 
in the cooling system. Copper and 
brass are found in radiators and 
thermostats. 

In addition to these junctions 
ofsdissimilar metals, the major 
trouble spots in an aluminum en- 
gine are extra-warm surfaces and 
high-velocity areas. 

A further objection of the chem- 
ical companies to the auto makers’ 
tests is that if strictly adhered to, 
they will compel antifreeze makers 
to produce identical products, 
thereby eliminating any competi- 
tive product advantage. 

The only aluminum-engine car 
introduced thus far — Chevrolet’s 
Corvair—avoided the antifreeze 
problem by using air for cooling. 


New Door Lock 
P-D-V Says It’s Safer, 
More Secure 


DETROIT.—Increased safety, se- 
curity, less operating effort and 
quieter action are claimed for the 
new door latch used on all ’60 
Plymouth, DeSoto 
and Valiant cars. 

“The new door 
lock is one of the 
most efficient 
methods of secur- 
ing car doors yet 
devised,” accord- 
ing to Jack E. 
Charipar, chief 
engineer and di- 
rector of product, 
Plymouth-DeSoto- vm; 
Valiant. J. E. Charipar 

One of the commonest causes of 
door latch damage is distortion 
brought about by attempted forc- 
ing of the mechanism when locked, 
according to Charipar. 

The Chrysler design incorporates 
a “freewheeling” device that makes 
it impossible to force the latch, as 
it automatically disconnects the 
handle from the mechanism when 
the door is locked, When the han- 
dle “freewheels,” it gives a sure in- 
dication that the door is securely 
locked, Charipar said. 

When the key is used to lock the 
front door, it disengages the out- 








side handle from the mechanism, ° 


permitting the handle to “free- 
wheel.” To lock the door from in- 
side the car, the interior handle is 
pushed to its forward extremity. 


Naugatuck to Produce 


Flexzone 3-C in Volume 


NAUGATUCK, Conn.—Plans for 
large-scale production of a chemi- 
cal that is said to minimize crack- 
ing in tire sidewalls and treads 
have been announced by Nauga- 
tuck Chemical division, U. S, Rub- 
ber Co. The chemical, Flexzone 3-C, 
will be manufactured at the divi- 
sion’s main plant here, according 
to Earle S. Ebers, general man- 
ager. 

New facilities will be constructed 
to produce the chemical, and oper- 
ation is scheduled to begin before 
the end of 1960. Flexzone 3-C, now 
is being produced in limited quan- 
tities by Naugatuck Chemical. 


Research Facility Going Up 

ANN ARBOR.—Hoover Ball & 
Bearing Co. has started construc- 
tion of a research and development 
building in Saline, Mich., adjacent 
to its machine-tool subsidiary, Uni- 
loy, Inc., according to President 
H. L, Schrock jr. 
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Technical PERSONNEL CHANGES 





The lighting division of Sylvania | 
Electric Products, Inc., has ap- 
pointed P. J. Pollard as Detroit 
area applications engineer for 
Panelescent lighting, Sylvania’s 
new electroluminescent area source 
lighting. 

Pollard previously was with 
Vickers, Inc., as head of an instru- 
ment development group, and with 
Chrysler Corp.’s missile division. 

* * a 
Olsen Joins Formsprag 


Ralph A. Olsen has joined Form- 
sprag Co. as a project engineer. He 
had been a supervising engineer in 









vice-president, and A, G. Eberle, 
Renewal Service, Inc., Philadelphia, 


secretary-treasurer. 
* * cd 


U. S. Rubber Ups Bevilacqua 
Dr. Edward M. Bevilacqua has| 
been promoted to senior research 
scientist at the United States Rub- 
ber Co. research center at Wayne, 
N. J. 
* * * 


Lund Heads Dole Research 


J. K. Lund has been appointed 
vice-president of the research and| 
development division, Dole Valve 
Co. He formerly was vice-president 





been named to a similar position 
with the automotive gear division. 
a ++ + 


Brownyer Heads Research 


For Rockwell-Standard 


Rockwell-Standard Corp. has 
named Nelson R. Brownyer, a com- 
pany vice-presi- 
dent, to the newly 
created post of 
director of re- 
search and devel- 
opment for all 
divisions and sub- 
sidiaries of the 
corporation. 

Since 1957, 
Brownyer has 
headed engineer- 
ing for the firm’s 
transmission and 


N. R. Brownyer 
axle division. Brownyer joined Tim- 
ken-Detroit Axle Co. in 1926. The 


Peterson jr., who has been serving 
as product manager—chemicals, 
has been named manager of En- 
jay’s Mid-Atlantic district, and 
T. Curry Jones, former manager of 
the Mid-Atlantic district, was ap- 
pointed assistant product manager 
—paramins. 
* * * 


Firestone Promotes 


Bruggemeier, 2 Others 


George L. Bruggemeier has been 
named chief engineer for the Fire- 
stone Tire & Rubber Co., Akron, 
succeeding W. K. Adkins, who re- 
tired after nearly 41 years with the 
company. S. T. Wepsic and D. E. 











Chrysler Corp.’s missile division. 
* * * 


Ford Appoints Ponta 
To Engineering Post 
Appointment of Peter H. Ponta 


as manufacturing engineering di- 
rector for Ford Motor Co. has been 


and director of technical services. 
* Eo * 


Eaton Ups Jacobs, Mann 

Robert C. Jacobs has been pro- 
moted from production manager to 
assistant general manager of the 
automotive gear division, Eaton 
Mfg. Co. Cyril J. Mann, former pro- 
duction control manager for jet 








blades in Battle Creek, Mich., has 



















J. F. Randall 


announced by John Dykstra, vice- 
president—manufacturing staff. 

Ponta formerly was general man- 
ufacturing manager of the com- 
pany’s engine and foundry division. 
In his new capacity, he succeeds 
J. F. Randall, who has been named 
manager of Ford division’s expand- 
ed manufacturing engineering op- 
erations. 


* * * 
McCord Appoints Mieras 


Executive Engineer 


Appointment of M. A. Mieras as 
executive engineer in charge of 
all engineering 
activities has 
been announced 
by the McCord 
Corp., Detroit. 

Mieras has been 
connected with 
the automotive 
parts industry for 
30 years. Before 
joining the Mc- 
) Cord organiza- 
' tion, he spent 12 
M. A. Mites years with Novi 
Equipment Co. as engineering and 
sales vice-president and three years 
in a similar capacity with Dearborn 
Marine Engines, Inc. 

* * 





* 


Campbell Named by PSI 


Richard A. Campbell has been 
named vice-president of operations 
of Pacific Semiconductors, Inc. For- 
merly manager 6f the engineering 
department, Campbell succeeds 
Warren B. Hayes, who has joined 
the PSI parent company, Thomp- 
son Ramo Wooldridge, as assistant 
to the president. 

* * 


Plymouth Names Crawford 


Assembly Plant Manager 


Kenneth S. Crawford has been 
named manager of Plymouth’s De- 
troit assembly plant. He succeeds 
William C. Caw- 
thon, recently 
named _ general 
purchasing agent 
for Chrysler Corp. 

Crawford, pro- 
duction manager 
at the plant since 
Oct. 1, has more 
than 35 years of 
experience in the 
automotive indus- 
try. Prior to Oc- 
tober he had been 


2-door or 4-door 
6-passenger BIG 


K. S. Crawford 
at the company’s Evansville (Ind.) 
Plants as manager of manufactur- 
ing engineering and plant manager. 

* oe * 


Crossman Named to Head 


Cast Bronze Bearing Unit 


William H. Crossman, Randall 
Graphite Bearings, Inc., Lima, O., 
has been elected president of the 
Cast Bronze Bearing Institute. 
Other officers are: 

Carter N. Paden jr. Moccasin 
Bushing Co., Chattanooga, Tenn., 






ALL PRODUCTS PRICED FOR 


CROWN CUSTOM STATION WAGON 





division later became Rockwell’s 
transmission and axle division. 


* * * 


Matthies Back at Enjay 


Enjay Co., Inc., announced that 
Arnold C. Matthies has returned 
from an overseas assignment with 









W. K. Adkins 


G. L. Bruggemetier 


Esso Export Corp., to resume his| Engle were named assistant chief 
position as product manager—| engineers. 


chemicals for Enjay. Harry W.' Bruggemeier, with Firestone 


MR. DEALER... 
LET’S 
TALK 


Now for the first time you are offered a FULL COMPLETE 
LINE of imported cars...a line enjoying fantastic nation- 
wide success...a line with the HIGHEST PROFITS IN 
ITS CLASS! TOYOPET, with the biggest parts-per-car 
inventory of any import—is available in a wide choice 
of color combinations; features more easy to see — easy 
to sell EXTRAS than cars costing many times its low 
price. Manufactured and distributed by one of the 
world’s great automobile companies. 


COMPLETE LINE 


TOYOTA 


4-door FULL 6-passenger 
33-miles-per-gallon economy 
unmatched luxury! 


PLUS! 


COMING SOON 


BONUS ADDITION TO TOYOPET LINE! 

Designed specifically for the American market, a new 
4-passenger, 4-door super economy sedan will be an- 
nounced this spring. This car will be competitive with 
the lowest priced cars on the market — but will have 
incomparably more selling features. Be a part of the 





ABOUT PROFIT 


IMMEDIATE SELLING 


since 1924, has served in various 
engineering capacities in the com- 
pany’s domestic and foreign plants. 
He was named assistant chief engi- 
neer in 1956. 

Wepsic joined Firestone’s engi- 
neering division in 1936 and has 
been associated with the company’s 
synthetic rubber, petrochemical and 
plastics operations. Engle started 
with the rubber firm 24 years ago 
and served as plant engineer at 
Firestone’s Memphis plant for 10 


years. 
* * * 


Gebo, Moult Advance 


At Hyatt Bearings 

Hyatt Bearings division of Gen- 
eral Motors, Harrison, N. J., has 
named John H. Gebo to the newly 
created position of assistant chief 
engineer-automotive bearings, and 
John F. Moult jr. to new duties as 
assistant chief engineer-design re- 
search and development. 

Gebo, whose headquarters will be 
at Detroit, formerly was product 
engineer in the engineering depart- 
ment of Chevrolet Gear and Axle. 
Moult has served Hyatt as assistant 
chief engineer-aircraft bearings 
since 1956. 


TOYOPRPET 





LANDCRUISER 
Mighty 120 HORSEPOWER 6-cylinder 
4-wheel-drive...unequaled anywhere. 
Soft or hard top models. 


WRITE OR PHONE YOUR 
NEAREST REGIONAL OFFICE 


LOS ANGELES (Mr. F. Mullen) OL 7-2700 
8701 Beverly Boulevard 

SAN FRANCISCO (Mr. 0. Dahi) SU 1-7452 
Room 205, World Trade Center 

NEWARK (Mr. H. Lane) Bi 8-3450 
231 Johnson Avenue 

CHICAGO (Mr. E. Wehle) BR 46101 
2906 West Peterson Avenue 

SEATTLE (Mr. V. Petri) EM 3-6502 
11037 Fremont Avenue 

DALLAS (Mr. H. Holmes) DA 1-5659 
9795 Twin Creek Circle 

MIAMI (Mr. L. Grooms) FR 7-2106 


huge national advertising push which will send off 
1960's hottest imported vehicle / ; 


2955 N.E. 7th Avenue 





FORD FAMILY OF FINE 171 OF A SERIES 
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There’s a Ford Industrial Engine for every application 


Wherever power is needed, there’s a market for Ford Industrial engines! That’s 
proved by the fact that these rugged and versatile workers are presently being used 
in countless categories of business, industry and farming . . . literally hundreds of 
applications everywhere—from asphalt distributors to zoo trains! Small wonder that 
a growing number of Ford Motor Company dealers are acquiring the Ford Industrial 
Engine franchise. 


What are the advantages of becoming a Ford Power dealer? Here are just a few: 


e Extra profit line—The Ford Industrial Engine Line ties in perfectly with 
your present retail operation. You profit directly from sales of Ford engine 
assemblies and power units—profit further on service and repairs. And 
Industrial Engine work in your shop improves over-all service absorption. 


e Low investment—There is no great financial outlay for stock, facilities or 
extra personnel. 


e Greater parts sales—Many industrial engine parts are in great demand. 
You may limit your stock to fast-selling items. Complete engine and power 
unit inventories are carried by Ford Industrial Products dealers. 


e Added service volume—Ford Industrial Engines, including Diesel models, 
are easy to service. That is because most parts are identical to those used in 
Ford trucks and tractors. Repairs and maintenance can be handled quickly 
and efficiently by any qualified Ford mechanic! 


And that’s not all. Since some Industrial Engines must be tailored to suit the specific 
application, Ford Division has established a nationwide network of Industrial Power 
Headquarters to provide dealers with the technical assistance and equipment neces- 
sary to take full advantage of every sales opportunity. 


Ready-made market, low investment, increased parts and service volume—all together 
they offer an impressive profit potential for you as a Ford Motor Company dealer. 
Why not investigate? For complete information about a Ford Industrial Engine Fran- 
chise write to: Industrial Engine Dept., Ford Motor Company, Dearborn Michigan. 
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Checking Quality of '60 Pontiac— 


Control of quality at Pontiac requires a variety of special test equipment. Above 
left, all new Pontiacs are driven over railroad ties in a check for body rattles. Above 
right, water tightness at simulated cruising speeds is determined in a special spray 
booth. Lower left, plating is measured to the millionth of an inch by means of acids 
and electronic equipment. Lower right, carburetors are checked against air-fuel ratio 
specifications on a flow-test stand. 


‘No Detail Is 


PONTIAC.—Strict adherence to 
high quality-control standards has 
been a major factor in Pontiac’s 
successful bid for a larger segment 
of the medium-price market, ac- 
cording to S. E. Knudsen, Pontiac 
general manager. 

“Public faith in Pontiac as a 


top quality automobile is contin- | 


ually increasing as is evidenced 
by our customer questionnaires, 
dealer surveys, service reports 
and our Distinguished Owner 

Program, which now includes 

27,000 members who have driven 
at least 100,000 Pontiac miles,” 

Knudsen pointed out. 

“U, S. passenger-car registra- 
tions, which indicate 82 percent of 
all Pontiacs built since World War 
II are still on the road, add fur- 
ther proof to this quality reputa- 
tion,” he said. 

“The quality of engineering and 
manufacturing in the 1960 Pontiac 
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Key to Pontiac Quality, Says Knudsen . . . 






Overlooked’ 


| offering advanced styling, increased 
performance and economy, more 
comfortable ride and better han- 
dling characteristics.” 

The answer to Pontiac’s success 
with quality is extreme thorough- 


ness in all details, according to 
Knudsen. 

“We are well aware that even 
| the slightest customer aggravation 
|—a small dust leak or body rattle— 


AC Tailor-Makes Parts 


|For Use in Corvair 

FLINT.—A group of unusual au- 
|tomotive parts, tailor-made for 
| Chevrolet’s compact Corvair, is 
| being manufactured by AC Spark 
| Plug division of General Motors. 
Everything from fuel pump to 
;air cleaner, from spark plugs to 
| oil filter, is engineered to meet the 








| specific requirements of Corvair’s 


is the best in our history,” Knud-| revolutionary “pancake” aluminum 


sen asserted, “As a result we are 


‘engine, AC engineers say. 





Womans angle on an extra sales point... 
the luxury and practicality in fabrics 
containing DuPont Upholstery Nylon 


While he’s checking over the motor, she’s doing a little checking of her own on style 
and value. You'll want to point out to her the quality and fashion of the fabrics when 
they contain Du Pont Upholstery Nylon, as in this 1960 Bel-aire Chevrolet. She knows 
nylon upholstery in her home. She's already sold on the long wear it gives, the lux- 
ury, the year-round comfort. You're smart to get her on your side right away with 
Du Pont Upholstery Nylon. He pays the bills—but he pays attention to her first! 
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BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


AEG. U. 5. Pat. OFF 
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can cost us a repeat sale,” he said, 

“Prior to 1960 model produc. 
tion,” he said, “we built a sub. 
stantial number of cars on a pilot 
line under the close surveillance 
of our key quality control, engi- 
neering and manufacturing peo- 
ple. 

“Two pilot manufacturing cars 
were assembled and re-assembled 
14 times by our regular assembly 
line employes for educational pur- 
poses. Two pilot quality check cars 
were built during this program to 
check transmissions, differentials, 
carburetors and other functiona] 
components. 

“Due to this pre-production ac- 
tivity we achieved the smoothest 
model start ever initiated at Pon- 
tiac,’” Knudsen revealed. “We are 
confident that the ultimate result 
of these practice sessions and an- 
alysis of quality check cars will be 
increased customer satisfaction.” 

Knudsen said Pontiac employs 
approximately 700 inspection em- 
ployes who perform more than 
15,000 quality checks on Pontiac 
and vendor-manufactured parts 
during the production of a single 
auto. 

All V-8 engines undergo a strin- 
gent check on the test stand and 
every new car has a road test on a 
specially built track behind the as- 
sembly plant, he added, 

Under Pontiac’s quality audit 
system, engines and differentials 
are completely disassembled per- 
iodically for a check of all dimen- 
sions, he continued, and one new 
car daily is completely analyzed 
for engineering specification re- 
quirements on all functioning parts, 
paint, trim installation and bolt- 
and-screw torque. 

New electronic test equipment 
checks for differential noise under 
simulated driving conditions and 
carburetors are checked against 
air-fuel ratio specifications on an 
elaborate new flow test stand, 
Knudsen said. 

At least one set of Pontiac bump- 
ers and bumper guards are sub- 
jected to a daily 18-hour spray of 
acetic acid, cupric chloride, and salt 
to determine chrome durability, he 
added. Other special equipment 
tests for water and oil leaks, bolt 
torques, braking and wheel align- 
ment characteristics, and density 
of plating materials, he said. 

Knudsen said he checks quality 
personally by driving a different 
new car home daily and also keeps 
a close watch on the survey cards 
maintained by company car driv- 
ers. 


Airless Tires 
Goodyear Official Tells 


Of Research 


ATLANTIC CIT Y.—Automobile 
tires which need no air are prom- 
ised by recent research in the rub- 
ber and plastic industries, the 
American Society of Mechanical 
Engineers was told at its meeting 
here. 

According to a paper presented 
by Leora E. Straka, research librar- 
ian for Goodyear Tire & Rubber 
Co., airless tires would be achieved 
by filling the tires with a special 
urethane foam similar to the 
spongy material used as padding on 
some automobile dashboards. 

The report said there is no im- 
mediate prospect of commercial 
production for such tires, however. 

Also reported was the develop- 
ment of a satisfactory adhesive for 
dacron and rubber, resulting in 
tires with dacron cord which pro- 
vide increased mileage and an im- 
proved ride. There was no indica- 
tion when the dacron tires would 
be available. 

Also reported were the prospects 
of an entirely new type of tire for 
space vehicles which needs no in- 
flation and is capable of withstand- 
ing temperatures of 1,000 to 2,000 
degrees Fahrenheit encountered re- 
entering the earth’s atmosphere. 


Vichek Assets Pavchased 


By Pendleton Tool Industries 


CLEVELAND. — Pendleton Tool 
Industries, Inc., Los Angeles, has 
purchased Vichek Tool Co., accord- 
ing to E. C. Koster, Vichek presi- 
dent. The deal included operating 
assets only, he said, including the 
forged-tools plant here and the 
plastics division in Middlefield, O. 

The assets will be transferred to 
a wholly owned subsidiary of Pen- 
dleton which will continue to oper- 
ate as Vichek Tool Co., Koster said. 
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ts, “TV Guide was the first weekly magazine to top 77,000,000 “Show me a magazine that can increase its advertising revenue 


—and they’re over by a quarter of a million” 46% in one year, and I’m interested” 
nt 
a With circulation surging ahead, TV Gutpe’s 1959 guarantee climbed to No magazine’s advertising revenue goes up almost half again in a year 
st 7,250,000. Two new editions were added (Arkansas, Arizona-New Mexico), without good reason. TV Gutpe delivers results to its advertisers—that’s 
a bringing the total to 53. Here, in the nation’s top circulation weekly, adver- why it was able to rack up a 46% increase last year, the greatest percent 
tisers also find the most realistic regional flexibility, and the most efficient gain of all weekly magazines. Advertising growth is a prime measure of 
cost per thousand ($2.00) rate structure in the publishing field. advertising value, and TV Gurpe’s gains are proof of value received. 


£ 








“When people like Pillsbury, General Mills, and General Foods “It’s not hard to explain their success—the need was there, 


move into TV Guide, I say we belong there too” ‘ and they did something about it” 

Many new major advertisers marched onto the pages of TV Gurpe in 1959. TV Gui is television’s authoritative voice, in color and in print. With its 
Frequently they proved the magazine’s pulling power with keyed offers. accurate and detailed program information, skilled reporting, thoughtful 
The long list of newcomers includes names like Johnson & Johnson, Rinso, editorial commentary, and roster of important contributing writers, 
General Electric, Jell-O, Chase and Sanborn, Baker’s Coconut, Campbell TV Gute fills a basic need for the millions of selective television viewers. 
Soup Co., Nescafé, Swans Down, Pillsbury, Southern Comfort, Campana, As a result it has become as much a part of the 

Raytheon, Birds Eye, General Mills, Smith Brothers, Ronson Corp. Why American living room as the TV set... and 

don’t you join this fast-growing group of blue-chip TV Gute advertisers? America’s best-selling weekly magazine by far. 





America’s best-selling weekly magazine...circulation guarantee 7,250,000 
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Pittsburgh Plate Glass Co. has 
announced the appointment of two 
divisional vice-presidents. They are: 

Paul A. Ketchum, glass-sales 
vice-president for the merchandis- 
ing division, and Howard J. Mather, 
industrial-sales vice-president for 
the paint division. 

x + & 


Goodenberger Joins Abel 


Abel Corp., of Columbus, O., an- 
nounces the appointment of Harry 
T. Goodenberger as a vice-president 
of the tire division. 

Before his seven-year association 
with Dayton Rubber, as vice-presi- 
dent in charge of tire sales, Good- 
enberger was with B. F. Goodrich 
and Goodyear. 

* 


* * 


Cole, Whitmer Appointed 


Chevrolet Plant Managers 
The appointment of two plant 





Press Previews Chrysler's 300F— 


At the Chrysler 300F press preview at the Tavern on the Green, New York, William 
Randolph Hearst jr. sits at the wheel of the new car before he and auto enthusiast; Managers has been announced by 
James Melton, left, take off for a test drive in Central Park. Talking over the car with | Chevrolet. Arthur R. Cole will head 


them are E. M. Braden, center, Chrysler-Imperial general sales manager, and R. M.| the Buffalo axle plant and Harry 
Rodger, chief engineer. L. Whitmer will manage the Li- 
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HOT PHOSPHATING LINE— 
5742 Ibs. steam per hour 
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COLD BONDERITE LINE— 
1561 Ibs. steam per hour 
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and the St. Louis and Newark, Del, 
assembly plants. 

At the same time, E. W. Engel 
was promoted to director of pro- 
duction control for the car ang 
truck assembly group. 

Stover, 50, joined Chrysler in 1932 
as a production employe at the 
Jefferson plant. Engel, 54, joined 
Dodge in 1925. 

* 


vonia (Mich.) spring and bumper 
plant. 
Cole succeeds Ralph L. Petersen, 
cae has retired after 42 years with 2 
evrolet. Whitmer replaces Robert ° 
B. Dow, promoted to manager of Hester Named Sales Chief 
the productive equipment depart-| Of Ammco Automotive Unit 
ment at the central office in De- R. D. Hester has been named 


troit. general sales man. 
ager of the au- 
tomotive division 
of Ammco Tools, 
Inc., North Chi- 
cago, Ill. 

Hester has been 
automotive divi. 
sion manager for 
Thermoid Co. the 
last three years, 
He has 29 years’ 
experience in the 


x * * 


Moellinger Gets Sales Post 


R. W. Moellinger has been ap- 
pointed director of two sales de- 
partments consolidated by FWD 
Corp. He had been Western man- 
ager of the firm’s defense and spe- 
cial projects section. 

* * * 


Stover, Engel Boosted 


In Chrysler Output 
G. H. Stover has been promoted 





R. D. Hester 
automotive aftermarket, 
from director of production control 2 


at Chrysler Corp. to general plants 
manager with the following plants 
under his direction: Plymouth and 
Jefferson assembly plants and Wy- 
oming export plant, all in Detroit, 


Fox Promotes Diehl 


moted to West Coast sales manager 
of Fox Products Co.’s automotive 
division. He had been assistant 
sales manager in Philadelphia. 

” os * 


Shields Named Vice-President 


Of Superior Coach Corp. 
Dwayne A. Shields has been 


sales manager of 
Superior Coach 
Corp., Lima, O. 
He formerly was 
general sales 
manager. 

Prior to becom- 
ing general sales 
manager in 1957, 
Shields was gen- 
eral sales man- 
ager of Superior’s 
southern division 
at Kosciusko, 





D. A. Shields | 
Miss. In 1950, Shields was active in | 


the planning, 


southern plant. 
* * * 


Holland Joins Wells Mfg. 

W. S. (Bill) Holland, winner of 
the 1949 Indianapolis “500,” has 
been appointed a special represent- 
ative of Wells Mfg. Co., manufac- 
turer of ignition parts, fuel pumps 


and fuel filters. 
a oe Ke 


Holloway Named Budd V-P 


Dr. Marshall G. Holloway has 
been elected a vice-president of 
Budd Co. He will direct research 


programs. 
* * of 


Sims, Lilley Promoted 
By Packard Electric 


Herbert R. Lilley, manager of 
the Detroit office of Packard elec- 
tric division, General Motors Corp., 


construction, devel- | 
opment and organization of this * 


| ee e WITH COLD BONDERITE SYSTEM 


A manufacturer of household appliances decided to find out for himself! Steam 
recorders were hooked to two identical 5-stage phosphating lines—one using 
conventional hot solutions and the other line using the Cold Bonderite System. 

Steam consumption on the “hot” line measured 5742 pounds per hour; the 
mee line used only 1561 pounds per hour. A difference of 4181 pounds, 
or 72.8%)! ‘ 

Converted to dollars, the manufacturer estimates that Cold Bonderite on the 
one line, operating 8 hours per day, will save $25,878 per year. 

He is changing his other phosphating lines to the Cold Bonderite System as 

quickly as he can! 

Cold Bonderite Systems operate at temperatures from 40 to 75° below con- 
ventional phosphate systems for surface treatment of metals. Coatings are of 
highest quality. Savings are automatic. Balanced formula- 
tion permits the use of accelerated solutions, easy to 
operate and control. You can choose between zinc or iron 
phosphates. Spray or immersion application to fit your 
production requirements. 

The changeover to a Cold Bonderite System is simple and 
quick. Act now. You can have it installed and Geukina to 
save you money by this time next week. 


Call in your Parker representative today! 





Parker Rust Proof Company 


2164 E. MILWAUKEE, DETROIT 11, MICHIGAN 


BONDERITE and BONDERLUBE PARCO COMPOUND PARCO LUBRITE—wear 
aids in cold forming of metals rust resistant resistant for friction surfaces 


TROPICAL—heavy duty 
maintenance paints since 1883 


BONDERITE corrosion 
resistant paint base 


*Bonderite, Bonderlube, Parco, Parco Lubrite—Reg. U.S. Pat. Off. 











H. R. Lilley R. H. Sims 
has been named sales manager of 
cable products and has transferred 
to the division’s home office in War- 
ren, O. 

Robert H. Sims, sales engineer 
operating out of the Detroit office, 
has been promoted to manager of 
the Detroit office succeeding Lilley. 

ok x * 


Elliott Retires; Fasun Heads 


Ford’s Twin Cities Plant 


Robert Elliott, who joined Ford 
Motor Co. 34 years ago asa laborer, 
has retired as manager of Ford's 
Twin Cities assembly plant in St. 
Paul. 

He has been succeeded by Floyd 
O. Fason, formerly assistant man- 
ager. Fason has been with Ford 
since 1928 and was manager of the 
Ford division’s Buffalo assembly 
plant before moving to St. Paul. 

od * 7 


Dow Appoints Oliver 


W. Hampton Oliver has been 
named to represent Dow Chemical 
(Continued on Page 33, Col, 1) 


Thomas A. Diehl has been pro- | 


named vice-president and general © 
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(Continued from Page 32) 


Co.’s textile fibers department in 
the Detroit automotive market. He 
formerly was in Dow’s Camden 
office. Dow has terminated its 
agreement with J. W. Gillette Co., 


Detroit. : ‘ 
American Motors Promotes 


Mueller and Monson 

Joseph W. Mueller has been 
named manufacturing manager of 
American Motors Corp.’s automo- 





D. H. Monson 


3. W. Mueller 
tive division, according to E. _W. 
Bernitt, automotive operations vice- 
president. 

Donald H. Monson, former manu- 
facturing engineer, has been named 
to succeed Mueller as works man- 
ager of the Kenosha (Wis.) plant. 
Mueller has been with the firm 
since 1929. 5 tl 


x 
Airtex Ups Cavanaugh 


To Sales Manager 
Frank Cavanaugh has been pro- 
moted to sales 
manager of the 
automotive divi- 
sion, Airtex Prod- 
ucts, Inc., Fair- 
field, Til. 
Cavanaugh join- 
ed Airtex in 1948, 
served as a terri- 
tory representa- 
tive, zone man- 
ager, and most 
: recently, was 
Frank Cavanaugh charged with the 
responsibility of distribution of the 
company’s products throughout the 
Northeastern U. 8. 
eZ 
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Ford Promotes Dery 
Francis J. Dery has been ap- 
pointed safety director for Ford 
Motor Co. He formerly was safety 
engineer for Ford’s metal stamping 
division. Dery succeeds Raymond 
D. Harvey, who has resigned. 
a” * 


Rubbermaid Shifts Kingsbury 


To New York Sales Post 
Orville Kingsbury, manager of 
automotive jobber and distributor 
sales for Rubber- 
maid, Inc., Woost- 
er, O., has been 
named to head 
the company’s 
automotive sales 
program in the 
New York area. 
Previously, both 
automotive sales 
and housewares 
chain and speci- 
alty sales in the 
New York area 


Orville Kingsbury 

were handled by Charles L. Martin. 

Martin will continue to direct Rub- 

bermaid’s sales program in chain 

sell staat housewares in New 
ork, 


* ~ * 
Manufacturers’ Rep Firm 


Is Set Up by Crowder 


C. R. Crowder, who resigned last 
year as president of Van Norman 
Machine Co., has formed C. R. 
Crowder Co., to serve as a manu- 
facturers representative, with head- 
quarters in Los Altos, Calif. 

Crowder, with Van Norman 30 
years, will handle both automotive 
and industrial products. He plans 
to distribute nationally such re- 
Placement items as diamond dress- 
ers, tool bits and grinding wheels 
for automotive equipment. 

+ ea + 


Bishop, Howlett Are Elected 


V-Ps of Textron Electronics 
John F. Bishop has been elected 
executive vice-president of Textron 
Electronics, Inc., and Mark K. 
Howlett has been named marketing 
Vice-president. 
Prior to joining Textron Elec- 





tronics, Bishop was general man- 
ager of Beckmann Instruments new 
systems division. Howlett was mar- 
keting manager of Beckmann’s 
scientific and process instrument 
division before joining Textron. 

* * * 


C. B. DeVlieg Is Appointed 


DeVlieg Machine Chairman 

Cc. B. DeVlieg has been named 
chairman of DeVlieg Machine Co. 
He had been president. C. R. De- 
Vilieg, formerly executive vice- 
president, has been named presi- 
dent. 

Richard A. Jerue, who was chief 
engineer, has been appointed engi- 
neering vice-president, and Allen 
N. Sweeney, chief engineer of the 
microbore division, has been named 
director of engineering and re- 
search for the company. 

+ * od 


Stevenson Joins Anthony 


In L. A. as Area Manager 
J. A. Stevenson, veteran motor- 












car. sales executive, has been ap- 
pointed area manager of Earle C. 
Anthony, Inc. Borgward and Daim- 
ler distributor for the territory west 
of the Mississippi and distributor of 
BMW 700 and NSU Prinz. 

Stevenson will work for R. J. 
Thor, Anthony’s resident manager 
at Los Angeles headquarters. 


* * * 


Xcelite’s Farrington Retires 


F.. Birney Farrington, 73, founder 
and president of Xcelite, Inc., has 
announced his retirement and the 
oo of Arch Warden as presi- 

ent. 


ZeoalA 





LS, 


Willys Export Names Garner 
Assistant Merchandising Chief 


John H. Garner has been named 
assistant merchandising manager 
of Willys-Overland Export Corp. 

Garner had been with Chrysler 
Corp. in international marketing 
for the last seven years. 

* * * 


GMAC Adds 4 to Board, 


6 Get New Executive Posts 
Four members have been added 
to the board of General Motors Ac- 
ceptance Corp.—Thomas F, Gentle-|U. S. borrowing; Brush, financial 
man, vice-president in charge of| vice-president; Van Buren Thorne 
U. S. branch operations; Warren H.| jr., director of public relations; 


ty-ouc 


“Don’t give me that, you never 
heard a door close so quiet!” 





Wilson, Willcox B, Adsit and Allen 
S. Brush. 

New executive appointments in- 
clude Wilson, vice-president in 
charge of the development staff; 
Adsit, vice-president in charge of 
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Robert F. Murphy, treasurer, and 
Robert D. Reinhardt, comptroller. 
* * + 





Reitkopp Is Appointed Rep 
Of Parts Rebuilders Assn. 


Marvin J. Reitkopp has been ap- 
pointed Western representative of 
the Automotive Parts Rebuilders 
Assn, 

Reitkopp had been treasurer of 
the General Packaging Corp. of 
New York. 

* * * 


Bowes Elected President 


Of Bowes ‘Seal Fast’ 


Robert M. Bowes II, 28, has been 
appointed president of Bowes “Seal 
Fast” Corp., In- 
dianapolis. 

Bowes began 
his career with 
the company dur- 
ing his school 
years, and in 1952 
became a fulltime 
Bowes salesman 
and distributor. In 
1956 he became 
the company’s ad- 
vertising m a n- 
ager and a year R. M. Bowes 
later was appointed executive vice- 
president. In 1959 he was appointed 
executive vice-president and gen- 
eral manager. 








Full size or compact... again in ’60, the tail lights are 











acrylic plastic molding 
powder for tail lights, 
parking lights, instrument 
panels, nameplates, 
medallions and dials. 
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Plexiglas 





Chemicals for Industry 


i) ROHM & HAAS 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


PLEXIGLAS is a trademark, Reg. U.S. Pat. Off. and other principal countries in the Western Hemisphere. 


DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way Building, 20211 Greenfield Road, BRoadway 3-0674 * IN CANADA: Rohm & Haas Company of Canada, Ltd., West Hill, Ontario 
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Greetings in Rubber— 


Leo Berg, mayor of Akron, holds a goodwill message inscribed in rubber from 
the people of Akron to the people of Amiens, France, site of Goodyear Tire & Rubber 
Co.'s new tire and tube manufacturing plant. Goodyear officials shown inspecting 
the unique “rubber” message and cornerstone for the new plant are, from left, P. E. H. 
Leroy, board vice-chairman; E. J. Thomas, board chairman, and F. T. Magennis, presi- 
dent, Goodyear International Corp. The mayor's message was microfilmed, inserted 
in the cornerstone and shipped from Akron to Amiens. 





100 Towns Join in Drive... 


Courtesy on the Road 


MUSKEGON, Mich—Nearly 100 
communities in 32 states have join- 
ed Sealed Power Corp. in its “Cour- 
teous driver award” program. The 
program seeks to promote traffic 
safety by honoring drivers who, by 
their courteous motoring habits, 
contribute greatly to keeping the 
accident toll at a minimum. 

Motorists who are honored re- 
ceive a small red and black wind- 
shield sticker bearing the legend, 
“Courteous Driver Award” and 
“Presented by the Police Depart- 
ment.” The officer awarding the 
sticker places it on a window of 
the car. 

Started on a trial basis in Wau- 
kegan, Ill., in November, the cam- 
paign has spread to all parts of the 
country, according to Sealed Power 
officials. Among cities taking part 
are Long Beach, Calif.; Miami 
Beach and Key West, Fla.; South 
Bend, Ind.; Niagara Falls, N. Y.; 


Olympia, Wash.; Baton Rouge, La., 
and Santa Fe, N. M. 

Enforcement bodies in Muskegon 
County, Mich., home of Sealed Pow- 
er, have adopted the program on a 
countywide basis, Eight commu- 
nity police departments and the 





°59 Leasing Business 


Up 20 Pct., Lee Reports 


CLEVELAND.—Lee Fleet Man- 
agement, Inc., national fleet man- 
agement and leasing organization, 
has announced that business in 
1959 increased 20 percent, 

The firm said it now has an 
annual rental income of more 
than $7.8 million and expects a 40 
percent increase in 1960 due to 
the tighter money market, which, 
Lee said, is making more busi- 
nesses turn to auto leasing as a 
way of releasing capital. 








BENDIX 





STARTER DRIVES 








ER ONE 





OVER 130,000,000 TIMES 


The selection of Bendix* Starter Drives for over 130,000,000 automotive vehicle 
installations speaks for itself on the kind of performance these Drives deliver. They’re 
first choice, too, for aircraft, locomotives, inboard and outboard motors, and earth 
movers. In short, whatever the type of internal-combustion engine, you can start 
it better—more dependably and at lower cost—with a Bendix Starter Drive. 


*REG. U.S. PAT. OFF. 


Bendix-Elmira [iy 
Eclipse Machine Divisien JT 
Elmira, New York 





sheriff’s department are partici. 
pating. 

Best reception has come from 
|Florida and Illinois. Seven com- 
munities in each state are par. 





Police chiefs in nearly 1,300 
communities of 10,000 or more 
population have been invited to 
join the program, They were ad- 
vised that the program has been 
designed as a long-term project 
to make motorists more aware of 
the benefits of courteous driving, 
Police in the participating cities 

are using the same basic rules for 
awarding courteous driving honors, 

They are: The driver indicates all 
turns and stops, with hand signals 
when possible; he approaches inter- 
sections prepared to stop; he yields 
right-of-way to pedestrians and 
other vehicles at intersections; he 
approaches in and makes turns 
from the proper lane; he keeps to 
the right except when passing or 
preparing to turn left. 

Also, he dims lights when ap- 
proaching or following other ve- 
hicles at night; he uses caution 
when entering the flow of traffic, 
he drives at a safe distance behind 
the car ahead, and he is decisive, 
but not overbearing, in maneuver- 
ing his auto. 

“Every police chief we have 
heard from so far has been enthus- 
iastic about the program,” said 
Harris Botruff, Sealed Power vice- 
president. 

In the words of one chief, “It is 
a program that not only improves 
traffic safety, but also is a good 
public relations program for our 
police department, for its identifies 
our officers with a happy rather 
than an unhappy occurrence.” 

Officers in the communities par- 
ticipating are awarding an aver- 
age of three “Courteous Driver 
Award” stickers a day, according 
to initial reports. 

“We’ve learned that courteous 
drivers aren’t as easy to find as 
some persons may believe,” said 
Botruff, “but it is our hope that 
in at least some of the communi- 
ties participating, Officers soon 
will be awarding more courteous 
driver awards than they are 
tickets for traffic violations re- 
sulting from discourtesy.” 

A complete publicity kit has been 
prepared by Sealed Power for 
police departments conducting the 
program. It includes precampaign 
stories for local newspapers and 
radio and TV stations, sample 
stories on the first motorists to 
receive the award, suggestions or 
news photos, spot TV and radio an- 
nouncements and an_ instruction 
sheet telling how to use the kit. 


| ticipating. 


Williams Reveals 


Midget Turbojet 


DETROIT. — Development of a 
turbojet engine weighing 23 pounds 
and producing 70 pounds of thrust 
has been announced by a Detroit 
area research engineer. He called it 
the world’s smallest turbojet. 

The engine wag developed by 
Williams Research Corp., Walled 
Lake, Mich. Earlier, Sam Williams, 
company president, announced de- 
velopment of what he called the 
first lightweight gas turbine engine 
using the heat-exchange principle 
and the first demonstration of 4 
gas-turbine-powered small pleasure 
boat. 

Williams said the new engine's 
jet power approaches the thrust- 
per-pound ratings of the huge jet 
engines powering commercial trans- 
ports and military aircraft. 


Used-Car Notes 


SCRANTON, Pa.—Twelve Lacka- 
wanna County dealers have joined 
the Pennsylvania Independent 
Automobile Dealers Assn. The firms 
are: Montclaire Motors, Shorten 
Motors, Rinaldi Motors, Kelly Mo- 
tors, Noto Motors, Loftus Motors, 
Minooka Motors, Golnick Auto Co., 
Mid-Way Auto Service, Gronski’s 





Used Cars, Lemongelli Brothers 
and Moosic Auto Sales. 
” * * 


Dealer Gets City Post 


LOVINGTON, N. M.—Joe Wither- 
spoon, owner of Witherspoon Motor 
Co., a used-car outlet, has been 
named to the City Commission to 
fill an unexpired term. He will 
serve until January, 1961. 
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In the Letterbox 





(Continued from Page 12) 


are left using that kind of tactics 
the public will take care of. 

This could be a grand and hon- 
orable business, Mr. Ford, if we 
just had some leaders that would 
practice what they preach.—An- 
orHEeR Captive DeaLer (Nebraska). 

* * * 












































Dealers, Take Heart 

Much has been written through- 
out the last few years on the sub- 
ject of dealer competition and the 
whys and wherefores of holding 
your own, or keeping what you 
have, in the ever-controversial car 
industry. 

Sometimes, I wonder. Do the 
“experts” who pen advice to sick 
and worried car dealers know busi- 
ness at all, or do they sit and read 
over what someone else has already 
written, then come forth with a 
completely new version of their 
own; the same ideas but, of course, 
in different wording; and all of it 
with complete disregard for two 
small forgotten items—human na- 
ture and individuality. 

I have been employed with an 
automobile dealership for 11 
years in a capacity that most 
dealers, for some bewildering rea- 
son, pay too little attention to, 
the accounting end. I have 
watched it decline from a 70-em- 
ploye, three new-car agency sales 
and service, to a six employe, one 
new-car agency, sales only. 
Throughout these years I have 
religiously read automobile mag- 
azines and news circulars through 
and through, have watched my 
employer do the same, and can’t 
honestly say I have read any ar- 
ticle that could have -helped the 
particular problem of this busi- 
ness. 

Why doesn’t someone start advis- 
ing these poor, tired, businessmen 
to stop paying attention to what 
others are doing and start running 
their business from their own 
hearts and with their own intelli- 
gence. It will never cease to amaze 
me that a man will work hard for 
years toward the much desired goal 
of a business of his own, and then, 
when he has finally obtained it, al- 
low the masses to influence his 
mind to such an extent he has lost 
all faith in himself, in fact begins 
to regard himself as stupid. 

And you wonder what happened 
to the boys with their college spirit; 
the boys who stood top in their 
classes; the boys who were brilliant 
orators or who surpassed others in 
mathematics; the boys who started 
out in the corner grocery or small- 
town bank, and worked their way 
with their own intelligence to envi- 
able ranks in their communities. 

This latter is not uncommon, You 
hear it from businessmen the coun- 
try over when speaking of their 
youth. What happens in those in- 
between years to belittle a perfectly 
normal business head into believing 
that everyone else knows so much 
and he knows so little. The answer, 
I believe—the influence of the 
masses. 

You have only to pick up the 
advertising section of a news- 
Paper to see the result of mass 
influence. I have come to con- 
clude that the placers of automo- 
bile advertisements in papers 
today have only one thing in 
mind when the advertisement is 
Prepared, and that is, how it is 
going to look to another dealer. 
The public is completely forgot- 
ten; the human nature of the 
man behind it is forgotten; and 
the individual need of the com- 
pany is forgotten. 

Cannot something be done 
through magazine publications such 
as Automotive News to quell this 
Mass business sales and volume 
hysteria, and restore to the dealers 
—faith and belief in themselves as 
individuals at the head of perfectly 
reputable retail businesses? The lift 
to their ego alone would result in- 
directly in more increased sales and 
Public goodwill, than could be ob- 
tained from sheet paper listing 
“do's” and “don’ts” long enough to 
Teach from coast to coast. Perhaps 
& complete publication devoted en- 
tirely to true-life stories depicting 
numerous businessmen’s rise to the 
top, or the Abraham Lincoln story 
On every other page. 

Tt is my opinion that most busi- 


nessesmen know what is the matter 
with their business, and it has long 
been known that what we draw 
attention to we increase. Therefore, 
an enthusiastic, optimistic, se] f- 
confident approach must be cir- 
culated if we are to wipe out the 
present feeling of failure that 
seems to dominate the car indus- 
try everywhere. And it is certain 
that the outlook of the individual 
dealer must change if the industry 
is going to increase favorably in 
the eyes of public opinion— 
E. M. M.—Ontario, 


* * * 


Eprror’s Note: Many fail to 
understand the role of publica- 
tions, especially business publica- 
tions. Speaking for ourselves, ‘we 
do not seek to tell. dealers how to 
run their businesses, but rather 
to supply them with significant 
information concerning the auto 
business, and to disseminate 





ideas, even as we disseminate 
those of E. M. M. 
* * * 


‘Compact’ Panhard 


I just finished reading your ex- 
cellent article, “X-Raying the Im- 
port Market,” in the Dec, 28 issue 
of Automotive News. 

We appreciate all the mentions 
that you give to Panhard but we 
would like to call your attention 
to the fact that the Panhard falls 
into the compact-car category 
rather than in the small-car class. 

If you look at our comparison 
chart, which we have in our two- 
page spread ad in the Dec. 7 issue, 
you will note that the seating ca- 
pacity, overall length and especially 
the luggage space are in the com- 
pact-car class. The only small-car 
comparison is in price.—KInGsBurY 
E. Moore, National Advertising 
Agency for Panhard, Hempstead, 
NM = 


Eprror’s Note: A large apology. 
* * * 


Rambler Rumble 


Regarding your article in the 
Dec. 28 issue: 

American Motors added two 
motor options only in 1960—the 
Ambassador Motor at 250 (20 hp 
less) and the Rebel at 200 (15 hp 





“Who’s handling our advertising?” 





less). Please retract. Thanks.—L. C. 
Barnett, Barnett Rambler, Inc., 
Topeka, Kan. (AM products since 
1923.) 

Eprror’s Nore: Reader Barnett 
is referring to the statement that 
Rambler added its more powerful 
engines to its ’60 lines. 

This is correct. Rambler was 
one of the three cars to offer ’60 


35 


optional engines that were more 
powerful than their average ’59 
engine. This is counter to the in- 
dustry trend which saw most 
auto makers offering less power- 
ful engines in 1960. 

The average horsepower for 
each make was computed by add- 
ing up the horsepower of each 
standard and optional engine of- 
fered and then dividing this total 
by number of engines. 

This isn’t to say that the new 
250-horsepower engine and the 
200-horsepower engines are more 
powerful than any Rambler en- 
gine. The AMA specifications 
clearly show that the top Ram- 
bler engine for both years is the 
270-horsepower Ambassador en- 
gine. 

* + 


* 
Leaves Lloyd . 

Since my name has been men- 
tioned in your publication on a 
number of occasions in connection 
with matters pertaining to the 
Lloyd Motoren Werke, of Bremen, 
West Germany, I wish to advise 
you that I have resigned from the 
position of factory representative 
of this company in the U. S., effec- 
tive Dec. 31—H. C. Lupwic, Orange, 
N. J. 
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The right to purchase or refrain from 


purchasing this publication gives you, the 


reader, and no one else the power to 


pass judgment on whether 


it shall continue 
to survive. 
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This symbol 


It also serves as a constant guide to 
our readers’ opinion. 


represents the standards 
by which your voluntary 
response is measured. 


It testifies to the advertising 
value of this publication. 


Automottur News 






HALLMARK 


This symbol represents our membership in the Audit Bureau of Circula- 
tions, your assurance that our circulation facts are verified by independent 
audit, measured by recognized standards, and reported in standardized 
reports. These audited facts, available without obligation to interested 

rsons, provide a factual basis for advertising rates, evidence of subscriber 
interest, facts on market coverage, and facts for appraising our circulation 
quality and editorial vitality. 
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bring advantages of the new Model 

1020 John Bean balancer to John 

Bean Models 1287 and 87 on-the-car 

— already in service in the 
eld, 





POWER TRAIN 


KIT—A_ Corvair 
train adapter kit has been announced by 


power 






























AUTO SHADE SCREEN—A shade screen 
that is said to fit almost all cars has 
been added to the line produced by Mit- 
chell Mfg. Co., Fort Smith, Ark. Known as 
the Swing-Away, the shade screen mounts 
on the door frame rather than on the door 
itself. It is moved to position much like 
the windshield sunvisor. When the screen 
is desired in the down position, it is 
simply pulled down as is done to the sun 
visor. When not needed, it is pushed up 
against the headliner and there it stays. 
Special design of the 14-inch cross bar 
keeps the shade screen in the position 
which it is set, it is said. Constructed of 
aluminum shade screen material, the 
Swing-Away is 12 inches deep. 

a a 


Plastic Body Filler 


A plastic filler with cream hard- 
ener, Black Solder, is “the most 


Walker Mfg. Co., 1201 Michigan Ave., 
Racine, Wis. The adapter kit, named the 
AD-15, converts Walker Nos. 47 or 48 
jacks for under-lift removal and installa- 
tion of the Corvair power train. The kit 
consists of a power train cradie and a 
“micro-step" release pedal which provides 
positive control of the speed of descent 
during vunderlift removal of the power 
train, it is said. The power train cradle 
can be purchased separately to adapt the 
Walker Nos. 44 or 49 for floor removal 
and installation of the power train. 


repair methods,” according to Mar- 
son Corp., Revere 51, Mass. The 
cream hardener eliminates odor 
and skin irritation, the firm said, 


* * * 

































CAR WASH CREAM—S. C. Johnson & 
Son, Inc., Racine, Wis., has introduced 
@ car washing cream called “Holiday.” 
The product can be applied with a damp 
sponge on a dirty, unwashed car, it is| ' 
said. It dries to a haze that is wiped off 
leaving a bright shine. It removes road 


grime, imbedded dirt as well as light ox- 
idation, it is claimed. The product is es- 
pecially formulated. for the new car fin- 
ishes. lt is packaged in a nonspill, 
unbreakable plastic bottle. 

i ee 


Moore Org., Inc., 28635 Mound Rd., War- 
ren, Mich., has announced the availability 
of J8529 voltage regulator temperature 
gauge. This tool was developed because 
voltage or regulator settings made without 
accurate reference to the temperature of 
the regulator can create serious problems 
in under or overcharge rates, it is said. 
This thermometer magnetically sticks to 
the regulator to provide instantaneous 
temperature data while you work, it is 
claimed. 





WINDOW SCREEN—MoPar division, 
Chrysler Motors Corp., P. O. Box 1718, De- 
troit 31, Mich., has announced a back win- | 7 
dow screen for the 1960 Plymouth, Dodge 
and Chrysler station wagons. The screen| | 
is also applicable to all ‘57, ‘58 and ‘59 
wagons and provides desirable back win- 
dow protection plus maximum ventilation, 
it is said. The fine mesh aluminum screen 
and frame is backed up with an expanded 
metal reinforcement. When the back win- 
dow is raised to meet the screen, the tail- 
gate is automatically in a locked position. 
With the window in its down position, 
ample room is provided for opening tail- 
gate. Slides in or out of window channel 
in a matter of seconds and does not hind- 
er rear vision, it is claimed. 

e: e178 


Conversion of Balancers 


Offered by John Bean 
Modernization of certain existing 


significant advance in auto-body| | 





TOP CARRIER—S pace-Van Co., Mar- 
shalltown, Ia., has announced an aerody- 
namic design in car top. carriers. Space- 
Van offers a car top carrier with drip rail 
mounting rack, embossed aluminum sheet- 
ing that wraps completely around with 
one seam, and features a triple-lock sys- 
tem. Available in 5, 6 and 7-foot models, 
the Space-Van is 16 inches high and 3 
feet wide. It will handle up to 600 pounds 
and weighs 39 pounds. 

2-3 


Liquid Hardener 
Dynatron Corp., Miami, an- 
nounceg marketing of a new prod- 
uct, SLIK, companion to DC-3 plas- 
tic filler, to serve users of 
automotive, industrial and marine 
plastic fillers who find a liquid 
hardener desirable. Its first public 
showing will be at the ASIA show 
in February at the New York Col- 
liseum Booth No. 4007. 


* * * 





COIL SPRING COMPRESSOR — “Spring 
kickback" in the removal and replacement 
of automotive coil springs is said to be 
solved by the Van coil spring compressor. 
The tool may be used on the inside of 
the spring by removing the shock absorber 
or on the outside of the rear springs 
of most cars, it is said. Each Van com- 
pressor is forged from C1018 steel and 
roll 
longer wear. The tool will withstand pres- 
sures of from 70,000 to 80,000 psi, it is 
claimed. Each unit is chrome plated for 
rust resistance and better appearance. 


REGULATOR THERMOMETER—Kent- Van Der Wilt Mfg. Co., 310 N. Verdugo 


Rd., Glendale 6, Calif. 
e. .s 


3 Power Train ltems 


Offered for Corvair 


Edmund J. Wudel Mfg. Co, has 
announced a new No. 700C Wudel 
jack, No. 57 Corvair adapter and 
No, 58 stand for servicing the Cor- 
vair power train. One mechanic 
can handle the Corvair power train 

* * . 


DUST, DIRT REMOVER—Dust and dirt can now be removed from tire recapping 


John Bean on-the-car balancing 
equipment to permit its use on 12, 
13, 14, 15 and 16-inch wheels is 
said to be possible with a new con- 
version service announced by the 
Automotive Department, John Bean 
division, Food Machinery & Chem- 
ical Corp., Lansing, Mich. 


The conversion kit and service 


areas with dust removing equipment produced by Aget Mfg. Co., Adrian, Mich. 
A typical installation shows the model 30NW50 placed in an out-of-the-way corner 


of the buffing room. Exhaust hoods are shown installed on the shoulder trimmer 
and tack buffer. Whenever one or both pieces of equipment are in operation the 
Dustkop sucks dust, dirt and rubber particles from the wheel and carries them to 
the separator in the corner, it is said. The separator exhausts the dust and dirt into 
the dual bins and the clean air is piped to the outside, or circulated into the work 
area. If work space is at a premium the separator can be located outside the building 
or on the roof. Aget has ten standard models applicable to this type of operation, 
it is said. 





threaded for greater strength and| — 
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NEW PRODUCTS 


with this complete package, states 
the manufacturer. 

For complete information and il- 
lustrated brochure, write Edmund 
J. Wudel Mfg. Co., 6082 Ferguson 
Dr., Los Angeles 22, Calif. 


* * * 





WHEEL COVER—A wheel cover that is 
said to incorporate many of the popular 
features of recent covers has been added 
to the line of covers produced by NAMS- 
CO, Inc., Bellwood, Ill. Lion rampant on 
embossed enamelled crest is center focal 
point on die-cast spinner. The fluted-side 
design of the spinner is duplicated in the 
deep-drawn middle ring of the cover. The 
model No. 2 cover comes in 13, 14 and 
15-inch sizes. 

* *- * 


Chembond for Tires 


H. B. Egan Mfg. Co., P. O. 1406, 
Muskogee, Okla., manufacturer of 
tire and tube repair materials and 
automotive accessories, has per- 
fected a new chemical repair proc- 
ess, Chembond. This new applica- 
tion can be made either cold or hot 
and is designed for tubeless tires 
and tubes. 


* * * 





WRECKER HOIST—A battery-operated 
wrecker hoist which is installed and re- 
moved from the bed of a pickup truck has 
been marketed by Auto Crane Co., P. O. 
Box 3536, Utica Square Station, Tulsa, 
Oklahoma. Weighing 210 pounds, the unit 
allows good road stability while towing, 
it is said. It operates on the truck's 12-volt 
battery plus an auxiliary. Batteries are re- 
charged during over the road operation, 
it is said. A light pendant-type control 
allows the operator to move about freely 
right at the spot where the work is being 
done. 





ANTI-SLIP SPRAY—Combining the sim- 
plicity of a garden dust sprayer with the 
effectiveness of a special anti-slip formula, 
the Concra Grit Sprayer is said to offer a 
compact winter safety package for home 
cars. A few sprays under the spinning 
wheels of a glaze-bound car offer positive 
traction in the same way the railroad 
sanders make winter starting certain for 
locomotives, it is claimed. A feature of the 
product is the stability of the grit spray 
formulation, resisting clogging and hard- 
ening between periods of use despite cold 
and humidity, it is said. Concra Co., Inc., 
Angola, N. Y., Dept. C-3. 





DUAL BRAKE CONTROL—A device to 
facilitate instruction of beginners in driv- 
ing a car has been introduced by Strom- 
berg Hydraulic Brake & Coupling Co., 
5453 Northwest Highway, Chicago 30, Ill. 
Called the Hydramite hydraulic brake dual 
control, this braking device is fastened to 
the floor of the front compartment of a 
car, on the extreme right side, so that 
the instructor riding with the trainee may 
place his foot on it and bring the car 
to a stop whenever need be, it is said. 


The unit consists of a 4 by 8-inch metal 
plate, to which is attached a brake pedal, 
and a metal hydraulic cylinder five inches 
long and 1% inches in diameter. Con- 
nection with the regular brake master 
cylinder is made through small copper 
tubing, which comes with the outfit with 
complete instructions. 





LOCK SEAM ADAPTER—A line of Pitts- 
burgh lock seam adapters for small air 
hammers has been announced by Superior 
Pneumatic & Mfg., Inc., 13800 Enterprise 
Ave., Cleveland 35, O. The adapters fit 
over the end of a standard Superior hand 


air hammer. They can be used to fold 
over or seam" heavy metal to.16 gauge 
for general fabricating and can run Pitts- 
burgh Lock Seams on ductwork and gal- 
vanized, it is said. SP360 adapter handles 
14 gauge to 22 gauge, fits Superior's 
SP500 and SP600 air hammers. The SP260, 
for 23 gauge and lighter, fits Superior's 


$P1200 air hammer. 
a 


Service Manual Covers 


387 Small Engines 

“Small Engines Service Man- 
ual” has been added to the list of 
automotive books and shop man- 
uals available from George’s Book 
Sales, 1552 Delmont, Memphis 17, 
Tenn. 

Priced at $5, the 320-page book 
has more than 400 illustrations 
and covers 387 models of engines 
used on lawn mowers, chain 
saws and karts. 





CIRCUIT CHECKER — Kent-Moore Org., 
Inc., 28635 Mound Rd., Warren, Mich., 
has announced a compact device for de- 
tecting short circuits. Called J 8681 Circuit- 
Check, the unit attaches to the fuse sockets 
in a grounded circuit, providing intermit- 
tent, safe power through the circuit. Puls- 
ing current indicates a complete circuit. 
The sensitive meter detector then oscillates 
when placed over the wire when power 
surges through. As soon as the meter de- 
tector is moved past the ground, it will 
oscillate to a much smaller degree or will 
cease to oscillate, indicating the location 
of the ground, it is said. 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Cincinnati 


New-car registrations in Ham- 
jiton County (Cincinnati) during 
December dropped to 2,565, as com- 
pared with 2,567 in November and 
3,022 in December, 1958. Registra- 
tions for 1959 totalled 36,598, com- 
pared with 27,130 during 1958. 

December new-car registrations 
by make were: Ford, 771; Chevro- 
let, 478; Rambler, 223; Oldsmobile, 
144; Plymouth, 124; Volkswagen, 
100; Pontiac, 72; Dodge, 72; Mer- 
cury, 72; Renault, 65; Studebaker, 
59; Cadillac, 28; Valiant, 25; Chrys- 
ler, 23, and Lincoln, 19. 

Opel, 18; English Ford, 17; 
Vauxhall, 15; DeSoto, 13; Metro- 
politan, 13; Mercedes-Benz, 11; 
Fiat, 7; Simca, 6; Triumph, 6; 
Austin, 6; Vespa, 6; Edsel, 5; 
Willys, 4; Jaguar, 4; Citroen, 4; 
Saab, 3; Peugeot, 2; Porsche, 2; 
Hillman, 2; Volvo, 2, and Alfa- 
Romeo, 1. 

New-truck registrations dropped 
to 225 during December, compared 
with 231 in November and 231 in 
December, 1958. New-truck regis- 
trations for the year were 3,050, 
compared with 2,170 in 1958. 

New-truck registrations by makes 
in December were: Ford, 91; Chev- 
rolet, 38; International, 33; Willys, 
13; Volkswagen, 12; GMC, 8; Mack, 
8; White, 7; English Ford, 7; 
Dodge, 3; Studebaker, 1; Diamond 
T, 1, and miscellaneous, 1. 
Used-car sales during December 
numbered 2,977, compared with 
3,297 in November and 2,880 in De- 
cember, 1958. December’s used-car 
total was the first time in 1959 the 
monthly count had dropped below 
$,100.— (Allan Heim.) 


* * * 


Indianapolis 


A total of 1,794 new cars were 
registered in December in Marion 
County (Indianapolis), compared 
with 2,606 a month earlier. 

For the full year, the total ‘was 
30,665, compared with 20,999 in 1958. 

By makes, the December count 
was: Ford, 450; Chevrolet, 238; 
Plymouth, 123; Falcon, 116; Ram- 
bler, 112; Oldsmobile, 108; Dodge, 
99; Pontiac, 67; Buick, 59; Mercury, 
48; Studebaker, 42; Dart, 39; Cor- 
vair, 37; Volkswagen, 36; Chrysler, 
29; Vespa, 27; Cadillac, 26; Valiant, 
21; DeSoto, 17; English Ford, 14; 
Fiat, 7; Opel, 7; Renault, 7; .Lin- 
coln, 6; Mercedes-Benz, 6; Metro- 
politan, 6; Imperial, 5; Porsche, 5; 
Simea, 5; Checker, 4; Edsel, 4; 
Volvo, 4; Jaguar, 3; Austin, 2; 
DKW, 2; Panhard, 2, and miscel- 
laneous, 11. 

New-truck registrations num- 
bered 314 in December, compared 
with 290 a month earlier. The 
full-year count was 3,565 in 1959 
and 2,349 in 1958. 

By makes, December registra- 
tions were: GMC, 114; Ford, 73; 
International, 56; Chevrolet, 26; 
Dodge, 15; Mack, 8; Willys, 8; 
Diveo, 5; Volkswagen, 4; White, 2; 
Reo, 1, and miscellaneous, 2.—(C. L. 
Kern.) 





































* * * 


St. Louis 


New-car registrations for 1959 in 
St. Louis and St. Louis County, 
totalled 53,967, a gain of 27 per- 
Cent over 1958, according to the 
Greater St. Louis Automotive Assn. 

The dollar volume for 1959 was 
about 20 percent greater than 1958, 
according to the report; indicating 
purchases of lower priced cars, in- 
cluding imports. 

Import registrations for St. Louis 
and St. Louis County for 1959 
totalled 5,017, more than double the 
2,331 registered in 1958. Registra- 
tions of Rambler and Larks in- 
creased 160 percent. 

The three largest selling cars in- 
creased 21 percent in 1959 and the 
Medium and high-priced cars in- 
creased only 7 percent.—(L, H. 
Houck.) ‘ 

* + * 

Boise, Id. 

. A total of 234 new cars were reg- 
istered in Ada County (Boise), Id., 
in December, compared with 240 a 
month earlier. 

By makes, registrations were: 
Ford, 69; Chevrolet, 37; Rambler, 
29; Volkswagen, 20; Dodge, 16; 
Buick, 8; Oldsmobile, 8; Cadillac, 


5; Plymouth, 5; Pontiac, 5; Mer- 
cury, 4; Studebaker, 4; Triumph, 
3; Austin, 2; Borgward, 2; Eng- 
lish Ford, 2; Edsel, 2; Peugeot, 2; 
Volvo, 2; Chrysler, 1; Imperial, 1; 
Lincoln, 1, and miscellaneous, 6. 

New-truck registrations totalled 
75, compared with 43 the previous 
month. By makes, they were: Chev- 
rolet, 28; Ford, 20; International, 
13; Dodge, 6; GMC, 4; Willys, 1, 
and miscellaneous, 3. 

ok ok * 


Louisville 

A total of 1,293 new cars and 
95 new trucks were registered in 
Louisville during December. 

For the full year, there were 19,- 
608 cars and 2,247 trucks registered 
in 1959 and 13,970 cars and 1,659 
trucks in 1958. 

December new-car registrations 
by makes were: Ford, 479; Chev- 
rolet, 224; Rambler, 78; Oldsmo- 
bile, 71; Plymouth, 63; Pontiac, 
61; Mercury, 48; Volkswagen, 42; 


Automotive 





Buick, 37; Dodge, 36; Studebaker, 
29; Valiant, 15, and Cadillac, 14. 

Renault, 11; Simca, 10; Metropoli- 
tan, 9; Opel, 8; Chrysler, 7; Morris, 
7; Vauxhall, 5; Austin-Healey, 4; 
Checker, 4; English Ford, 4; Jag- 
uar, 4; Triumph, 4; Lincoln, 3; Con- 
tinental, 2; DeSoto, 2; Imperial, 2; 
Saab, 2; Willys, 1, and miscellane- 
ous, 7. 

Truck registrations were: Ford, 
28; Chevrolet, 26; International, 18; 
GMC, 12; Volkswagen, 7; White, 1; 
Willys, 1, and miscellaneous, 2.— 
(A. W. Williams.) 


* * * 


New Orleans 
New-car sales in New Orleans for 
December amounted to 2,116, com-| 
pared with 1,643 for the previous 
month and 2,433 in December a 
year ago. | 
Truck sales totalled 181 in De- 
cember, compared with 220 in No- 
(Continued on Page 44, Col, 4) 








Pairs and Protect 


the investment o your 


? 
customer’ CAr .« -« 


with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Cleryfic and aff present-day finishes. 


engineers know the trade-mark 


‘LIMBEN' Is 
QUALITY 





A car can’t be better than its bearings. And in 
bearings, there’s just one name for top quality— 
Timken® tapered roller bearings. 

Your engineers know this. They know from ex- 
perience that Timken tapered roller bearings give 
trouble-free performance that keeps customers sold; 
on test stands Timken bearings consistently dem- 
onstrate their superiority. And they know that 
Timken bearings’ dimensional uniformity provides 
faster and easier assembly and adjustment. 

All this is no accident. Starting with the finest 
bearing-quality alloy steel available, Timken 


TIMKEN “GREEN LIGHT” BEARINGS MEAN: 
e Lower Prices 


e Lower Warranty Costs 


e Lower Costs of Assembly 


**Green Light”’ bearings are produced in the most 
modern bearing plant in the world. The result is 
a bearing of uniform high quality and capacity that 
costs no more—actually costs less in the long run. 

So if you’re looking for ways to cut warranty and 
assembly costs, ask your engineers about Timken 
bearings. Specify ‘“Timken” instead of a part 
number. You’ll get the benefit of 60 years’ con- 
centration on just one kind of bearing. The Timken 
Roller Bearing Company, Canton 6, Ohio. Cable: 
**Timrosco”. Makers of Tapered Roller Bearings, 
Fine Alloy Steels and Removable Rock Bits. 


BETTER-NESS rolis on 


TIMKEN 


tapered roller bearings 





Sa 





ae ae pee emnn the mapnegeegeoe rere 


ee eet 





i 
.* 


aes 


38 AUTOMOTIVE NEWS, JANUARY 25, 1960 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


: 


March April 


Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering * * * 
PORTLAND, ORE. 


Portland Auto Auction, 


2-dr., $800*; Two-ten (8) 2-dr., $795; 
Two-ten (6) station wagon, $790. 
‘55 Two-ten (8) station wagon, 
Delray, $800*; 4-dr., $410*, 
"54 Two-ten 2-dr., $340, 


DeSOTO—’'57 Firedome 4-dr., 

DODGE—'57 Sierra (8) 4-dr., 

"53 Sierra (8) 2-dr., $245°*; 
4-dr., $130 


$1,340* (ps). 
$1,540* (ps). 
Coronet (8) 


Tuesday. Prices are for sale of Jan. 12. 190°; Country Squire (8) 4-dr., $2,- 
BUICK—'57 Special 2-dr. Riviera, $1,270*. 120*, $2,095*; Fairlane 500 (8) 4-dr., 
"56 RM 4-dr. Riviera, $1,095* (ps); Spe- $1,850* (ps); Custom 300 (8) 2-dr., 
cial 4-dr. Riviera, $935* (ps); Century $1,745". 
4-dr. Riviera, $810* (ps). ’58 Thunderbird (8) 2-dr, hardtop, $2,- 
"651 Special 2-dr. Riviera, $175*. 930* (ps); Country Squire (8) 4-dr., 
ILET—'60 Corvair (6) 4-dr., $2,- $1,650* (ps); Fairlane (8) 4-dr., $1,- 


400, $1,195*. 
‘57 Country Squire (8) 4-dr., $1,495* 
Fairlane 500 (8) 4-dr, Victoria, 
$1,035; 


095, $2,025. 

*59 Impala (8) sport coupe, $2,415* (ps); 
Parkwood (8) 4-dr., $2,350* (ps), $2,- (ps) ; 
305*, $2,150* (ps); Bel Air (8) 4-dr., $1,275; Custom 300 (8) 2-dr., 


$1,935* (ps), $1,760*. 4-dr., $940*; Custom (8) 2-dr., $975. 
‘58 Biscayne (8) 4-dr., $1,495* (ps), $1,- ‘56 Fairlane (8) 2-dr,. Victoria, $950*; 

445*, $1,425*, $1,440°; Biscayne (6) Main (6) 4-dr., $725. 

2-dr., $1,275; Yeoman (8) 4-dr., $1,- ’55 Main (8) 4-dr., $390. 


(8) 4-dr., $640*; 
$560*; Custom 


54 Country Squire 
Ranch Wagon (8) 2-dr., 

(8) 4-dr., $465. 
MERCURY—'59 Montclair 4-dr. 


400; Two-ten (6) 4-dr., $1,325. 
57 Bel Air (8) 2-dr. hardtop, $1,345*; 
4-dr., $1,135*; Two-ten (6) 2-dr., $1,- 


235; Two-ten (8) 4-dr., $1,180*. hardtop, 


59 "68 °59 "68 °59 "68 '59 "68 59 "58°59 "59 =°60 
May June July Aug. Sept. Oct. Nov. Dec. Jan. 600* ; 





‘56 Bel Air (8) 4-dr, hardtop, $1,125*; 


$835°* ; 


Inc, Sale every) FORD—'59 Galaxie (8) 2-dr. Victoria, $2,- 


(ps). 
RAMBLER—’59 Custom (6) Cross Country, 





snl 
tury 2-dr. Riviera, $460*; Super 2.¢p 
Riviera, $450* (ps). 

CADILLAC—’58 (62) conv., $3,075" 


57 (62) 4-dr., $2,260* (PS), $2,159 
(ps). 

’55 (62) 2-dr., $1,250*. 

'53 (62) 4-dr., $450*, 

52 (62) 4-dr., $225* (ps), $200* 


CHE VROLET— 59 Impala (8) cor . 
200* (ps); Bel Air (8) 4-dr., $i” ‘600°. 
Bel Air (6) 4-dr., $1,350*. 

’58 Impala (8) conv., $1,450* (ps); Big. 
cayne (8) 4-dr., $1,275* (ps); Bel Air 
(8) 2-dr, hardtop, $1,260. 

’57 Two-ten (6) station wagon 4-cir., $1, 
211°, 

’56 Bel Air (6) 4-dr., $950; Bel Air (g) 
4-dr., $925*, $900*, $820*; 4-dr. harg. 
top, $880*; 2-dr., $825*, $825; Two-ter 
(8) 4-dr., $770*; Two-ten (6) 2-dr 
hardtop, $725*; 2-dr., $585; One-fifty 
(6) 2-dr., $570. 

’55 Bel Air (6) conv., 
2-dr., $330, 

‘54 Bel Air 2-dr. hardtop, $450* (ps); 
2-dr., $420*; 4-dr., $280. 


$825; Bel Air (8) 


CHRYSLER — ‘56 Windsor 4-dr., $959 
(ps). 
’653 NY 4-dr., $185* (ps). 
DeSOTO—’ 57 Fireflite 4-dr. hardtop, $969" 
(ps). 


’55 Firedome 4-dr., $410*. 
DODGE—’55 Custom Royal (8) 4-dr, 
$525*; Coronet (8) 4-dr., $425*, $360". 
EDSEL—’58 Pacer 4-dr. hardtop, $1,025* 
(ps); 2-dr, hardtop, $1,000* (ps). 
FORD—’60 Galaxie (8) starliner, $2,490 


(ps). 

’59 Thunderbird (8) conv., $3,280* (ps); 
Country Sedan (8) 4-dr., $2,100* (ps); 
Custom 300 (6) 2-dr., $1,510. 


’58 Thunderbird (8) 2-dr. hardtop, §2,. 

Fairlane 500 (8) 2-dr, Victoria, 
$1,380*; conv., $1,250* (ps); DelRio 
(8) 2-dr., $1,325*; Custom 300 (8) 2 
r., $1,100*; 4-dr., $860; Ranch Wagon 
(6) 4-dr., $920. 

’57 Country Squire (8) 4-dr. 
$1,400* (ps); DelRio (8) 2-dr., §$1,- 


to Date 


(Copyright, 1960, by Automotive News) 
(9 pass.), 


$2,420* (ps). $2,125*; Super (6) Cross Country, $2,- 
'58 Park Lane 2-dr. hardtop, $1,995* 090, $1,925; 4-dr., $1,625. 100*; Fairlane (8) 4-dr., $1,025*; 2-dr. 
(ps); Monterey 4-dr., $1,435 (ps). ‘58 Ambassador (8) 4-dr., $1,375*. Victoria, $1,000*, $980* (ps); Ranch 
'57 Monterey 4-dr., $1,295* (ps); 2-dr.| STUDEBAKER—’58 Commander (8) sta- Wagon (8) 2-dr., $985*; Custom 300 
(8) 4-dr., $860*; 2-dr., $790* (ps); 


tion wagon, $1,320*, 


hardtop, $1,200. 
MISCELLANEOUS 


‘56 Monterey 2-dr. hardtop, $880*. Custom (8) 2-dr., $550. 


‘55 Dodge (8) %-ton 
- . 56 Country Squire (8) 4-dr. 


(8 pass.), 


‘55 Monterey 2-dr, hardtop, $425*. pickup, $710; Ford (6) %-ton pick- 
G $1,000*; Fairlane (8) 2-dr. Victoria, 
OLDSMOBILE—'59 (88) Super Fiesta 4-| ,, UP, $595°. es ha 00°: w 
r., $2,800* (ps). ee a ee sar. $700; Camom (8) 4dr. OO 
‘56 (88) Super 4-dr. Holiday, $1,010* (ps), $635*: Main (8) 2-dr., $490. 


ALBANY 


Tim Anspach Auto Auction, Inc. 
every Monday. Prices are for sale of Jan. 


(ps); 2-dr., $925* (ps). 
’55 (88) Super 4-dr. Holiday, $920* (ps); 
conv., $900* (ps); 2-dr. Holiday, 
$880*; (88) 2-dr. Holiday, $750*, 


'55 Custom (8) 4-dr., $675; Ranch Wag- 
Sale on (6) 2-dr., $375, 
’54 Custom (8) 2-dr., $170. 


’53 Custom (8) 4-dr., $230, $135. 


PACKARD—’56 Clipper 2-dr, hardtop,| 11. Weather: Sunny and very cool. Hazard- od : 2 . 
$460* (ps) Pe ° ous driving conditions kept car receipts LINCOLN— SS Capri 4-dr., $2,160* (ps); 
PLYMOUTH.’ 58 Suburban (8) 2-dr., $1,-| down to 142 cars at our auction here today. oF tenes ale” ale 
355*; 4-dr., $1,300; Savoy (8) 4 dr.,| At least 60 cars that we knew of failed ‘53 Capri 2-dr., $150". , ‘ 


to arrive. Sleet, ice, and freezing condi- 
tions made driving dangerous, The market 
was very active on all kinds, many cars 
were sold in the yard before they hit the 
block. Car quality was exceptional, mostly 


$1,175*, $1,100, 
"57 Suburban (6) Custom 2-dr., $1,000; 
Belvedere (8) 4-dr. hardtop, $980*. 
‘56 Suburban (8) 4-dr., $875*. 
"53 Cambridge 2-dr., $120. 


MERCURY—’59 Monterey 4-dr. hardtop, 
$2,070* (ps). 
’*58 Commuter 4-dr., $1,500* (ps). 


'56 Custom 2-dr,. hardtop, $660*. 


PONTIAC—’58 Chieftain 2-dr. Catalina, | #!! high class ready to sell grade A cars. OLDSMOBILE—’57 (88) Super conv., §$1,- 
$1,605*. BUICK—’59 LeSabre 4-dr., $1,800* (ps). 390* (ps); (88) 4-dr., $1,205* (ps), 
"57 Star Chief 4-dr., $985*; Chieftain 4- ’58 Century 4-dr. Riviera, $1,600* (ps). ; $910; 2-dr. Holiday, ——. 
r., $920*. '56 Century 4-dr., $780*; Special conv.,| '56 (88) 4-dr. Holiday, $870*. 
"56 Star Chief 4-dr, Catalina, $1,060* $580*; Super 4-dr., $570* (ps). 54 (88) Super 4-dr., $270*. mei 


$610*, $500; 2-dr., 53 (88) Super 2-dr. Holiday, 


‘55 Special 4-dr., 
(Continued on Page 39, Col, 1) 


$380*; RM 2-dr,. Riviera, $590*; Cen- 








INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


Denver Auto Auction 
4695 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 


Auction Every Friday MARYLAND 
at 11:00 A.M. BEL AIR—Bel Air Auto Auction. Ti- 
Auctioneers: Geo, Workman—Bill Hauschildt/ ¢les, checks teed. Cars group- 


guaran 
Titles and Checks Guaranteed ed. Thur., 12 noon. Established 1947. 




















CONNECTICUT Need hard to get parts? Automotive News’ 
Went Ads get quick results. 
NEW ENGLAND'S OLDEST 
AND BEST MICHIGAN 





Dealers Auto Exchange in our !2th year 
of continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously. 


FLORIDA Conveniently located in the heart of the 
automobile world. 














J. F. REED -— HUGO HASHEIDER 








RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


TENNESSEE 


JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 


a he CARS diab WEEK 
NO eases roe 


At the 


BO. 0 5 + 


Every MU WW La 








NATIONAL AUTO 








NORB RUCH TEXAS 

Twin Ring Selling DEALERS EXCHANGE | 
| , AMARILLO AUTO 

NEW JERSEY AUCTION, INC. 


3202 E. 10TH Phone: DR 2-9503 


NEW YORK 


py 


wrae 


DAYTONA BEACH — Florida Auto| » Ten acres of completely fenced parking Minutes from New York City WE PICK UP AND SELL 


Rome, SA 


Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


Crossroads 


. . . where they meet... 





buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 
through an. ad in Automotive 
News. 














12:;00 SALE EVERY WEDNESDAY 


M. D. McColium, Vice-President and Mana 
3711 Western Road 
























area, 
Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management, 


MICHIGAN'S FINEST SALE 
12:00 


t 
Phone. CEdar 2-3/8! 


Aptco 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 





19241 Dix—Toledo Highway—Route 25 
Just / mite from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


AUTO AUCTION 





FOR LEASING COMPANIES ANYWHERE 


12 Years Fair Dealing 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 






Auction Checks Issued: 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—-OWNERS—Pat Patterson 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
Monday — || O'Clock 
80 car sale average 

All Titles and Checks Guaranteed 





EXCLUSIVELY FOR AUTO DEALERS Eve 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 


WASHINGTON 





SOUTH SEATTLE AUTO ‘AUCTION 
10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway : 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate. market reports 
Bill Jehnsen Beb McCenkey 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham,- Alabama 


| 


EVERY THURSDAY AT NOONI 


ON*ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


For Fast, Accurate Directions te 
Leading U. S. Auto Auctions, Dealers 


CApito! 8-0100 for Reservations WEEK. 














Look in LUCAD. 
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Auto Auctions 





(Continued from Page 38) 


pACKARD '55 Clipper 4-dr., $275*. 
pLYMOUTH—’58 Belvedere (8) conv., $1,- 
340* (ps); Savoy (8) 2-dr., $1,000*; 
4-cdr., $1,000*. 
'5T Savoy (8) 4-dr., $630 
56 Suburban (6) 4-dr., $550; Savoy (8) 
9-dr., $550*; Plaza (8) 2-dr., $450. 
PONTIAC—’'54 Chieftain 2-dr., $325*. 
RAMBLER—’58 Super (8) 4-dr, hardtop, 
$1,150. 
’55 Super (6) Cross Country 4-dr., $340. 
'54 Super 4-dr., $230. 
MISC ELLANEOUS—’'55 Dodge %-ton pick- 
up, $360, 
’51 Ford 1-ton pickup, $185. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Jan. 13, Prices 
were off slightly today. Sold 169 cars from 
259 consignments, 

BUICK—’59 Invicta conv., $2,405; LeSabre 
4-dr. hardtop, $2,300* (ps); 2-dr. 
hardtop, $2,215* (ps), $2,195* (ps); 
2-dr., $2,080* (ps). 

58 Super 4-dr. Riviera, $1,705* (ps); 
2-dr. Riviera, $1,510*; Century Estate 
Wagon 4-dr., $1,700* (ps). 

57 RM 4-dr., $1,220*, $1,095*; Special 
2-dr., $1,100*; 4-dr., $1,090*, $1,055", 
$985". 

56 Special 4-dr. Riviera, $795*; 4-dr., 
$720*; Super 2-dr., $650* (ps); 4-dr. 
Riviera, $565* (ps). 

55 Century 4-dr. Riviera, $620* (ps); 
4-dr., $330*%; Super 2-dr. hardtop, 
$425* (ps); 4-dr., $405* (ps). 

54 Special 2-dr., $350*, $315*, $190*; 
Super 4-dr., $350. 

"41 4-dr., $575. 

CADILLAC—’56 (62) Sedan de Ville, $1,- 
505”. 

CHEVROLET—'59 Impala (8) 4-dr. hard- 
top, $2,215* (ps); conv., $2,205* (ps); 
sport coupe, $2,200* (ps); 2-dr., $2,- 
200* (ps), $2,130*; Impala (6) 4-dr. 
hardtop, $2,080; Biscayne (8) 2-dr., 
$1,455, $1,440, $1,430; Biscayne (6) 2- 
dr., $1,450. 

’5S Impala (8) sport coupe, $1,600* (ps); 
Brookwood (8) 4-dr., $1,590* (ps); 
Biscayne (6) 4-dr., $1,200*%; 2-dr., 
$970; Delray (6) 2-dr., $1,060. 

57 Two-ten (8) station wagon 4-dr., 
$1,165*; Two-ten (6) 4-dr., $870*; 2- 
dr., $835; Bel Air (8) 4-dr., $1,100*. 

56 Two-ten (6) station wagon 4-dr., 
$835*, $635*; 4-dr., $645, $550*; Two- 
ten (8) Delray, $700, $600*; 4-dr., 
$665*; 4-dr. hardtop, $600*; Bel Air 
(8) 4-dr., $650*; 4-dr. hardtop, $595*. 

’55 Bel Air (8) 4-dr., $600*, $580*; Two- 
ten (6) 4-dr., $450; 2-dr., $205, $170*; 
Two-ten (8) 4-dr., $295*. 

’54 Two-ten (6) 2-dr., $405*. 

’53 Bel Air 2-dr. hardtop, $315;. Two-ten 
2-dr., $315, 

'52 Deluxe 2-dr., $200*. 

CHRYSLER—’'57 Windsor 4-dr., $805. 

53 NY 4-dr., $135*. 

DeSOTO—’'54 Firedome 4-dr., $210*. 

DODGE—’59 Coronet (8) 2-dr. hardtop, 
$1,705*; 4-dr., $1,575* (ps). 

’56 Royal (8) 4-dr., $650*, $295*. 
EDSEL—’58 Pacer 2-dr. hardtop, $870*; 

4-dr., $750*; Ranger 2-dr., $850* (ps). 

FORD—’'59 Ranch Wagon (8) 2-dr., $1,- 
755*; Fairlane (8) 2-dr., $1,685*; Cus- 
tom 300 (8) 2-dr., $1,640*; Custom 
300 (6) 4-dr., $1,550; 2-dr., $1,400. 

‘658 Thunderbird (8) conv., $2,665* (ps); 
Fairlane 500 (8) skyliner, $1,700* (ps); 
2-dr., $1,425* (ps); 4-dr, Victoria, 
$1,365*; 4-dr., $1,290* (ps); conv., 
$1,315* (ps); Country Sedan (8) 4- 
dr., $1,270; Custom 300 (6) 2-dr., $1,- 
045, $900; Custom 300 (8) 4-dr., $1,- 
030*; 2-dr., $960*, $910. 

‘57 Fairlane 500 (8) 2-dr., $1,075*, 
$850*; 2-dr. Victoria, $940*; Fairlane 
(8) 4-dr., $965* (ps), $740* (ps); Cus- 
tom 300 (8) 2-dr., $795*; Custom (8) 
2-dr., $765". 

'56 Custom (8) 2-dr., $500*, $435. 

'55 Custom (8) 2-dr., $400*. 

’53 Custom (8) 2-dr., $250* (ps); Cus- 
tom (6) 2-dr., $165. 

’52 Custom (8) 2-dr., $190. 

LINCOLN—’58 Premiere 4-dr., $2,250* 


(ps). 
’56 Capri 4-dr., $800* (ps); Premiere 4- 
dr., $675". 
MERCURY—’58 Commuter 4-dr., $1,510* 
(ps). 


’55 Custom 2-dr., $215*. 

’54 Monterey 2-dr. hardtop, $405; 4-dr., 
$280. 

OLDSMOBILE—’'57 (88) Super 4-dr. Holi- 
day, $1,225* (ps); (88) 4-dr. Holiday, 
$1,175* (ps); (98) 4-dr., $1,175* (ps). 

"56 (98) 4-dr. Holiday, $935*; 4-dr., 
$840*; (88) 2-dr., $765*; 4-dr., $660* 
(ps); (88) Super 4-dr. Holiday, $755*. 

"55 (88) 4-dr., $525*; (88) Super 2-dr. 
Holiday, $500* (ps). 

"54 (98) 2-dr. Holiday, $500*; (88) 2-dr., 
$240* 

PACKARD—’56 Clipper 4-dr., $459*. 

"53 Clipper 4-dr., $190*. 

PLYMOUTH—'59 Suburban (8) 4-dr., $1,- 
960". 

’57 Belvedere (8) 4-dr., $980* (ps); 
Savoy (8) 4-dr., $480, 

‘56 Suburban (8) 4-dr., $525; Plaza (8) 
4-dr., $410. 

"55 Belvedere (8) 4-dr., $320*. 

PONTIAC—'60 Bonneville sport coupe, $3,- 
185*. 

"59 Chieftain 4-dr., $2,260* (ps); Cata- 
lina 4-dr., $2,170* (ps), $2,170* (ps), 
$2,035*, 

’57 Star Chief 4-dr., $1,050*; Chieftain 
2-dr, Catalina, $995*, 

’56 Chieftain 4-dr., $660. 

’55 Chieftain 4-dr., $525*, $495*; 2-dr. 
Catalina, $465*; 2-dr., $325°. 

RAMBLER—’59 Super (6) 4-dr., $1,500 

‘58 Custom (6) Cross Country 4-dr., 
Ss io 

"57 Custom (8) 4-dr., $900*. 

MISC ELLANEOUS—’58 Ford %-ton pick- 


$915 
’55 Ford %-ton pickup, $385 
"54 Chevrolet %-ton panel, $140 
~ x ~ 
LOS ANGELES 
Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 


Sale of Jan. 12. 
BUM K—’57 Century 2-dr, Riviera, $1,- 
425* (ps). 
‘56 Special 4-dr. Riviera, $750* 
‘64 Super 2-dr. Riviera, $575*; Century 
dr, Riviera, $465* 
58 Special 2-dr., $105*. 


(Continued on Page 40, Col, 1) 














AUTOMOTIVE NEWS, JANUARY 25, 1960 39 





gets you out of the woods fast! 


If you can’t see the forest for the trees anymore, with a floor full of look-alike economy cars that shake, rattle and 
roll...see the big mark-up SKODA cars fast! Both the twin carburetor Sports Convertible and incomparable 
Sedan are built from the ground up... with a wrap-a-round safety steel body and tubular steel chassis, finished with 
14 coats of gleaming enamel. Remember, SKODA is one of the world’s leading steel fabricators. And these cars look 
it. The Sedan is 650 Ibs. heavier than its competitors priced hundreds higher. The Convertible is easily priced $900. 
lower than it should be. And SKODA’s price includes every accessory : heater, defroster, electric windshield wipers, 
all-aluminum engine, turn indicators, sealed beam headlamps, leather-like upholstery, spare wheel and tire, com- 
plete tool kit and dual sun visors. The SKODA cars have the largest trunk and rear windows in the business...and 
power that makes its low price incredible. SKODA gives you the highest profit per car in the business... and 
is pre-selling for you with full-page, full-color national advertising all thru ’60. So call, write or wire about a 
profitable SKODA dealership today. AMSKO DISTRIBUTORS, 5069 BROADWAY, NEW YORK, WILLIAMS 2-5000 





“SUGGESTED RETAIL PRICES POE 


SKODA TWO DOOR SEDAN $1575.* SKODA SPORTS CONVERTIBLE $1995.* 
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Used-Car Auction Prices 





(Continued from Page 39). 


*61 Super conv., $135*, 


CADILLAC—'59 de Ville 2-dr. hardtop, 
$4,675* (ps), $4,665* (ps), $4,650*° 

(62) 2-dr., $1,540° (ps); 4-dr., 

$4,400° (ps). 

"68 (62) Coupe de Ville, $3,750* 
$3,310" (ps), $3,120* (ps). 

"57 (62) conv., $2,350* (ps). 

'56 (62) Coupe de Ville, $1,485* (ps). 

"55 (62) Coupe de Ville, $1,625* (ps), 
$1,480* (ps), $1,420* (ps); conv., $1,- 
060* (ps), $1,030* (ps); (60) Special 
4-dr., $1,625* (ps). 

"54 (62) 2-dr., $1,085* (ps), $665* (ps), 
$610* (ps); 4-dr., $700* (ps). 

"53 (62) 2-dr., $465* (ps). 

"52 (62) 4-dr., $470* (ps), $435*; 2-dr., 
$385* (ps). 

"51 (62) Coupe de Ville, $275*. 

’49 (61) 4-dr., $125*. 

CHEVROLET— 60 Impala (8) sport coupe, 
$2,885* (ps), $2,850*; Corvair (6) 4- 
dr., $2,240*, $2,200*, 

’59 Impala (8) sport coupe, $2,325, $2,- 
285°; 4-dr., $2,000* (ps); Bel Air (8) 
4-dr., $2,100* (ps); Brookwood (6) 4- 
dr., $1,850, 

‘58 Impala (8) 2-dr. hardtop, $1,900* 
(ps), $1,745* (ps), $1,725*; conv., $1,- 
450* (ps); Bel Air (8) sport sedan, 
$1,510*; Biscayne (6) 2-dr., $1,180. 

’S7 Bel Air (8) sport coupe, $1,535* (ps), 
$1,510*, $1,335*; sport sedan, $1,335 
(ps), $1,325* (ps); Nomad (8) 2-dr., 
$1,510* (ps), $1,290*; Two-ten (8) sta- 
tion wagon (9 pass.), $1,425* (ps); 


(ps), 


























(6 pass.), $1,230*, $1,225*; 4-dr., $1,- 
225*; Delray, $1,095; 2-dr., $1,085, 
$930; Two-ten (6) 2-dr., $1,000; One- 
fifty (6) 4-dr., $750. 

"566 Nomad (8) 2-dr., $1,070*; Bel Air 
(8) sport sedan, $900*; Two-ten (8) 
4-dr., $860; One-fifty (6) 2-dr., $685. 

’55 Bel Air (8) sport coupe, $880*, $805*; 
Bel Air (6) sport coupe, $765*, $740*; 


4. Employes Get Shares 
In Indianapolis Auction 


INDIANAPOLIS.—Four employes 
who have been with Indianapolis 
Auto Auction, Inc., four to 14 years 
will share in the profits of the busi- 
ness this year, according to Leona 
Drake, owner and operator. 

They are Bud Drake, auctioneer, 
seven years’ service; Vern Mc- 
Cracken, auctioneer, four years; 
Stanley Kutcher, assistant, four 
years, and Genieva Payne, office 
and restaurant, 14 years, Other em- 
Ployes who have been with the 
firm a year or longer may qualify 
for an annual bonus, Mrs. Drake 


said. 


Meet a 
“Whopper Shopper” 


Two-ten (8) Delray, $735*; Two-ten 
(6) 4-dr., $550. 
’54 Bel Air 2-dr., $550, $495*, $360*; 


Two-ten 2-dr., $415*, 
’53 Bel Air 2-dr., $315. 
"52 Deluxe 4-dr., $150. 


CHRYSLER—’'57 NY Town & Country, 
$1,800* (ps); 4-dr., $1,500* (ps). 

’55 NY 4-dr., $790* (ps). 

"54 NY 4-dr., $330* (ps). 

DeSOTO—’53 Firedome 2-dr., $235*. 

DODGE—’57 Sierra (8) 4-dr., $1,330* (ps); 
Royal (8) 4-dr. hardtop, $1,095* (ps). 

EDSEL—’58 Citation conv., $1,175* (ps). 

FORD—’60 Thunderbird (8), $4,470* (ps), 
$4,275* (ps), $4,150* (ps), $4,010* 
(ps); Country Sedan (8) 4-dr., $3,000* 
(ps); Galaxie (8) conv., $2,880* (ps); 
starliner, $2,825* (ps). 

’59 Thunderbird (8), $3,500* (ps); Ga- 
laxie (8) 2-dr. Victoria, $2,300* (ps), 
$2,200* (ps), $2,050* (ps); conv., $2,- 
100* (ps); Country Sedan (8) 4-dr., 
$2,155* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $2,110* (ps), $2,040* (ps), 
$1,940* (ps); Custom 300 (8) 4-dr., 
$1,600* (ps); 2-dr., $1,435; Custom 300 
(6) 2-dr., $1,455. 

’58 Thunderbird (8), $3,045* (ps), $2,- 
910* (ps), $2,860* (ps); Fairlane 500 
(8) skyliner, $1,800* (ps); 4-dr., $1,- 
400* (ps); conv., $1,285* (ps); Ranch 
Wagon (8) 4-dr., $1,575* (ps); Coun- 
try Sedan (8) 4-dr., $1,385*; Fairlane 
(8) 4-dr., $1,135*; Custom 300 (8) 2- 


dr., $1,050, 
’57 Thunderbird (8), $2,700* (ps), $2,- 
525*; Fairlane 500 (8) skyliner, $1,- 


435* (ps); 2-dr. Victoria, $1,275* (ps); 
4-dr., $1,075" (ps); conv., $985*; 
Country Sedan (8) 4-dr., $1,225*; (9 
pass.), $1,200*; Custom 300 (8) 4-dr., 
$910, $685; Custom (8) 2-dr., $750; 
Fairlane (8) 2-dr. Victoria, $750* (ps). 
°56 Thunderbird (8), $1,755* (ps); Fair- 
lane (8) 4-dr. Victoria, $835*; 4-dr., 
$610* (ps); Ranch Wagon (8) 2-dr., 





worth knowing 


Trucks 
Tractors 


17,690 
43,623 
879 

33 

375 





THE BIG OHIO—MICHIGAN— 
PENNSYLVANIA FARMER 
, WILL BUY 

” THIS YEAR 


Automobiles 


million gallons tractor fuel 
million gallons motor oil 
million gallons gasoline 
for cars and trucks 


And other products in proportion 


Will you be on his shopping list? 























The best way to get on this big buyer’s shopping list is to tell 
your story where he gets his most useful farming informa- 
tion. That’s in his own state farm paper — edited locally to 
provide the most news he can apply directly to his business. 
No wonder he prefers that paper 2 to 1 over any other, This 
means better attention and buying action for you. 


STRAIGHT-LINE ADVERTISING — is available in the 
Michigan, Ohio, and Pennsylvania farm papers to help tell 


your story — local photos, testimonials, prices, terms, local 


dealer listings and local mat service to newspapers. We can 
insert these compelling local advertising approaches easily 


since we print by gravure, Send for our 
booklet, “Put Yourself on His Shop- 
ping List with STRAIGHT-LINE 


ADVERTISING.” 


for your copy. 


MICHIGAN FARMER - 


FARM MARKET BOOKLETS 
DEFINE YOUR OPPORTUNITY 


The up-to-date picture on trucks, 
autos and farm equipment ownership 
will affect your selling strategy. Write 





East Lansing, Michigan 


THE OHIO FARMER « Cleveland, Ohio 
PENNSYLVANIA FARMER © Harrisburg, Pennsylvania 














LINCOLN — 








Model Breakdown 
Of Auction Averages 








Jan., 1960 Dec., Nov., 

Model To Date 1959 1959 
$2,679 $2,664 ........ 

2,207 2432 $2,574 

1,452 1,560 1,588 

1,017 1,100 1,153 

716 733 790 

539 549 584 

333 341 373 

212 237 254 

iiséens’ Caden 194 

Overall —_ oo 
Average $1,144 $1,202 $ 939 

$680, $675*. 

’55 Fairlane (8) 4-dr., $725*; 2-dr., 


$675*; conv., $595*, $595* (ps); Ranch 
Wagon (8) 2-dr., $635*; Country Se- 
dan (6) 4-dr., $575. 

’54 Crest (8) conv., $520*; Crest (6) 4- 
dr., $265*; Ranch Wagon (6) 2-dr., 
$325. 

*53 Country Squire (8) 4-dr., $360* (ps); 
Main (6) business coupe, $180; utility 
sedan, $170; Custom (8) 4-dr., $150*. 

’52 Country Squire (8) 4-dr., $155*. 

’51 Custom (8) 4-dr., $185, $165*, 


IMPERIAL—’58 Imperial 4-dr. hardtop, 
$2,495* (ps). 

’57 Imperial 4-dr. hardtop, $1,930* (ps). 

"56 Premiere 2-dr., $1,335* 
(ps). 

’53 Capri 4-dr., $275*. 

MERCURY—’57 Montclair 2-dr., 
(ps); 4-dr, hardtop, $1,420* 

’56 Montclair conv., $950* (ps). 
’55 Montclair 4-dr., $700* (ps); 
$600* (ps); 2-dr., $515* (ps). 
’54 Monterey 2-dr., $375*; 2-dr. hardtop, 

$360* (ps). 
’53 Custom sport coupe, $250. 
’52 Monterey 4-dr., $175*. 
"51 4-dr., $135. 
OLDSMOBILE—’56 (88) Super 2-dr. Holi- 
day, $890* (ps); 4-dr. Holiday, $800* 
(ps); (88) 4-dr., $830*; 2-dr., $665. 
’55 (88) Super 2-dr. Holiday, $960* (ps), 
$950* (ps); 4-dr. Holiday, $660* (ps). 
’54 (88) Super 4-dr., $640* (ps); 2-dr. 
Holiday, $535* (ps); (98) 2-dr. Holi- 
day, $500* (ps). 
’53 (98) 4-dr., $300* 
$140* (ps). 
PLYMOUTH—’'59 Savoy (6) 4-dr., $1,625. 
’58 Suburban (8) 4-dr., $1,480*. 
’55 Belvedere (8) 4-dr., $525; Plaza (8) 
2-dr., $390*. 
’54 Belvedere Suburban 2-dr., $355*. 
PONTIAC—’57 Chieftain 4-dr. Catalina, 
$990* (ps). 
’56 Chieftain 2-dr. Catalina, $815* (ps). 
’55 Star Chief 2-dr. Catalina, $735* (ps); 

Chieftain 2-dr. Catalina, $700* (ps). 
’53 Chieftain 4-dr., $235* (ps). 

RAMBLER—’59 American (6) station wag- 
on, $1,700*, $1,640; 2-dr., $1,390. 

’58 Ambassador (8) 4-dr., $1,625* (ps); 
Super (6) 4-dr., $1,535*. 

’56 Super (6) Cross Country, $1,850*. 

55 Custom Cross Country, $735*; 2-dr. 
hardtop, $620*; 4-dr., $515*, 

STUDEBAKER—’57 Lark (6) 4-dr., $1,- 

* 


$1,455* 
(ps). 


conv., 


(ps); (88) 4-dr., 


500°. 
58 Commander (8) 2-dr. hardtop, $1,- 
190*. 
’56 Golden Hawk (8) 2-dr. 
$960* (ps). 
’53 Champion (6) 2-dr. hardtop, $195*. 
FORD—’59 Ford (8) %-ton pickup, $1,- 


360. 

’58 Ford (8) Ranchero, $1,330*; (8) %- 
ton pickup, $1,105; Chevrolet (6) 
Apache %-ton pickup, $1,110. 

*57 Ford (8) F-250 stake, $1,035. 

’56 Ford (8) F-250 pickup, $845; (8) 
%-ton pickup, $740; (6) Courier, $550. 

’55 Chevrolet (8) %-ton pickup, $880; 
Ford (8) F-100, $650, $575, $535; 
GMC (6) %-ton pickup, $575. 

’53 Chevrolet %-ton pickup, $480; Ford 
(8) %-ton pickup, $305. 

’52 Chevrolet %-ton pickup, 150. 


DETROIT 


Aptco Apto Auction. Sale every Wednes- 
day. Prices are for sale of Jan. 13. 
BUICK—’58 Super 2-dr. Riviera, $1,730* 

(ps). 

’57 Special 2-dr., $1,215*. 

’56 Special 2-dr., $675*. 

’55 RM conv., $575* (ps). 


hardtop, 


’54 Super 4-dr., $300*; Special 2-dr., 
$245. 
CADILLAC—’59 (62) 4-dr. hardtop, §$3,- 
750* (ps). 


’58 (62) conv., $2,900*. 
CHEVROLET—’60 Corvair (6) 4-dr., $1,- 
900*. 
’59 Impala (8) sport sedan, $2,025*. 


58 Impala (8) 2-dr, hardtop, $1,570*; 
Biscayne (6) 4-dr., $1,335*, $1,275*; 
4-dr., $1,275*. 

’57 Two-ten (8) 4-dr., $885*. 

56 Bel Air (8) 2-dr., $780*; Two-ten 
(8) 2-dr., $735*, $550*; Two-ten (6) 
station wagon (9 pass.), $575*; 2-dr., 
$540*. 


’55 Bel Air (6) 2-dr., $610*; Bel Air (8) 
2-dr., $550*; Two-ten (8) 2-dr., $560*; 
station wagon, $550*. 

’54 One-fifty 2-dr., $190. 
CHRYSLER—’57 Windsor 4-dr., $1,025*. 
DeSOTO— 57 Firesweep station wagon, $1,- 

000*. 

’56 Firedome 4-dr., $685*, $565*. 
DODGE—’ 57 Coronet (8) 4-dr., $930* (ps). 

56 Custom Royal (8) 4-dr., $605*. 
FORD—’59 Galaxie (8) 4-dr. Victoria, $1,- 

915* (ps); Fairlane (8) 2-dr., $1,700*; 


4-dr., $1,590*; Ranch Wagon (8) 4- 
dr., $1,650*. 
’58 Fairlane 500 (8) skyliner, $1,630* 
(ps); 2-dr, Victoria, $1,370*%; Ranch 


Wagon (8) 4-dr., $1,400*; Country Se- 
dan (8) 4-dr., $1,400; Custom (8) 4- 
dr., $1,030*, $1,000*; Custom 300 (6) 
4-dr., $925*. 

’57 Fairlane 500 (8) conv., $1,175*; 2- 
dr. Victoria, $1,170* (ps); 4-dr., $1,- 
130* (ps); 2-dr., $975*, $895*; Count- 
try Sedan (8) 4-dr., $1,125* (ps), 
$985*; Ranch Wagon (8) 2-dr., $1,- 
000*; Fairlane (8) 2-dr. Victoria, 
$900*; Custom 300 (8) 4-dr., $850", 
$790*; Custom (8) 2-dr., $700*. 

’56 Fairlane (8) conv., $900*; 2-dr. Vic- 
toria, $650*; 2-dr., $635*; Country Se- 
dan (8) 4-dr., $735, $715*, $625* (ps); 
Custom (8) 2-dr., $560*; 4-dr., $540*, 
$540, $515*. 

55 Thunderbird (8), $1,425*; Fairlane 
(8) Crown Victoria, $690*; Ranch 
Wagon (8) 2-dr., $450; Main (6) 2- 
dr., $415. 

’54 Ranch Wagon (8) 2-dr., $360, 

LINCOLN—’58 Premiere 4-dr. hardtop, 
$2,300* (ps). 


"57 Premiere 4-dr., $1,530* (ps) 
’56 Premiere 2-dr. hardtop, $900* (ps), 
MERCURY—’'60 Monterey 4-dr., § 480°, 

"59 Monterey 4-dr., $2,050°. 

"58 Monterey 2-dr., $1,325*. 

’57 Monterey 2-dr., $1,175", $975" 
4-dr., $1,005*, $930* (ps); 2-dr. harg 
top, $900*. 

’56 Montclair 2-dr. hardtop, $6°5*, 

'55 Custom 2-dr., $375*. 


$875¢; 


NASH—’56 Ambassador (8) 2-dr. $375 
OLDSMOBILE—’59 (88) conv., $2,435 
(ps). 
’57 (88) Super 2-dr. Holiday, $1,399* 
(ps); (88) 2-dr. Holiday, $1,1:\*, 
"56 (98) 4-dr. Holiday, $710* (ps). cony. 
$700* (ps), : 
PLYMOUTH—’59 Suburban (8) 2-cr., $1. 
730*; Savoy (8) 2-dr., $1,475* 4 


"58 Savoy (8) 2-dr., $1,000*. 
’57 Suburban (8) Custom 4-dr., $1,020¢; 


Belvedere (8) 2-dr. hardtop, $930* 
$900* (ps), $875* (ps); Savoy (8) 2 
dr., $705*, $675*; 4-dr., $695. 
"56 Belvedere (8) 4-dr., $475. 
RAMBLER—’59 Ambassador (8) 4-dr., $1,- 
570; American (6) 2-dr., $1,515°*: sta. 
tion wagon, $1,390. 
STUDEBAKER—’59 Lark (6) 4-dr., §1,. 


425; 2-dr., $1,315. 
’57 President (8) station wagon, $935*. 


MISCELLANEOUS—'58 Ford (6) %-ton 
panel, $810, 
"55 Ford (8) %-ton pickup, $440. 
SOUTH SEATTLE 
South Seattle Auto Auction, Sale every 


Wednesday. Prices are for sale of Jan, 13, 
BUICK—’57 Special 4-dr., $1,140*. 
*53 Super 4-dr., $255. 


CADILLAC—’54 (62) 4-dr., $910* (ps). 
OHEV ROLET—’60 Corvair (6) 4-dr., §2,- 
030. 

‘59 Impala (8) 2-dr. hardtop, $2,300*, 
$2,240*; Parkwood (8) 4-dr., $2,180*, 
$2,160* (ps); Bel Air (8) 4-dr., $1,- 
965* (ps), $1,815*; Brookwood (8) 4. 


dr., $1,850; Brookwood (6) 4-dr., §1,- 
795. 
(Continued on Page 41, Col, 1) 


Used Imported 


Cars 


ALBANY 


Renault—'57 Dauphine 4-dr., $485. 
Wartburg—’59 4-dr., $425. 


BORDENTOWN, N. J. 
Austin—’53 4-dr., $150. 
Citroen—’'58 4-dr., $850*. 

MG—’59 conv., $1,700. 
Vauxhall—’58 4-dr., $660. 


CALDWELL, N. J. 
Ford (English)—'58 2-dr., $605. 


CHICAGO 
Fiat—’57 2-dr., $550. 
Ford (English)—’58 station wagon, 
MG—’57 4-dr., $1,000. 
Volkswagen—’59 Karmann-Ghia, $1,800; 2- 
dr., $1,350. 
’58 2-dr., $1,050, $1,000. 
’57 Kombi, $710, 


DANVILLE, VA. 


Hillman—’57 4-dr., $510*. 
Renault—’ 60 4-dr., $1,110. 


DAYTONA BEACH, FLA. 
Ford (English)— 59, $750. 
’58, $740, $575. 
Hillman—’57 station wagon 2-dr., $425. 
Morris—’58 Minor conv., $695. 
Simea—’58 4-dr., $815, $560. 
Triumph—’58 station wagon 4-dr., $700. 


DETROIT 
Ford (English)—’59 Anglia, $825. 
’57 Anglia, $455. 
Renault—’59 4-dr., $1,150. 
Volkswagen—’60 Karmann-Ghia 2-dr., $2,- 
100; sunroof 2-dr., $1,580; 2-dr., $1,- 
550. 
*59 sunroof 4-dr., $1,530; 4-dr., $1,530. 


DYER, IND. 
Fiat—’59, $700. 
Morris—’59 Minor, $950. 
Porsche—’ 57 2-dr., $1,380. 


FLINT 
Fiat—’59 4-dr., $800. 
Ford (English)—’58 Escort, $595. 
Hillman—’59 station wagon, $1,000. 
Isetta—’57, $215. 
Opel—’58 2-dr., $1,100. 
Volkswagen—’59 2-dr., $1,360. 


LOS ANGELES 
Austin-Healey—’59 roadster, $2,490, $2,350. 
Fiat—’59 1100 4-dr., $1,275. 
Isetta—’59 2-dr., $290. 
MG—’59 MGA roadster, $1,800. 

’58 MGA roadster, $1,400. 

’53 TD-2 roadster, $635. 
Metropolitan—’59, $2,230. 
Renault—’58 Dauphine 4-dr., 
Sunbeam—'56 Rapier, $650. 
Triumph—’55 TR2 roadster, $900. 
Vauxhall—’59 4-dr., $1,200. 
Volkswagen—’59 2-dr., $1,295. 


MANHEIM, PA. 
Fiat—’58, $650. 
Ford (English)—’57 Squire station wagon, 
$505. 
MG—’58 MGA conv., 
top, $1,375. 

53 MGA conv., $625. 
Metropolitan—’54 conv., $320. 
Opeil—’59 2-dr., $1,350, $1,010. 
Porsche—’58 conv., $2,070. 
Renault—’58 Dauphine, $850. 
Simca—’57 Grand Large 2-dr., $545. 
Triumph—’ 57, $1,170. 

Vauxhall—’58 4-dr., $910, $890. 
Volkswagen—'57, $1,100. 


MASON CITY, IA. 
Simea—’59 Aronde 4-dr., $1,235, $900. 


PORTLAND, ORE. 
Triumph—’57 TR-3, $1,550. 
Volkswagen—'57 sunroof 2-dr., 

’56 deluxe 2-dr., $700. 


SEATTLE 
Fiat—’58 4-dr., $825. 
Renault—’'57 4-dr., $740. 
Volkswagen-—'57 2-dr., $1,010. 
’56 2-dr., $835. 
’54 2-dr., $675. 


$640. 


$990; sunroof, 


$950, $935. 


$1,410; 2-dr. hard- 


$1,100 
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Used-Car Auction Prices 
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68 Brookwood (8) 4-dr., $1,675*, $1,- 
645°; Brookwood (6) 4-dr., $1,495; 
Be! Air (8) 2-dr., $1,530*; Biscayne) 


(8) 4-dr., $1,375*. 

57 Bel Air (8) 4-dr., $1,275*; Two-ten 
(8) 2-dr., $1,050°*, 

‘56 Bel Air (8) sport coupe, 
$890" 

"55 Bel Air (8) sport coupe, $840*, $690*; 
One-fifty (6) 4-dr., $510. 

"54 Bel Air (6) 4-dr., $615*, $575, $555°*. 

53 Two-ten 4-dr., $410; 2-dr., $350. 

PODGE—'57 Coronet (8) 4-dr. hardtop, 

$1,150°. 

55 Royal (8) 4-dr., $705*; 2-dr., $630. 

FORD-—-'59 Thunderbird (8) 2-dr. hardtop, 

$3,335* (ps); Galaxie (8) conv., $2,-| 
385* (ps), $2,295* (ps), $2,250* (ps); 
Country Sedan (8) 4-dr., $2,250* (ps), 
$2,245* (ps); Ranch Wagon (8) 4-dr., 
$2,095* (ps); Fairlane 500 (8) 4-dr. 
Victoria, $2,145* (ps), $2,130* (ps). 

58 Country Sedan (6) 4-dr., $1,655* 


$1,045*, | 





(ps); Country Sedan (8) 4-dr., $1,550*. 

’57 Ranch Wagon (6) 2-dr., $1,125*; 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
025* (ps); Custom 300 (6) 4-dr., $1,- 
005; Custom (8) 4-dr., $990*. 

56 Country Sedan (8) 4-dr., $1,015* 
(ps); Fairlane (8) 4-dr., $1,005*, 
$820*; conv., $845°*. 

‘55 Fairlane (8) 2-dr., $780*, $730*; 
Main (8) 4-dr., $600. 

54 Custom (8) 2-dr. Victoria, $510* 


(ps); 4-dr., $510*. 

52 Custom (8) 2-dr., $170, $140. 
HUDSON—’'53 Hornet 4-dr., $175". 
MERCURY—'58 Commuter 4-dr., $1,675*; 

Monterey 4-dr., $1,545* (ps). 


‘56 Montclair sport coupe, $1,020* (ps); 
conv., $940* (ps). 

‘55 Montclair sport coupe, $935*, $715*; 
Monterey 4-dr., $705*. 

‘54 Monterey 4-dr., $285*. 

'52 Monterey 2-dr., $220*, $195*. 

OLDSMOBILE—'56 (88) 4-dr., $740*. 

‘55 (88) Super 4-dr. Holiday, $1,020 

(ps); (98) 4-dr. Holiday, $835* (ps). 


PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
575*; Savoy (8) 2-dr., $725. 
‘57 Suburban (6) 4-dr., $1,325*. 
’56 Savoy (8) 4-dr., $630*. 
’53 Belvedere conv., $385. 


PONTIAC—’55 Chieftain 4-dr., $765°*. 
‘54 Chieftain 2-dr., $390*. 
RAMBLER—’58 Custom (6) Cross Coun- 
try, $1,550*. 
55 Custom (6) 4-dr., $650*. 
MISCELLANEOUS—’54 Ford (6) %-ton 


pickup, $615; Chevrolet (6) %-ton 
pickup, $520. 

"53 GMC (6) %-ton pickup, $445. 

*b1 GMC (6) %-ton pickup, $500; Chev- 
rolet (6) %-ton pickup, $295. 


DANVILLE 


Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Jan. 13. 
Market back to normal after holidays. 
Definitely need newer model cars. 
BUICK—'57 Super 4-dr., $1,205* (ps), $1,- 





070* (ps). 
56 Century 4-dr., $750* (ps). 
"55 Special 4-dr., $595*; 2-dr., $500, 
$405*. 
OADILLAC—’56 (62) 2-dr., $1,650* (ps). 
— ’58 Bel Air (8) 4-dr., $1,- 
’57 Two-ten (8) 2-dr., $1,375*; Bel Air 
(8) 2-dr., $1,270*, $1,400*, $1,260*; 
4-dr., $1,265*. 


’56 Bel Air (6) 2-dr., $970*, $805; Two- 
ten (6) 2-dr., $890*, $710; 4-dr., $760*. 
‘55 Bel Air (8) 2-dr., $805; Two-ten (8) 
Delray, $700. 
54 Bel Air 4-dr., $600*; 2-dr. $355*. 
‘53 Bel Air (6) 2-dr., $365*, $320*. 
DODGE—’57 Coronet (8) 4-dr., $1,035. 
54 Coronet 4-dr., $385* (ps). 
FORD—’'59 Galaxie (8) 4-dr., $1,890* (ps); 
Country Sedan (8) 4-dr., $2,035*; Cus- 
tom 300 (8) 4-dr., $1,615. 
‘58 Fairlane (8) 4-dr., $1,085*, $935. 
"57 Fairlane (8) 2-dr., $1,060* (ps); 4- 


dr., $985*, $810; Custom (8) 2-dr., 
$835, $470. 
"56 Country Sedan (8) 4-dr., $950* (ps); 
Fairlane (8) 2-dr. Victoria, $935*, 
$690*, $610*, $610* (ps); Fairlane (8) 
: 2-dr., $830* (ps). 
55 Fairlane (8) 4-dr., $695, $630*; 


7 Ranch Wagon (8), 2-dr., $500*, $415*. 
53 Custom (8) 4-dr., $335, $130. 

MERCURY—’57 Monterey 2-dr., $1,195*. 
’55 Monterey 4-dr., $515*. 


OLDSMOBILE — '57 (88) 4-dr., $1,190* 
56 (88) 4-dr., $785*. 


55 (98) 4-dr., $775*; (88) 4-dr., $645*. 


"54 (88) 2-dr., $1,060" (ps) 

"53 (98) 2-dr., $355*, 
PLYMOUTH — ’58 Suburban (8) 2-dr., 

$935°*, 

'ST Savoy (8) 4-dr., $560*. 

56 Belvedere (8) 2-dr., $860*; Subur- 


f ban (8) 2-dr., $560*, 

53 Cranbrook 2-dr., $125. 
PONTIAC—’56 Star Chief 2-dr., $850. 

53 Chieftain 2-dr. Catalina, $250. 
RAMBLER—’58 Custom (6) 4-dr., $1,010*. 

. NEOUS—’56 Ford pickup, $410. 

55 Chevrolet Dumptruck, $505; Ford (8) 

s 500 pickup, $455. 

53 Chevrolet pickup, $250. 


» CHICAGO 


Greater Chicago Auto Auction, Sale every 

ursday. Prices are for sale of Jan, 14. 
Sold 405 cars from 623 consignments. 
BUICK—’59 LeSabre 2-dr. hardtop, $2,350* 

: (ps); 4-dr. hardtop, $2,300* (ps), 

58 RM conv., $1,925* (ps); Special 4-dr. 

7 Riviera, $1,470* (ps), $1,450* (ps). 

57 Special 2-dr. Riviera, $1,110*, $1,- 
020*; Super 4-dr, Riviera, $1,095*, 
$1,050* (ps); Century 4-dr, Riviera, 
$850* (ps). 

56 Super 2-dr. Riviera, $840* (ps); 4-dr. 
Riviera, $720* (ps); Century 4-dr. Riv- 
fera, $835*, $525*; Special 4-dr. Riv- 

H fera, $750* (ps). 

55. Century 4-dr. Riviera, $750*, $605*; 
Estate Wagon, $620* (ps); 2-dr. Rivi- 
era, $540*, $500*; Special 2-dr. Rivi- 
era, $530*; 4-dr., $420*; 4-dr., Riviera, 
$395*, $355* (ps); Super 4-dr, Riviera, 

1, 3495* (ps); 4-dr., $370*. 

54 RM 2-dr. Riviera, $425* (ps); Super 
2-dr. Riviera, $340*, $235*. 

CADILLAC—'60 (62) conv., $5,650* (ps); 





le Ville 4-dr. hardtop, $5,175* (ps). 
= (62) 2-dr., $3,925* (ps), $3,800* 
Ps). 

"BT (62) 4-dr., $2;515* (ps), $1,925* 
(Ps); Sedan de Ville, $2,140* (ps), 
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180* (ps). 
’57 Firedome 4-dr. hardtop, $1,075* (ps), 
$1,050*; Fireflite 4-dr., $825* 
’56 Fireflite 4-dr., $700* 
2-dr, hardtop, 
’55 Fireflite 2-dr, 
Firedome 4-dr., $315* 
DODGE—’59 Coronet (8) 4-dr., 
’57 Coronet (6) 2-dr., $640. 
55 Coronet (8) 4-dr., $400*. 
EDSEL—’58 Citation 4-dr. hardtop, $1,- 
060*; 2-dr. hardtop, $1,050* (ps), $1,- 
050°. 
FORD—’60 Thunderbird (8) conv., $3,725* 


(ps); Firedome 


$595° (ps); 


$1,350". 


$2,090* (ps); Coupe de Ville, $1,985* 
(ps); conv., $1,960* (ps). 
*56 (62) Sedan de Ville, $1,600* (ps); 


2-dr., $1,200* (ps); (60) Special 4-dr., 


__ $1,425* (ps). (ps); 2-dr. hardtop, $3,610* (ps) 
55 (62) 4-dr., $775* (ps). ’59 Thunderbird (8), 2 at $3,150* (ps); 
"53 (62) 4-dr., $280* (ps). Galaxie (8) 2-dr. Victoria, $2,020*; 
51 (62) 4-dr., $435* (ps). Fairlane (8) 4-dr., $1,650; 2-dr., $1,- 
CHEVROLET—’60 Bel Air (8) 4-dr., $2,- 625; Ranch Wagon (8) 4-dr., $1,635* 
350*. (ps); Custom 300 (8) 2-dr., 2 at §$1,- 
’59 Impala (8) 2-dr., $2,125* (ps), 2 at 550*, $1,525*; Custom 300 (6) 2-dr., 
$2,100* (ps), $2,035*, $1,735; Bel Air $1,300". 
(8) 4-dr., $1,825, $1,740, $1,510*, ’58 Thunderbird (8), $2,750* (ps), $2,- 
’658 Impala (8) conv., $1,725* (ps); 2-dr. 400* (ps), $2,300* (ps), $2,255* (ps); 
hardtop, $1,700, $1,575*, $1,505*, $1,- Fairlane 500 (8) skyliner, $1,725* 
275*; Yeoman (8) 4-dr., $1,400*; Bel (ps); 2-dr. Victoria, $1,435* (ps), $1,- 
Air (8) sport sedan, $1,385* (ps), 285*; 4-dr. Victofia, $1,150 *(ps); 
$1,270*; 4-dr., $1,345* (ps); Biscayne Custom 300 (8) 4-dr., $1,110* (ps); 
(8) 4-dr., $1,300*, $1,290*%, $1,260, 2-dr., $1,005*, $990, $895; Custom 300 
$1,085; 2-dr., $1,275*. (6) 4-dr., $960*; Fairlane (8) 4-dr., 
‘57 Bel Air (8) sport sedan, $1,230*; $1,100* (ps); Ranch Wagon (8) 4-dr., 
Two-ten (8) station wagon, $1,100* $1,005*; 2-dr., $900*. 
(ps), $1,005*; 4-dr., $1,000; Two-ten ’57 Fairlane 500 (8) skyliner, $1,250* 
(6) station wagon, $1,075*; 4-dr., $1,- (ps), $1,215*; 4-dr., $925* (ps), $855; 
010, $975, $880. 2-dr. Victoria, $835*, $795* (ps), 
"56 Two-ten (6) station wagon, $950*; $765*, $735* (ps); conv., $830* (ps); 
2-dr., $710*%; One-fifty (6) station 2-dr., $740*%; Ranch Wagon (8) 2-dr., 
wagon, $690*; Bel Air (8) sport coupe, $1,055* (ps), $975, $825*; Country 
$660*. Sedan (6) 4-dr., $1,000*; Country Se- 
"55 Two-ten (8) 4-dr., $560*; Bel Air dan (8) 4-dr., $985*; Fairlane (8) 
(8) sport coupe, $405*; conv., $350. 4-dr., $895*; 2-dr. Victoria, $840* 
’53 Two-ten 4-dr., $260; Bel Air 2-dr., (ps); Custom 300 (8) 4-dr., $850*, 
$230°*. $820*, $760*, $620*; 2-dr., $845", 
CHRYSLER—’57 NY 4-dr., $1,250* (ps). $785*; Country Squire (8) 4-dr., $795* 
"56 NY 4-dr., $675* (ps). (ps). 
"55 NY 4-dr., $470* (ps). 56 Ranch Wagon (8) 2-dr., $620*; Cus- 
'54 NY 4-dr., $340* (ps). tom (8) 2-dr., $685*, $525*; Fairlane 
DeSOTO—’58 Fireflite 2-dr. hardtop, $1,- (8) 2-dr., $605*, $515*, $510*; 2-dr. 







A smash hit with dealers!’ 


Victoria, $510*, $335. 

’55 Fairlane (8) 2-dr. Victoria, $515*, 
$505*, $355*; 4-dr., $445*, $390*; 
Ranch Wagon (8) 2-dr., $474, $205*; 
Custom (8) 4-dr., $470; Main (6) 2- 
dr., $320. 

’54 Crest (8) conv., $430. 


IMPERIAL — '58 Imperial 
(ps). 

’57 Imperial 4-dr., $1,450* (ps). 
LINCOLN — '58 Premiere 4-dr., $2,125* 
(ps); Capri 2-dr., $1,925* (ps). 

56 Capri 4-dr., $925* (ps). 
55 Capri 2-dr., $575* (ps). 
MERCURY—'58 Montclair 4-dr. 

$1,400* (ps). 

’57 Turnpike Cruiser 4-dr., $1,195* (ps); 
Commuter 2-dr., $990* (ps); Monterey 
4-dr., $910* (ps); 4-dr. hardtop, $905*. 


4-dr., $2,500* 


hardtop, 


56 Montclair 4-dr. hardtop, $785*; 2- 
dr., $765*, $660*; conv., $605* (ps); 
Custom 2-dr., $550* 


55 Monterey 4-dr., $535*, $320*; 2-dr., 


$360* (ps); Montclair conv., $300*; 
Custom 2-dr., $250*. 
’54 Monterey 2-dr., $300*. 

NASH—’57 Ambassador (8) 4-dr., $635* 
(ps), $530. 

OLDSMOBILE — ‘59 (98) conv., $2,685* 
(ps); 4-dr., $2,480; (88) conv., $2,545* 
(ps); (88) 4-dr., $2,300* (ps). 


’58 (98) 4-dr. Holiday, $1,830* (ps), $1,- 
745* (ps); 2-dr. Holiday, $1,780* (ps); 
(88) 4-dr. Holiday, $1,780* (ps); 4-dr., 
$1,625* (ps). 

’57 (88) Fiesta, $1,460* (ps); 4-dr, Holi- 
day, $1,150*; (88) Super 4-dr, Holi- 
day, $1,285*, $1,215* (ps). 

'56 (98) 4-dr. Holiday, $850* (ps); 4-dr., 


$655* (ps). 

’55 (88) Super conv., $685* (ps); (88) 
4-dr., $655* (ps); (98) 4-dr., $450* 
(ps). 

’53 (98) 2-dr. Holiday, $290*. 

PACKARD — ‘56 Clipper 2-dr. hardtop, 
$475* 


PLYMOUTH—’59 Savoy (8) 4-dr., $1,490°. 
‘58 Savoy (8) 4-dr., $985*. 


Fun for the whole family! Kodak's 
Brownie Starflash Camera featured 
in Purolator’s promotion. $8.95 list 
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’57 Belvedere (8) 4-dr., $940* (ps), 
$890*, $685*; sport coupe, $850*; Sub- 
urban (8) 4-dr., $900* (ps); Savoy (8) 
4-dr., $775* (ps); Savoy (6) sport 
coupe, $695*; Plaza (8) 4-dr., $600. 

‘56 Suburban (6) 2-dr., $560*. 

55 Belvedere (8) 2-dr., $440; 4-dr., 
$365*; Savoy (6) 4-dr., $350*. 

PONTIAC—’59 Star Chief 4-dr. Vista, $2,- 
570* (ps); Catalina sport coupe, $2,- 
460* (ps); 4-dr, Vista, $2,455* (ps), 
$2,080*; conv., $2,300* (ps). 

'58 Super Chief 4-dr, Catalina, $1,025*. 

’56 Chieftain Safari, $750*. 

’55 Star Chief 2-dr. Catalina, $375* (ps). 

’54 Star Chief 4-dr., $305* (ps). 

RAMBLER — '59 Ambassador (8) Cross 
Country, $1,800*; 4-dr., 4 at $1,500; 
2-dr., $1,325. 

’58 Rebel (8) Cross Country, $1,345; 
Ambassador (8) 4-dr., $1,255*. 

STUDEBAKER—’59 Lark (6) 4-dr., $1,- 
145. 

MISCELLANEOUS — ’56 Ford (8) %-ton 
panel, $435*; Courier (6) delivery se- 
dan, $400. 

’55 Chevrolet (6) %-ton pickup, $680. 


NASHVILLE, TENN. 


Nashville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Jan, 13. 
Little soft with all makes and models, Sold 
155 cars from 275 consignments. 
BUICK—’57 Century Estate Wagon 4-dr., 

$1,145*; 2-dr. Riviera, 2 at $1,000, 
$975. 

’56 Super 2-dr. Riviera, 3 at $875. 

’55 Special 4-dr., 3 at $650. 

'54 Special 4-dr., $400, 
CADILLAC—’57 (62) Coupe de Ville, $2,- 

025; 4-dr., $1,970. 

’56 (62) 4-dr., $1,500. 

'5S (62) 4-dr., $1,075. 
CHEVROLET—’'60 Corvair (6) 4-dr., 2 at 


$2,075. 
59 Impala (8) 4-dr, hardtop, $2,055; 
(Continued on Page 42, Col, 1) 





Purolator breaks all sales records 
with this Kodak premium! 


This Purolator promotion, like many others, proves 
Kodak cameras are “‘naturals” for premium use. . . 
They are most-wanted by customers and prospects every- 
where! And this acceptance is backed up by the biggest 


Purolator has moved millions of oil filters with the 
biggest camera premium promotion in 20 years. 
Nearly 150,000 Brownie Starflash Cameras were dis- 
tributed to the automotive service trade for the most 
successful dealer promotion in Purolator history. 

We asked Purolator why it chose this premium. 
The answer: “Because we knew everybody likes to take 
pictures— young and old, men and women alike—it’s 
fun for the whole family! And because of Kodak 
cameras’ unmatched consumer appeal, we were sure 
a Kodak premium would bring in more sales for our 
premium dollar! Results bear this out!” 


ad campaign in the industry. 


Mail coupon today and learn how Kodak premiums 
can help your next promotion—as dealer and sales 
force incentives, as traffic builders and consumer 


premiums, for every sales effort! 


There’s the right camera or outfit for your promotion in 


Kodak’s full line from $4.25 to $850! 


Prices are list and subject to change without notice. 


EASTMAN KODAK COMPANY, Rochester 4, N. Y. 


p—-—-—-—-—-—-————-———-—————— MAIL CouPON TODAY —-—————-————————-—----—- 


Name 
Company Street 
City State 


EASTMAN KODAK COMPANY, Premium Sales Office, Rochester 4, N. Y. 
Please send me more details on promotion opportunities with Kodak premiums. 





Position 
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"50 Sake %-ton, $120. 
’48 International -ton, $155. 
Bel Air (8) 4-dr., 3 at $1,900, Stsen, top, $1,350* (ps); 2-dr., $1,305"; Bis- - . 
"5S Impala (8) 4-dr. hardtop, cayne (6) 2-dr., $1,175. 
Bel Air (8) 4-dr., $1,475, $1,400; Bis- "57 Two-ten (8) 4-dr., $1,020*; 2-dr., WAREHOUSE POINT, CONN. 
cayne (6) 4-dr., 3 at ‘$1,250, 3 at $750* Southern Auto Sales, Inc. Sale every 














$1,200, 4 at $1,150. 


’S7 Bel Air (8) 4-dr. hardtop, 3 at $1,- 
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' (Continued from Page 41) 
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ten (6) 2-dr. hardtop, $610, 
























Used-Car Auction Prices 


’56 Two-ten (8) 4-dr., $785, $535*; 






International carryall, 
panel, $340. 

’55 International carryall, $385, 
$190. 

53 Willys Jeep, $165. 


















Two- 



















































aT 57 Commander (8) 2-dr., 


$8: 
MISCELLANEOUS—’56 GMC %-ton, $480; 
$380; Dodge 


’54 Chevrolet %-ton pickup, $230; panel, 


Thursday. Prices are for sale of Jan, 14. 
Heavy snow storm, curtailed consignments. 




























































225; Two-ten (6) 4-dr., 4 at $975, 2 ’55 Bel Air (8) conv., $525*; 2-dr.,| High percentage sold. 
f at $900, $525*; $360*; Two-ten (6) 4-dr., $505,| BUICK—’56 Special 2-dr. Riviera, $885, 
f 56 Bel Air (6) 4-dr., $775. $445. $650°. 
’55 Bel Air (8) 2-dr, hardtop, 2 at $675; "54 Two-ten 4-dr., $445*; Bel Air 2-dr., 55 Super 2-dr. Riviera, $500*; Special 
' Two-ten (6) 4-dr., 3 at $600, 2 at $405, $275. 2-dr., $460*. , 
a $550. ’53 Bel Air 2-dr., $185. ’53 Super 4-dr., $160*. 
54 Bel Air (6) 4-dr., 2 at $500. CHRYSLER—’56 NY 4-dr., $805* (ps). CHEVROLET—’59 Parkwood (6) 4-dr., 
OHRYSLER—’55 (300) sport coupe, $330. ’5S NY 4-dr., $575* (ps); Windsor 4- $2,050*; Biscayne (6) 2-dr., $1,450. 
54 Windsor 4-dr., $300. dr., $505* (ps). Agee aes GL its, oi eae 
i DeSOTO—’57 Fireflite 4-dr., $975. DesoTO—’ 5 * 5 5 0 1,100. 
it FORD—’60 Thunderbird (8) 2-dr. hardtop,| 55 Fins bane ee ba ” $540° "57 Two-ten (6) station wagon 4-dr., $1,- 
| $3,615; Galaxie (8) Starliner, $2,405; | nongr ss - —, 135; Two-ten (8) 2-dr., $1,090*; One- 
; Falcon (6) 4-dr., $1,820, D 57 Coronet (8) conv., $925°*. fifty (6) 2-dr., $775. 
59 Thunderbird (8) 2-dr, hardtop, $3,- *56 Coronet (8) Sierra, $735; 2-dr., $585. 56 Two-ten (6) 2-dr, hardtop, $750*; 
125; Galaxie (8) 4-dr, Victoria, $2,130, — (8) 4-dr., $415*, $410* (ps), <.- $725; One-fifty (6) 2-dr., $575, 
2 at $2,050, $1,955. . 0. 
58 Fairlane 500 (8) 4-dr., 3 at $1,500,| FORD—’58 Fairlane 500 (8) 4-dr. Victoria,| "55 Two-ten (6) station wagon 4-dr., 
2 at $1,275, 2 at $1,175. $1,255*; Fairlane (8) 2-dr., $1,025*. $605; Bel Air (6) 4-dr., $545*, $390*; 
57 Fairlane 500 (8) 4-dr, Victoria, 2| '57 Fairlane 500 (8) 4-dr., $1,050*; Fair-| | Bel Air (8) 2-dr., $455. 
} at $1.250, $1,000; Fairlane (8) 4-dr., lane (8) 2-dr., $615*; Custom (6) 2- 53 Two-ten 4-dr., $325*; Bel Air 2-dr. 
3 at $950; Fairlane (6) 4-dr., $2,850. dr., $590*. prardtop, $275. 
i 56 Fairlane (8) 4-dr., 3 at $800, 2 at| ‘56 Fairlane (8) 2-dr, Victoria, $660*; 52 One-fifty 4-dr., $275. 
| $700, $650, 2-dr., $465*, $290; Custom (8) 2-dr.,| CHRYSLER—’55 Windsor 4-dr., $310* (ps). 
55 Fairlane (8) 4-dr., 2 at $750, 2 at $550; 4-dr., | $550*. "GS NY 2-dr. hardtop, $180°. 
1 $600, 3 at $550, ’55 Fairlane (8) 2-dr. Victoria, $395* DeSOTO—’56 Firedome 4-dr., $530* (ps). 
i | IMPERIAL—’59 Crown 4-dr. hardtop, $3,- (ps); Custom (6) 2-dr., $360; Custom | DODGE—'54 Coronet 4-dr., $130°. 
} 365. (8) 2-dr., $325; Main (6) 2-dr., $310.| "52 station wagon, $125°. 
F MERCURY—'ss Monterey 2-dr. hardtop, ’54 Crest (8) conv., $325, $250; 2-dr., FORD— 58 Fairlane (8) 2-dr., $1,000. 
HS $1,295 Victoria, $160; Custom (6) 4-dr., $235;| "57 Custom (8) 4-dr., $1,100, | $1,050*, 
i td Monterey 4-dr.. 2 at $1,000. Custom (8) 4-dr., $115*, y $980*; Custom 300 (6) 4-dr., $930*. 
ie "56 Monterey 4-dr,, 3 at $675. *53 Crest (8) 2-dr. Victoria, $225; Cus- 56 Ranch Wagon (8) 2-dr., $695*; Cus- 
i OLDSMOBILE—'59 (88) 4-dr., $2,285. tom (8) 2-dr., $190*, §$175*; ‘4-dr., ee 
¥ , s 14 . 
57 (88) 4-dr. Holiday, $1,450. $145. ’55 Custom (8) 2-dr., $575*, $500*. 


"52 Custom (8) 2-dr., 
’51 Custom (8) 4-dr., 













56 (88) 4-dr. Holiday, 2 at $1,000. 


; ’55 (88) 2-dr, Holiday, 2 at $750. $140. 


; PLYMOUTH—’58 Fury (8) 2-dr. hardtop, | HUDSON—’55 Wasp 4-dr., $160. : a 

} $1,420; Savoy (8) 2-dr., 2 at $975. ‘54 Wasp 2-dr., $190. eh Ly Rt on hase 
i '57 Belvedere (8) 2-dr. hardtop, 2 at} LINCOLN—’50 Capri 4- -dr., $110*. "56 Plaza (8) 2-dr., $500 + 94, . 
hi ’ 90so. MERCURY — ’'55 Monterey 4-dr., $525°, ‘55 Belvedere (6) 2-dr, hardtop, $500*. 

: 56 Savoy (8) 4-dr., at $650, $500. $395", ‘53 Savoy 4-dr., §330°. ’ 

: ee oO ar., *a'at’ $500, 2 at $340; Custom 4-dr.,| sTUDEBAKER—’56 Golden Hawk 2-dr. 


‘53 Monterey 4-dr., 
$110. 









$450 
PONTIAC—'60 Catalina 4-dr. Vista, $2,- "52 Monterey 2-dr., $110, 




























De Ce ae 


Practically 


O vou ENJOY THE HIGHEST 
MARKUP IN THE AUTO INDUSTRY. 


ee YOUR CUSTOMERS WANT THE 
BORGWARD. Consumer demand in- 
creases year after year. 


es YOU'LL SELL THE MOST TROU- 
BLE-FREE CAR IN TODAY’S MARKET. 
You’re not bothered with irritating 
“come-backs” for repairs and ad- 
justments. 


FOR THE FULL STORY 
; CALL OR WRITE TODAY! 


FERGUS 


1717 Broadway, New York 19, N.Y. 
COlumbus 5-6494 


$165; 4-dr., $105*. 











HUDSON—’53 Jet 4-dr., $185. 


MERCURY— 


hardtop, $800. 


'55 Custom 2-dr. hardtop, 














































a SRN MTA The 


DEALER FOR 


SORGWAR 


the same specifications as another well known West German 


car, yet sells for $1,000 less! 


And here are 3 more: 


Borgward sales don’t pivot 
on deals... this high quality 
car meets your customers’ 
most exacting demands. 


Borgward has more “extras” 
built right in at no extra 
cost! 


Your Borgward owners be- 
come your best salesmen— 
they pre-sell their friends. 


Jack Sterling Sells Borgward 
Every Morning on WCBS Radio 


{ OLDSMOBILE—’ 56 (88) 4-dr., $685*. 
i ‘38 “Chiettain 2-dr., $1,280 os '54 (98) 4-dr., $390°; (88) 4-dr., $260°. MASON CITY, IA. 
s} eftain r. a ’ ’ . "53 (98) 2-dr., $145*. 
{ *56 Chieftain 4-dr., 2 at $600. PACKARD — '56 Clipper 2-dr. hardtop, wom. Foes. po ae of Jan ie 
| 55 Chieftain 4-dr., 2 at $550, 2 at $500. 430° (ps). ‘ A spurt of activity indicates a lift in 
} 55 (400) 2-dr. hardtop, $330* (ps). business. Buyers here in numbers, looking 
ty DYER, IND. wives (4) Cae ge a ee for ‘‘heavy’’ sharp cars. Sold 69 percent 
By, Dyer Auto Auction. Sale every Friday. Belvedere (8) 4-dr., $600. SUIOK— "ST Dpecial 2-dr $1,025°. 
A Prices are for sale of Jan. 15, Sold 188] ‘56 Savoy (8) 4-dr., $625*; Belvedere "66 Super fae Riviera, $606 
H ; ’ , 
i | cars from 251 consignments. (8) 4-dr., $565*. 55 Special 2-dr. Riviera, $540 
R BUICK—’57 Century 4-dr., $1,070*. "55 Belvedere (8) 4-dr., $460* (ps); CADILLAC—’56 (62) 4-dr., $1,325* (ps); 
: ’56 Super 4-dr., $750* (ps); 2-dr., Savoy (6) 2-dr., $400; 4-dr., $125; 4-dr, hardtop, $1,100* (ps). : 
f $750* (ps); Special 4-dr., $745*; 2-dr., Plaza (6) 2-dr., $250. 52 (62) 2-dr.. $360* : 
Bh! $670*, $575*. "53 Cranbrook 4-dr., $135. 49 (60) 4-dr.. $170*. 
Oe sae tee), 2-dr., $455*; Super 2-dr., -% — '56 Star Chief 4-dr., $650* CHEVROLET—'58 Biscayne (8) 4-dr., $1,- 
. ps). ‘ ca . 
54 Special 2-dr., $425*, $225*; RM 4-| '55 Star Chief 2-dr., $505* (ps). a a Oe, et 
dr., $380* (ps), $355* (ps). "54 Chieftain 2-dr. Catalina, $265*; 4-dr., '57 Two-ten (6) 4-dr., $1,030; 2-ar. 
53 Super 2-dr. Riviera, $155°. $140*, $125*. $945; Two-ten (8) 4-dr., $895. : 
"52 Special 4-dr., $150. 53 Chieftain 4-dr., $185*. '56 Two-ten (6) 2-dr. hardtop, $780* 
ir CADILLAC—’52 (62) 4-dr., $645°. RAMBLER—'57 Deluxe (6) 4-dr., $505*. ’55 Two-ten (6) 2-dr., $635; Bel Air (6) 
5 CHEVROLET—'58 Bel Air (8) 4-dr, hard- "54 Deluxe 4-dr., $130. 4-dr., $395, I D 
Hf 



































































AUTOMOTIVE NEWS, JANUARY 25, 1960 





‘564 Bel Air 4-dr., $385*; 


$295. 


CHRYSLER—’53 Windsor 4-dr., $160. 


try Sedan (8) 4-dr., $670; Custom (8) 


4-dr., $520*; 2-dr., $405*: Custom (6) 
2-dr. Victoria, $470. 
565 Custom (8) 2-dr., $500*. 
"54 Main (8) 2-dr., $360. 
’53 Custom (8) 2-dr., $250*; Main (6) 
2-dr., $145. 
"52 Main (8) 2-dr., $160; Custom (8) 4- 
dr., $120. 
LINCOLN — ’57 Premiere 4-dr., $1,400* 
(ps). 
MERCURY — ’'56 Montclair 2-dr., $775* 
(ps). 


55 Monterey 2-dr., $660*. 
’54 Custom 4-dr., $350*. 
OLDSMOBILE—’56 (88) Super 4-dr., 
(ps); (88) 2-dr., $785°*. 
"55 (88) 2-dr., $725* 


$850* 





PAOKARD—’55 Clipper 4-dr., $425* (ps). 
PLYMOUTH—’53 Cranbrook 2-dr., $150. 
PONTIAC—’58 Chieftain 4-dr., $1,210. 


’57 Safari 2-dr., $1,330* (ps). 

’56 Chieftain 4-dr., $610*, 

’54 Chieftain 2-dr., $275. 
RAMBLER—’57 Custom (6) 4-dr., $1,015*. 


STUDEBAKER—’58 Silver Hawk (8) 4-dr., 


$980". 
MISCELLANEOUS—’53 Chevrolet %-Ton, 
$295. 
DETROIT 
Motor City Auto Auction. Sale every 


Monday. Prices are for sale of Jan. 11. 
BUICK—’59 LeSabre 4-dr., $2,270* (ps). 
"65S Special 4-dr. Riviera, $1,575; 4-dr., 


$1,350*; 2-dr., $1,165*; Super 4-dr. 
Riviera, $1, 400°; Century 4-dr. Riviera, 
$1,400* (ps). 

'S7 Special 4-dr. Riviera, $1,200* (ps), 
$1,190*; 2-dr., $900. 

55 RM 2-dr. Riviera, $590; 4-dr., $500* 
(ps), $250* (ps); Special 2-dr. Riviera, 
$500*, $470*; 4-dr., $425*; 2-dr., $200. 

’54 Special 2-dr. Riviera, $300*; 4-dr., 
$250*, $225. 

OCADILLAC—’58 (62) Coupe de Ville, $3,- 
200* (ps). 

"57 (60) Special 4-dr. hardtop, $2,320* 
(ps). 

"56 (62) Sedan de Ville, $1,700* (ps), 


$1,485* (ps). 
"55 (62) Coupe de Ville, $1,060* (ps). 
CHEVROLET—’'59 Impala (8) sport coupe, 


2 at $2,100*; sport sedan, $2,050*; Bel 
Air (8) 4-dr. hardtop, 2 at $1,900*; 
Biscayne (8) 2-dr., $1,620, $1,425, $1,- 
400; 2-dr., $1,480, 

"58 Bel Air (8) sport sedan, $1,385*; 
sport coupe, $1,250*; Biscayne (8) 2- 
r., $1,150, $1,130. 


57 Bel Air (8) sport coupe, $1,300*, $1,- 


190*; 4-dr., $1,100; Two-ten (8) 2-dr., 
$1,060*, $885; station wagon, $1,025*, 
$915. 

56 Two-ten (8) station wagon, $785, 
$485, $460; 4-dr., $635; 2-dr., $560*; 
Bel Air (8) 4-dr., $705*; sport coupe, 
$600. 

'55 Bel Air (8) 2-dr., $620*; sport coupe, 
$560*, $415; 4-dr., $520*%; Two-ten (8) 
Delray, $600*, $560, $455°*; One-fifty 
(8) 2-dr., $415, $385; 4-dr., $240, 

’54 Bel Air 2-dr., $340*, $300°. 


hardtop, $285, $185; 
2-dr., $245, $210*; One-fifty (8) 2-dr., 
$265; Two-ten (8) 2-dr., $160*. 
’52 Two-ten station wagon, $230*. 
OHRYSLER—’57 NY 4-dr. hardtop, $1,705* 


"53 Bel Air 2-dr. 


(ps); Windsor 2-dr., $1,050* (ps). 
’54 Windsor 4-dr., $320*, $245*. 
DeSOTO—'57 Fireflite 2-dr. hardtop, $1,- 
140* (ps); 4-dr., $1,025* (ps); Fire- 
sweep 2-dr., $1,075". 
’55 Firedome 4-dr., $550* (ps). 
DODGE—’58 Coronet (8) 2-dr. hardtop, 
$1,350". 
"56 Royal (8) 4-dr., $605*. 


’54 Coronet (8) Suburban, $265. 
’53 Coronet (8) 4-dr., $325*. 
FORD—’59 Thunderbird (8) 2-dr. hardtop, 


$2,950* (ps); Fairlane 500 (8) 4-dr. 
Victoria, $1,900*; 2-dr. Victoria, $1,- 
800; Custom 300 (8) 2-dr., $1,500*. 


‘58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
















2-dr., $385; 
Two-ten Delray, $320; One-fifty 2-dr., 


EDSEL—’58 Pacer 2-dr. hardtop, $1,050* 
(ps). 
FORD—’59 Ranch Wagon (8) 4-dr., $1,840* 


(ps); Custom 300 (8) 4-dr., $1,640*, 
$1, 635*, $1,615*; Fairlane (8) 2-dr., 
$1,400. 

’58 Fairlane 5000 (8) 4-dr., $1,375* (ps), 
$1,325*. 

‘57 Fairlane (8) conv., $1,125* (ps); 
Fairlane 500 (8) 2-dr., $1,100*; 4-dr., 
$1,035*; Custom (6) 2-dr., $715. 

’56 Ranch Wagon (8) 4-dr., $740*; Coun- 





385° (ps); 2-dr., $1,355, $1,200*; Coun- 
try Sedan (8) 4-dr., $1,300, ‘$1, 280° 
(ps), $1,275*; Custom 300 (8) 2-dr., 
$1,015*, $840*; Custom 300 (6) 2-dr., 
$875*, $825; Custom (6) 4-dr., $950*; 
2-dr., $925*. 

5? Fairlane 500 (8) 4-dr., $1,050*; 
Ranch Wagon (8) 2-dr., $900*, $850, 


$715; Fairlane (8) 2-dr. Victoria, 
$755*; Custom 300 (8) 2-dr., $720; 
Custom (8) 2-dr., $715*, $700* (ps). 

56 Country Sedan (8) 4-dr., $825* (ps), 
$665*; Fairlane (8) 4-dr. Victoria, 
$750*; 2-dr.. $650*%; Custom (8) 2-dr. 
Victoria, $700, $575*; 2-dr., $490, 
$480*, $460*, $455*; Ranch Wagon (8) 
2-dr., $520. 

55 Country Sedan (8) 4-dr., $605*; Cus- 
tom (8) 2-dr., $600*; Main (8) 2-dr., 
$500*; 4-dr., $275*. 

’54 Custom (8) 4-dr., $500*, $350*; 2-dr., 
$310*; Country Sedan (8) 4-dr., $450*, 
$435*; Crest (8) 2-dr. Victoria, $425, 
$275. 

’53 Crest (8) 2-dr. Victoria, $400*; conv., 


$210*; Custom (8) 2-dr., $360*; 4-dr., 
$290*, $250*; Ranch Wagon (8) 2-dr., 
” $315. 


Victoria, $220. 
$1,850°*. 
$625* (ps). 
$1,505* 


’52 Crest (8) 2-dr. 
LINCOLN—’57 Premiere conv., 
’55 Capri 4-dr., $700*; 2-dr., 
MERCURY—’58 Commuter 4-dr., 
(ps); Montclair 2-dr., $1,100*, 

’57 Montclair 2-dr. hardtop, $1,050*. 

‘56 Monterey 2-dr. hardtop, $515". 

55 Montclair 2-dr. hardtop, $570*; 2-dr., 
$335*; conv., $210; Custom 2-dr. hard- 
top, $345*. 

*54 Monterey 4-dr., 

OLDSMOBILE—'59 (88) 
300°. 

’58 (98) 2-dr. Holiday, $1,805. 

’56 (88) 2-dr., $635*. 

"55 (88) 2-dr., $510*; 4-dr., $420*. 

’54 (98) 2-dr. Holiday, $525*, $520*; 

r., $320* (ps). 
(88) 2-dr. Holiday, $270* (ps). 
(8) 4-dr. hardtop, 


$450* (ps). 
2-dr. Scenic, $2,- 


4- 


"53 
PLYMOUTH—'59 Fury 
$1,675". 

’58 Suburban (8) 4-dr., $1,300*. 

57 Suburban (8) 4-dr., $1,600*; 2-dr., 
$1,050* (ps); Belvedere (8) 2-dr. hard- 
top, $970*; Plaza (8) 4-dr., $690*. 

‘55 Belvedere (8) 2-dr. hardtop, $455*. 








*54 Belvedere 2-dr, hardtop, $290. 
PONTIAC—’'59 Bonneville 4-dr. Vista, $2,- 
345° (ps). 





’58 Chieftain Safari, $1,750*. 
’56 Star Chief 2-dr. Catalina, $6 5 


°55 Star Chief 4-dr., $500*; 2-d: Cat,. 
lina, $490; conv., $300* (ps); C :ieftain 
2-dr., $290*. 

RAMBLER—’59 Ambassador (8) ‘ross 
Country, $1,900*; 4-dr., $1,400 2-dp 
$1,300. r 

’57 Ambassador (8) 4-dr., $965, 
CHICAGO 


Arena Auto Auction, Sale every Tuesday, 
Prices are for sale of Jan. 12, in, rain 
and rain. Market strong on all sha:p cars, 
Sold 311 cars from 463 consignments, 


BUICK — '59 Invicta conv., $2,575" (ps); 
4-dr., $2,415* (ps); Electra 4-dr hard. 
top, $2,395* (ps); 2-dr. hardtop, $2. 
360* (ps); LeSabre 4-dr. hardtop, $2. 
290* (ps). 

’58 RM 4-dr., $1,800* (ps); 4-dr. Riviera, 
$1,635* (ps); Special 4-dr. Riviera, $1,. 
695* (ps), $i, 425* (ps); Estate W agon, 
$1,515* (ps). 


’57 RM 4-dr., $1,374* (ps), $1,290* (pa); 
Special 4-dr. Riviera, $1,250* (ps); 
Estate Wagon, $1,150* (js), $1,110* 
(ps); 4-dr., $940*; Century conv., $1,- 
105* (ps); "Super 2-dr, Riviera, $1, 100° 
(ps), $995 (ps). 

’56 Super 2-dr. Riviera, $690* (ps). 

’55 RM 4-dr., $725* (ps); Century Es. 
tate Wagon, $695* (ps); 2-dr. Riviera, 
$500; Super conv., $610* (ps); Special 
2-dr. Riviera, $495*. 

’54 Special 4-dr., $335*; 2-dr. Riviera, 
$325*. 

'53 Special 2-dr., $300. 

CADILLAC—’59 (60) Special 4-dr., $4,560* 
(ps); (62) 4-dr., $3,925* (ps); 2-dr., 
$4,050* (ps), $3,875" (ps), $3,685" 
(ps); Eldorado Seville, $4,675* (ps), 
$4,050* (ps). 

"BS (62) 2-dr., $2,775* (ps), $2,640* 
(ps); 4-dr., $2,675* (ps). 

’57 (62) 2-dr. hardtop, $2,120* (ps); 2 
dr., $1,980* (ps); (60) Special 4-dr, 
$2,030* (ps). 

"56 (62) Sedan de Ville, $1,520* (ps), 
$1,500* (ps); 2-dr. hardtop, $1,455* 
(ps). 

’55 (60) Special 4-dr., $990* (ps); (62) 
4-dr., $950* (ps). 

’54 (62) Coupe de Ville, $975* (ps), 
$880* (ps). 

CHEVROLET—’60 Corvair (6) 4-dr., $1, 


845; deluxe 4-dr., $1,700. 
’59 Impala (8) sport sedan, $2,405* (ps), 


$2,060* (ps), $2,040* (ps), $2,000° 
(ps), $1,800; Impala (6) sport sedan, 
$2,140*; Bel Air (8) 4-dr., $1,720*, $1,- 
600, $1,565*, $1,475*; 2-dr., $1,710; 
Biscayne (8) 4-dr., $1,625*, $1,415*; 
Brookwood (8) 4-dr., $1,550*, 

’58 Impala (8) 2-dr. hardtop, $1,705* 
(ps), $1,700* (ps), $1,670*, $1,630* 
(ps), $1,625*; conv., $1,685*; Brook- 
wood (8) 4-dr., $1,440*, $1,410* (ps), 
$1,345*: Bel Air (8) sport sedan, $1,- 
365* (ps), $1,330*, $1,275*; 4-dr., $1,- 
270, $1,200; Biscayne (8) 4-dr., $1,- 
315°, 2 at $1,300*, $1,150*; 2-dr., 
$1,220, $1,065. 

’57 Bel Air (8) sport sedan, $1,345%, 
$1,280, $1,270*; Bel Air (6) sport 
sedan, $1,010*%; Two-ten (8) station 
wagon, $1,200* (ps); 4-dr., $1,055*; 
Two-ten (6) 2-dr., $1,000*. 

’56 Two-ten (8) station wagon, $945, 


(Continued on Page 43, Col. 1) 








“EVERY TIME I LIFT 
THE RECEIVER OFF THE 
HOOK | EARN $5.60" 


— Says JACK SCH- 
WARTZ, of Los Ar. 
geles, who has sold 
nearly ten million dol- 
lars worth of insur- 
ance — all by “cold” 
telephone-made ap 
pointments. 


Mr. Schwartz is the author 
of the book, "HOW TO GET 
MORE BUSINESS BY TELE- 
PHONE," just out—filled to 
the brim with detailed ex- 
perience and guidance for 
greater business success via 
the telephone—for automo- 
bile dealers, department 
store, grocer, real estate, 
insurance, bonds, appliances, 
household goods, industrial 
joods — THE MOST COMPLETE AND AU- 

HORITATIVE COMPILATION OF MONEY- 
BRINGING TELEPHONE SELLING METHOD 
EVER MADE. 

A BOOK which you—everybody from top 
executive of a big corporation, down to priv- 
ate secretary, steno, office manager, automo 
bile salesman, grocer, butcher, real estate 
seller, insurance man, banker, radio or TV 
repair, laundry ordering, service store man- 
ager, dentist can profit by, IMMEDIATELY. 
TODAY IS A DAY OF TELEPHONE SALES- 
MANSHIP. 

This book has been long and carefully in 
the making—a compilation of actual practice, 
actual experience—a down-to-earth, illustrat 
ed, fact and figure book, which those 
know admit is far and away the best, if not 
the ONLY book providing such useable, test- 
ed material, Satisfaction guaranteed, or re 
fund. 

Order it at once and PUT IT TO WORK— 
it will give you real dividends at once. 
Only $5.00 which includes mailing <osts 
10%, discount for 3 or more. 








Jack Schwartz, America’s greatest tele- 
phone salesman is available for national 


conventions, regional meetings, sai es 
rallies and company meetings. WRITE 
or PHONE for further information. 


JACK SCHWARTZ TELEPHONE SALES CLINIC 
P. O. Box 24491, Village Station AN | -25-60 
Los Angeles 24, California @ Olive 3-6220 
Gentlemen: 


Please rush ______ copies of "How to Get 
More Business by Telephone" at once. The 
price is $5 which includes mailing cost. 

C Enclosed is my check. CO Send c.0.D. 
a ee — 
Company ——_ Siledatok a - 
Address siaieetiilatibotdiesis deen — 


City & State__ 











—_—s 
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Salary Plus Commission Is Favorite .. . 


ata. 


dr, 





WASHINGTON.—A salary plus! Plans of this type are most wide- 


commission is the most popular and 
most widely used compensation plan 
— for auto salesmen, an NADA survey 
ars, § on Pay Plans for Automotive Sales 
and Service Personnel shows, 
ps); The report on the survey shows 
$2,. what pay plans are used both for 
$2.8 salesmen and mechanics and goes 
into the details of just which 
$1,. dealers pay each group how 
jon, B =much. 
Other sections of the survey give 
3): data on other factors bearing on 
1° § employe relations with great em- 
. phasis given to what fringe benefits 
are being offered. The dealerships 
surveyed are split up into classes 
according to the volume of total 
ai ® business and pay plans and benefits 
of each group are listed. — 
a Copies of the full report are 
available from NADA. 
60° Of the dealers surveyed, 43 per- 
* cent think the salary plus commis- 
s), © sion plan is the best and 35 percent 
are actually using it. The plan is 
most widely used by small and me- 
2 dium-sized dealers and is not so 
i, § widely used by those in the higher 
volume classes. 
3° Straight commission plans are 
favored by and used by 20 per- 
2) cent of the dealers questioned. 


Used-Car Auctions 





(Continued from Page 42) 


$850*; 2-dr., $715*; 4-dr., $605*; Bel 
Air (6) sport sedan, $780*; 4-dr., 
$710*; sport coupe, $595*; Bel Air (8) 
sport coupe, $520*. 
) ‘55 Bel Air (8) 4-dr., $625*; Two-ten (8) 
M 2-dr., $615. 
- 54 Two-ten 2-dr., $415, 
'. CHRYSLER — '56 Windsor 4-dr. hardtop, 
" $900* (ps); 2-dr. hardtop, $640*. 


5* 


pe. "55 Windsor 4-dr., $600* (ps). 

- '54 NY 2-dr., $330. 

rt DeSOTO—'57 Firesweep 4-dr., $850*, $645* 

(ps). 

“¥ DODGE — '57 Coronet (8) 2-dr. hardtop, 
$900*; 4-dr., $895*, $815*. 

’55 Royal (8) 4-dr., $485*. 

FORD—’59 Thunderbird (8), $3,110* (ps), 
$3,030* (ps), $3,020* (ps), $3,010* 
(ps); Galaxie (8) 4-dr. Victoria, $1,- 
955* (ps), $1,820*; 4-dr., $1,875*; 
conv., $1,845* (ps); Fairlane 500 (8) 
4-dr. Victoria, $1,830*; 2-dr., $1,715*; 
Fairlane (8) 4-dr., $1,635*; Custom 
300 (8) 2-dr., $1,580*. 

*58 Country Sedan (8) 4-dr., $1,500*, 
$1,365* (ps); Fairlane 500 (8) 4-dr., 
Victoria, $1,330*; conv., $1,310* (ps); 
2-dr., $1,300*; 4-dr., $1,295* (ps), $1,- 
245* (ps); Fairlane (8) 4-dr., $1,060*, 
$1,040*, $1,035*; Custom 300 (8) 2-dr., 
$1,000°. 

‘57 Fairlane 500 (8) conv., $1,050* (ps); 
Fairlane (8) 2-dr. Victoria, $935*; 
Custom (8) 2-dr., $700, $680*. 

"56 Thunderbird (8) conv., $1,835*; Fair- 
lane (8) 4-dr., $750*, $650*; 2-dr., 
$670*; Fairlane (6) 4-dr. Victoria, 
$700*; Custom (8) 4-dr., $675. 

"55 Country Sedan (8) 4-dr., $650; Fair- 
lane (8) 2-dr. Victoria, $565*: 4-dr., 

$510*; Fairlane (6) 2-dr., $425; Cus- 

“<n (8) 4-dr., $555. 
ustom (8) 4-dr., $480* (ps); 2-dr., 
$370*, $325, $320. sala 

"53 Main (6) 4-dr., $360. 

a — ‘es zecmaees 4-dr, hardtop, 
’ (ps), $1,425*; Mo y 4-dr. 

; $1'386°. DP $ mterey 4-dr., 
57 Turnpike Crusier conv., $1,205* (ps); 
2-dr. hardtop, $1,200* (ps); Monterey 

: 4-dr. hardtop, $1,175* (ps); 4-dr., $1,- 

, 2 150*, $1.025*, $910*, $775*, 

; 56 Custom station wagon, $615*: 4-dr., 

; $590*, $580*; Monterey 4-dr., $600*. 
55 Monterey 2-dr. hardtop, $545* $525*; 
>  f-dr., $490°*, : 

: ‘54 Monterey 4-dr., $365*. 

. 53 Monterey 2-dr, hardtop, $345*. 

ie 56 Ambassador (8) 2-dr. hardtop, 

35, 

» OLDSMOBILE ~"59 (98) 4-dr. Holiday, §$2,- 

: (ps). 

58 (88) Super 4-dr. Holiday, $1,930* 
(ps); (98) 4-dr. Holiday, $1,905* (ps), 
$1,820* (ps), $1,815* (ps), $1,780* 

ye PS); conv., $1,805* (ps), $1,425* (ps). 

: 57 (88) Super 4-dr. Holiday, $1,435* 


ad 


ets & ii 


ae &] 


_s 


(ps), $1,405* (ps) * 
, , , Ps), $1,345* (ps), $1,- 
' - + ee $1,100*; (98) 4-dr. Holi- 
. y, $1, (ps), $1,340* ; (8 
2-dr., $925, ee 


56 (98) 4-dr., $925* (ps); (88) Super 
tag Holiday, $870* (ps); conv., $850* 
) 
55 (88) Su 
s Super 4-dr., $710* (ps); 4-dr. 
, Holiday, $700* (ps); (88) 4-dr. Holi- 
day, $705* (ps); (98) 4-dr., $635* 
ee 4-dr. Holiday. $615* (ps) 
4 (88) Super 2-dr, Holiday, $385*. 
PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
» 000" (ps); Plaza (8) 2-dr., $705* (ps) 
56 Belvedere (8) 2-dr. hardtop, $685*; 
conv., $505*. F : 
PONTIAC —'59 Bonneville Safari 4-dr., $2,- 


; 800* (PS); 4-dr. Vista, $2,685* (ps), 
$2,595* (ps); Catalina 4-dr. Vista, $2,- 
) 490° (ps). 


58 Star Chief 4-dr, Catalina, $1,900* 
(ps); Safari 4-dr,, $1,710* (ps); 4-dr., 
$1,670*; Super Chief 4-dr, Catalina, 
,_31,565* (ps). 
57 Star Chief 4-dr. Catalina, $1,425*; 
Super Chief 4-dr. Catalina, $990* (ps); 
. Chieftain 4-dr. Catalina, $990*. 
: 56 Chieftain Safari, $700* (ps), $635* 
(ps); 4-dr. Catalina, $635*; 4-dr., 
e240* (ps); 2-dr., $535*. 
(55 Chieftain 2-dr. Catalina, $450. 
54 Chieftain 2-dr., $425; 4-dr., $325*. 
BLER — ’56 Super Cross Country, 
$600*. 
: STUDEBAKER—'58 Scotsman (6) station 
5, 2gon, $600. 
55 President (8) 4-dr., $455*, 


ly used by dealers with sales of 
$1.5 million or more a year. 

Variations of the commission 
compensation plan are widely used. 
Plans based on gross profit at the 
washout are used by 13 percent of 
dealers and favored by 19 percent. 
A draw plus commission is favored 
by 9 percent and used by 12 percent. 

Only 4 percent of dealers favor a 
straight salary plan but 15 percent 
use it. Another 5 percent favor and 
use still other compensation plans. 

Most of the dealers surveyed (88 
percent or more) feel that their 
salesmen are satisfied with their 
compensation plan, 

In addition to including detail- 
ed figures on the various plans on 

salesmen’s compensation and 
dealer comments on the plans, the 
study offers sample programs 
which show how these 11 dealer- 
ships set up their full compensa- 
tion program for salesmen. 

The final tables on salesmen’s 
compensation take up dealers’ pol- 
icies on demonstrators and gas, oil 
and service for demonstrators. 

The section on fringe benefits 
shows that an employe must be 
with the typical dealership for a 
year before he is given a vacation 
and that 75 percent of dealers do 
give vacations after one year’s serv- 
ice, 

The average number of holidays 
per year is six. Almost three-fourths 
of dealers offer group hospitaliza- 
tion plans with other types of in- 
surance plans less widespread. 

Nearly four out of five dealers 
pay some type of Christmas or 
yearend bonus. 


In the section on compensation | 








Buzzer Sounds 
When Car Nears 
Pavement Edge 


WASHINGTON.—A warning buz- 
zer to notify motorists when their 
cars are too close to the pavement 
edge was demonstrated last week 
before the Highway Research 
Board. It was developed by the 
Electronics - Instrumentation De- 
partment of General Motors Re- 
search Laboratories. 

The Electro Lane is analogous to 
the “beam” by which aircraft pilots 
maintain course from one airport 
to another, according to Albert F. 
Welch, department head. He said 
the Electro Lane is a simple low 
frequency (two-kilocycle) electro- 
magnetic device that could be in- 
Stalled easily in or beside any 
paved road at relatively low cost. 

The road system could be power- 
ed either by 12-volt batteries or an 
alternating current power line with 
12-volt batteries for takeover in 
event of power failure, he said. It 
works this way: 








Low frequency wires parallel ei- 
ther side of the pavement and cre- 
ate an electrical fence. Cars are 
equipped with ferrite core pickup 
coils hanging from either side of 
the front bumpers. The coils pick 
up electrical signals from the wire. 
These are boosted by a transistor- 
ized amplifier until they activate a 
buzzer on the car’s instrument 
panel. 


Ontario Ups Fees 


For Some Vehicles 


TORONTO.—Increases in license 
fees on small and antique cars, sta- 
tion wagons, pickup trucks, motor- 
cycles and small trailers were an- 
nounced by Transport Minister 
John Yaremko, Increases went into 
effect Jan. 1. 

There will be no increase in the 
$15 license fee paid by the owners 
of 1,200,000 average-size passenger 
cars, Yaremko said. 


Hall-Toledo Picks Wright 


Mason Wright has been appoint- 
ed to the newly created position of 
production and schedule manager 
at Hall-Toledo, Inc., Toledo. The 
company makes equipment to grind 
valve seats in automotive and 
diesel engines. 





:( NADA Reports on Compensation 


in the service department, deal- 
erships are broken down into 10 
classes by volume of business. 
The makeup of the service de- 
partment crew in the average 

dealership, the pay plans used 
and average weekly earnings and 
hours of work per employe are 
listed for each class. 

The report concludes with a table 
showing the average earnings and 
hours of each class of service em- 
ploye for each of the geographical 
areas of the nation. 


Compulsory Check 
Urged in Conn. 


HARTFORD, Conn.— The State 
Legislative Council has been urged 
to recommend that the State re- 
establish a compulsory inspection 
program to get accident-prone de- 
fective vehicles off the road. 

The appeal was made by Robert 
I. Catlin, former chairman of the 
State Safety Commission, who said 
the present voluntary system is not 
effective because inspections are 
avoided by most drivers who know 
their cars are defective. 

Connecticut’s previous com pul- 
sory inspection program was dis- 
continued in 1942. 
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pocket if you sell 


and install the Prior “LOAD-STER” Helper Spring. Warehouses nearby mean lower 
inventories. The 12 models of the “LOAD-STER” will fit any make or model passenger 
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car, %4-ton or %-ton pick-up truck. Passenger cars pulling utility 
trailers or mobile homes, salesmen with heavy sample cases, 
pick-up trucks, in fact, anyone with an overloaded vehicle 
is a mighty good prospect for a ‘“LOAD-STER” Helper Spring 
to increase capacity by 1,000 to 1,500 pounds. The ease of 
installation and complete absence of maintenance will make 
the “LOAD-STER” Helper Spring one of the most profitable, 
sellable items you carry. For further information, write: 


PRIOR PRODUCTS, INC./>. 0. sox 7608 . 








“LOAD-STER”’ 
HELPER SPRING 


Lasting Impressions— 
The AUTOMOTIVE NEWS 


Almanac offers your advertisement 
a chance to sell for you all year 


Referred to time and time again, 
the Almanac is a must on any auto- 
motive advertising schedule. 


— Plan On It For 1960— 


Publication Date — April 25, 1960 


Automotive News 


965 E. JEFFERSON e DETROIT 7, MICH. 
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Dealer Parts 


otas drupled .. . 


Renault Seeks to Improve Service 


By Ed Brown 
Staff Correspondent 
NEW YORK.—Renault is making 
every effort to offer constant serv- 
ice and parts distribution improve- 
ment to the customer, according to 
A. J. Fonade, general parts and 
service manager of Renault, Inc. 


In an interview with AUTOMOTIVE 
News, Fonade stated that with 
ever increasing numbers of Re- 
naults on the streets of the U. S., 
over 300,000 by the end of 1960, the 
continued expansion of sales in this 
country will in many respects be 
directly proportional to the kind of 
use and service the owner receives. 

Fonade’s position in Renault, 
Inc., is unique in import setups in 
this country. As parts and service 
manager in this country, he has 
complete authority to approve or 
reject all problems and solutions 
under his department’s surveil- 
lance, 

He serves as a liaison between 
the American distributor and the 
Paris home office, but is in the en- 
viable position of being able to 
make important decisions without 
waiting for approval. Most import- 
ers do not enjoy such autonomy. 

“Service and parts are an in- 
ternational language,” according 
to Fonade, “and solutions de- 
veloped in one country can often 
be applied: to problems arising in 
another.” 

The owners manual prepared and 
developed in the U. S. for the Re- 
nault, will soon be adopted almost 
in. toto for use in Renault’s other 
international activities. 

Recently Renault held a parts 
conference here in New York with 
all its distributors, to work out 
methods of improving parts distri- 
bution from factory to distributor 
to dealer. As is typical with most 
dealers, there is a resistance to 
carrying an adequate parts inven- 
tory, and part of the conference 
concerned itself with showing in 
detail why an adequate parts sup- 
ply is important to a continued ex- 
pansion of Renault sales. 

As it stands now, Renault dealers 
are selling an average of $800,000 
a month in spare parts. This 
amounts to some 100 tons of spares 
a@ month. However, at the confer- 
ence, distributors were told this 
figure would jump to 400 tons a 
month very quickly, because of in- 
creased Dauphine sales, and the 
addition of the Caravelle and 
trucks to the Renault line within 
the next few months. 

To assure quick delivery, and 
constant supply, Renault flies all 
of its parts and accessories into 
this country from France. They 
have determined that this is 
cheaper, and more dependable, 
assuring a constant steady flow 
of fast moving, important parts. 
Twelve cargo planes a month 
bring in these supplies. 

Within its operation, Renault and 


its 17 distributors use a written|; 


dealer service analysis form every 
six months. A distributor represen- 
tative checks each Renault dealer 
with this form for adequacy of 
parts, improvement in service fa- 
cilities, adequacy of mechanics 
training, customer complaints and 
their dispensation, as well as a host 
of other factors, all contributing to 
the efficiency of the dealers Re- 
nault service, 

These sheets are actually scored, 
and the proper kind of rating can 
win the dealer in question a prize, 
at the end of the year. 

This, of course, encourages more 
efficient service, better facilities 
and more and happier customers. 
The real prize is when the dealer 
suddenly finds that his parts and 
service business can be and is prof- 
itable, as more and more of them 
are discovering every month. 


and inspection mileage limits up to 
39,000 miles, and acts as a constant 
reminder that the automobile must 
; receive its proper servicing in order 
to operate most efficiently. 
Experience indicates that the 
dealer who sets up separate facili- 
ties for his Renault operation 
moves ahead into more profitable 
business at an accelerated speed. 
As Fonade stated it, the cus- 
tomer is interested in knowing that 
his Renault will receive top prior- 
ity and the exclusive attention of 
someone in the service department. 


The 1960 goal of the Renault 
service department is to have the 
proper number of stalls and train- 
ed mechanics, as well as parts 
available to all Renault owners. 


Renault has determined that each 
car on the road requires about 18 
hours of repair job time during the 
course of the year, and from this 
they have been able to determine 
the extent of Renault service fa- 
— required to accomplish the 
job, 

To this end it has been determin- 
ed that each distributor will estab- 
lish his own training school or 
center, within his own facilities. In 
addition there will be a total of 12 
mobile training units for Renault 
and Peugeot on the road. 


There are now five regional 
service managers, five distributor 
service managers per distribu- 
tion area, one parts rep for each 
region, one or two travelling in- 
structors to cover each region 
and two or three claim adjustors 
to each region for warranty 
claims. 


This means that within the next 
few months Renault will have es- 
tablished 16 permanent training 








HYATTSVILLE, Md.—To many 
prospects and customers at Bob 
Banning Plymouth, salesman Wil- 
liam R. Smallwood is known as the 
“man with the cane.” Smallwood, a 
polio victim, said he finds that it 
helps prospects to remember him 
and works as a sales aid. 

“People often call the dealer- 
ship and ask for the man with 
the cane,” Smallwood added, 

Father of seven children, Small- 
wood said he works an average of 
10 hours a day, seven days a week. 

During any given day, he con- 
tinued, he mails at least 20 post- 
cards, makes 10 phone calls, talks 
to everyone from gas-station at- 
tendants to druggists about Plym- 
outh, checks his personal bird-dogs 
and makes at least five “cold” con- 
tacts. 

“I always give the prospect a 
cordial welcome, introduce and 







. 





‘Man with the Cane’— 

William R. Smallwood, polio victim 
known to many of his customers and pros- 
pects as “the man with the cane,” dis- 
cusses highlights of the '60 Plymouth with 
Bob Jacobs, a prospect, at Bob Banning 
Plymouth, Hyattsville, Md. 


Helps Sell Cars, Says Polio Victim .. . 


Cane’s His Calling Card 


centers, 


operated 


eration here. 


All of the above is Renault’s an- 
swer to the problem as outlined re- 
cently by Robert E. Valode, vice- 
president and general manager of 
Renault, in a speech given in Bos- 


ton. 


“Frankly speaking, the problem 
of new-car sales has become, in 


large measure a problem of ‘service 
selling,’” said Valode, 


“A car that is to be sold every- 


where must be repairable every- 
where and within the shortest pos- 
sible time. 


“As far as the customer is con- 
cerned, the ‘snob’ motive for buy- 
ing a new model has given place 
to another motive, that of being 
certain that the car can be, and 
will be, rapidly and economically 
serviced. 


“The manufacturer must take 


every precaution to see that in each 
country, 
instructed in repair methods and 
servicing, This necessitates the cre- 
ation of technical literature pub- 


lished in the language of all the 


countries concerned, and the set- 
ting up of permanent schools and 
mobile training units for the in- 
struction of the technical personnel 
at every level. 


“These are a few of the problems 
imposed by the concept of service, 
the essential foundation of the 
modern automobile industry. A 
manufacturer’s success in meeting 
this problem will largely govern 
the success or failure of his prod- 
uct.” 


sell myself and then qualify the 
individual,” said Smallwood, “I 
then find out what he’s driving 
and check whether it’s paid for. 


“At this point I try to make the 
prospect feel confident that he’ll 
get the best deal from me. I then 
find out what particular car the 
prospect is interested in and try to 
find a car in stock as close to it 
as possible. 

“Then I give the prospect a 
thorough, detailed product sell,” he 
said. “I always take the prospect 
for a demonstration ride. This I’ve 
found is often the clincher. 


“My greatest asset as a sales- 
man is that ’'m a bit egotistical 
and feel that I'm a top sales- 
man,” Smallwood explained. “A 
salesman must be sincere and 
able to sell himself.” 

Smallwood feels there is no one 
thing that makes people buy. 


“The salesman must approach 
each prospect as an individual and 
try to determine what it is that 
will make him buy,” he explained. 
“If you don’t learn this, you don’t 
sell the car.” 

In closing a sale, Smallwood said 
he brings the prospect into the act. 
He said he explains each step as 
he goes along and explains the cost 
of each item. 

“Showing honesty and explaining 
to the customer how you are saving 
him money are important factors 
in a successful close,” he added. 


In cases where he is unable to 
close, Smallwood said he sends the 
prospect a card thanking him for 
stopping in. This is an effective 
followup technique that works well, 
he said. 

Smallwood said he always uses 
national and local advertising in 
his sales presentation, showing 
the prospect these ads and ex- 
plaining in greater detail the 
points covered. 

Another prospecting technique he 
uses successfully, Smallwood said, 
is to contact hot prospects, offering 
them advance notice of special 
deals contemplated by the dealer- 
ship. 

“In this way the prospect feels 
that he’s getting something special 
and that he’s in on it before it’s 
offered to others,” he said. 


in addition to the main 
center in Maspeth, N. Y., which is 
in conjunction with the 
100,000 square feet of covered parts 
space in the main warehousing op- 


mechanics are properly 
















































State Opens New Home— 


in Bristol, Tenn. 


and W. D. Loudy, secretary-treasurer. 


vember and 235 for the like period 
of last year. 

New-car sales by makes were: 
Ford, 634; Chevrolet, 363; Renault, 
140; Rambler, 131; Volkswagen, 127; 
Pontiac, 91; Plymouth, 76; Olds- 
mobile, 67; Dodge, 58; Buick, 50; 
Mercury, 49; Studebaker, 42; Vaux- 
hall, 20; Fiat, 20; Cadillac, 20; Peu- 
geot, 19; Metropolitan, 17; Volvo, 
17; Vespa, 16; Simca, 14; Morris, 13; 
Edsel, 11; Valiant, 11; Austin, 11; 
MG, 11; Triumph, 9; Chrysler, 8; 
Continental, 8; Mercedes-Benz, 7; 
English Ford, 7; German Ford, 7; 
Borgward, 6; Imperial, 5; Hillman, 
5; Jaguar, 5; Opel, 5; Lincoln, 4; 
DeSoto, 3; Singer, 3; NSU, 2, and 
miscellaneous, 3. 

Truck sales by makes: Ford, 57; 
Chevrolet, 47; International, 32; 
Mack, 13; White, 8; Willys, 8; 
Volkswagen, 7; GMC, 6; Dodge, 3; 
Diamond T, 1 and English Ford, 1. 
—(Gordon Hebert.) 


* * 


Cleveland 


A total of 76,183 new cars were 
sold in Cleveland and Cuyahoga 
County in 1959, compared with 
55,861 in 1958. 

By makes, registrations for the 
year were: Ford, 21,201; Chevrolet, 
15,817; Oldsmobile, 5,237; Pontiac, 
4,951; Plymouth, 4,546; Rambler, 
4,027; Buick, 3,633; Dodge, 2,811; 
Mercury, 2,405; Studebaker, 1,906; 
Cadillac, 1,843; Volkswagen, 1755; 
Chrysler, 717; Renault, 576; Simca, 
551, and DeSoto, 540. 

Edsel, 536; Opel, 522; English 
Ford, 438; Fiat, 371; Lincoln, 286; 
Metropolitan, 258; Triumph, 222; 
Imperial, 191; Vauxhall, 174; Austin, 
162; Peugeot, 161; Volvo, 146; Caon- 
tinental, 145; Taunus, 143; Morris, 
137; Hillman, 117; Mercedes-Benz, 
97; MG, 93; Saab, 88; Jaguar, 60; 
Lloyd, 51; Borgward, 29; DKW, 29; 
Citroen, 23; Alfa Romeo, 21; 
Porsche, 21; Singer, 18; Riley, 14; 
Datsun, 13, and miscellaneous, 101. 
—(Sanford Markey.) 

+ ok * 


Sioux City, Ia. 

A total of 273 new cars were reg- 
istered in Woodbury County (Sioux 
City), Ia., in December, compared 
with 191 in November and 344 in 
December a year ago. 

By makes, registrations were: 
Ford, 83; Chevrolet, 43; Pontiac, 20; 
Plymouth, 18; Buick, 17; Oldsmo- 
bile, 17; Dodge, 16; Studebaker, 13; 
Rambler, 12; Cadillac, 8; Mercury, 
7; Chrysler, 3; Checker, 3; Renault, 
3; Peugeot, 2; Imperial, 1; Lincoln, 
1; Valiant, 1, and miscellaneous, 5. 

New-truck registrations number- 
ed 42, compared with 25 a month 
earlier and 49 a year earlier. By 
makes, the December count was: 
Ford, 17; Chevrolet, 7; Interna- 
tional, 7; Diamond T, 6; GMC, 2; 


Dodge, 1; Volkswagen, 1, and 
White, 1. 

a ok * 

Miami 


Total 1959 new-car registrations 
in Dade County (Miami) jumped to 
50,516, a gain of 28 percent over the 
previous year’s total. 

Chevrolet led the procession with 
12,854, Ford was second with 11,660 
and English Ford was third, with 
4,426. 

For December alone; the total 
was 4,857, compared with 4,582 a 
month earlier. 

By makes, December registra- 
tions were: Ford; 1,776; Chevro- 
let, 912; Rambler, 324; English 
Ford, 306; Pontiac, 157; Studebak- 
er, 149; Oldsmobile, 142; Volks- 
wagen, 135; Buick, 121; Dodge, 





A new 15,000-square-foot building has been opened by States Motor Co. (Rambler 
The firm was a Ford dealership for 35 years until it obtained the 
Rambler franchise last summer. L. K. Boyle is president, W. C. Adams, vice-presideni, 


Auto Markets 


(Continued from Page 37) 





117; Plymouth, 106; Valiant, 79; 
Cadillac, 61; Renault, 51; Fiat, 48; 
Lincoln, 37; Chrysler, 33; Mercury, 
33; Hillman, 29, and Borgward, 21, 

Imperial, 20; MG, 20; Opel, 20; 
Morris, 19; Triumph, 18; Austin, 16; 
Peugeot, 14; Simca, 14; Saab, 14; 
Toyopet, 13; Metropolitan, 13; Tau. 
nus, 6; DeSoto, 5; Mercedes-Benz, 
5; Volvo, 4; Jaguar, 3; Sunbeam, 2; 
NSU, 2; Alfa Romeo, 2; Datsun, 2; 
Edsel, 1, and miscellaneous, 7. 

New-truck registrations totalled 
261 in December, compared with 2% 
a month earlier, Total for the year 
was 4,123. 

The December breakdown by 
makes showed: Ford, 84; GMC, 53; 
Chevrolet, 36; International, %; 
Volkswagen, 18; English Ford, 9; 
Willys, 9; Mack, 6; Dodge, 4; Reo, 
4; White, 2; Diamond T, 1, and 
miscellaneous, 1.—(Trescott Goode.) 

* . * 


Omaha 

Ford sold 282 cars to lead the 
Omaha market in car sales for De- 
cember. 

Chevrolet was second, 177, with 
Plymouth’s 43 sales just one sale 
ahead of Rambler’s fourth-place 42 
Pontiac was fifth, 34, and in sixth 
was Volkswagen, 32. Import sales 
for December totalled 34, The 
month’s total was 787, against 4 
higher November total of 845. 

In truck sales, Ford also topped 
Chevrolet, 30 to 21, with Interna- 
tional’s 16 giving it third place. 
Total truck sales for the month 
were 78, also contracted to a higher 
November total of 108.—(Arthur R. 


Oleson.) 
ok * * 


North Carolina 

A decline of nearly 15 percent 
marked the registrations of new 
imported cars in North Carolina in 
November, when the total dropped 
to 897 from the 1,051 recorded 4a 
month earlier. 

By makes, registrations were: 
Renault, 251; Fiat, 122; Volkswag- 
en, 74; Opel, 66; Vauxhall, 62; Eng- 
lish Ford, 48; Simca, 42; Hillman, 
38; Volvo, 29; Triumph, 27; Morris, 
26; Peugeot, 23; Borgward, 21; 
Austin, 16; MG, 11; Mercedes-Benz, 
7; Goliath, 5, and miscellaneous, 29. 





Goodwill Gesture— 


A chunk of the White Cliffs of Dover, 
England, served as the centerpiece a! the 
opening of the Morris showroom at Ensign 
Motors, Toronto. The 35-pound rock was 
obtained from the Mayor of Dover. Instead 
of a ribbon-cutting ceremony, a young 
Canadian maple tree was planted in @ 
freight box and shipped to the mayor as 
a reciprocal gesture of goodwill. Reeve 
Dorothy Hague is shown signing the letter 
that accompanied the tree to Dover. Look- 
ing on are J. Smethurst, left, Ensign Mo- 
tors general manager, and Dick Byatt, 
sales promotion manager. 


TtTPs Sgy. 









\ 







i” 


Strerecs: 


SBaaud 


ee ee eee ee ee ee ee | 


an ee ow OO 













Capsule Reports .. . 


Auto News in Brief 


Aetna Opens Office 


DETROIT—Aetna Ball & Roller 
Bearing Co, has opened new De- 
troit sales offices at 14631 W. Mc- 
Nichols. Aetna formerly was repre- 
sented in the Michigan area by 
G. T. Keller Co., and a change is 
being made to direct sales repre- 
sentation. Howard F. Wolfe is dis- 
trict sales manager. 

« * * 


Chemical Assn. to Honor 
Hamilton, Veteran Official 


NEW YORK.—Herbert W. Ham- 
ilton, secretary of the Chemical 
Specialties Manufacturers Assn. 
for nearly 20 years, has been select- 
ed to receive the 1959 Achievement 
Award of CSMA. 


















stock for the outstanding common 
stock of Judson. Products manu- 
factured by Judson have been sold 
through Snap-on’s distribution or- 
ganization for several years. 

* + 7 


Microwave Device Aids 
Communications at Chrysler 


DETROIT.—Immediate contact 
with key personnel scattered 
throughout giant industrial plants 
by means of a portable, compact 
microwave radio device worn 
clipped to the shirt pocket has 
proven successful at the 30-acre 
Chrysler Corp. Mound Road en- 
gine plant. 

The microwave service signals 
the wearer whenever the central 
control office desires to talk with 













48: He was chosen to be the seventh 
ury, @ recipient of the honor, which is him. He then finds the nearest 
‘2 B presented annually for “outstand-| in-plant telephone and calls the 
ing contributions in the field of| Cemtral control for instructions. 
, 16: chemical specialties.” The device is used primarily by 
“a. a key maintenance men who must 
Be Carter Named to Head 
n, 2: Overseas Automotive Club 
42,0 NEW YORK—B, D. Carter, 
illed merchandising sales manager of 
r the international division of Ben- 
vee dix Aviation Corp., has been 
'§ named president of the Overseas 
by Automotive Club for a two-year 
53: term. He will serve during 1960 
34: and 1961. 
9 The club is an organization de- 
Reo, | voted to the export interests of 
and@™ manufacturers, shippers, for- 
de.) warders, insurers and bankers 
who supply and service the 
American automotive industry. 
* * +* 
= Mystik Adds to Plant 
CHICAGO.—Mystik Adhesive 
rith @ Products, Inc., is completing an ad- 
sale @ dition to its manufacturing plant 
42, § facilities at Northfield, Ill. The new 
xth § plant has over 100,000 square feet 
les @ Of manufacturing area and will be 
fully automated in its manufactur- 


af ing and quality control processes. 
* ~ + 


Dayton Rubber Forms 
European Sales Company 


DAYTON, O.—A joint company 
to sell automotive and industrial 
rubber products in Europe’s Com- 
mon Market has been formed by 
Dayton Rubber Co. and N, V. 
Vereenigde Nederlansche Rubber- 
fabrieken (known popularly as 
“Hevea”). Arnhem, The Nether- 
lands, is headquarters for the com- 
pany which will be known as Day- 
ton-Hevea. 

Hevea has been licensed to make 
Dayton products for sale in the 
Common Market. The products in- 
clude raw-edge automotive V-belts, 
Cog belts and Vari-speed V-belts, 
flexible radiator ahd vacuum hose, 
printing and industrial rollers, 
— latex and the new polyether 
‘oam., 


ehaeas 


[SRR B BBB 


* * * 


: Traffic Club to Dine 


DETROIT.—The Motor City 
Traffic Club of Detroit will stage 
its annual dinner Jan. 28 at the 
Sheraton-Cadillac Hotel. President 
William M. Arpino, traffic manager 
for Bohn Aluminum & Brass Corp., 
will preside. 

- 


14-Story Office Building 
To Be Constructed by 3M 


ST. PAUL.—Minnesota Mining & 
Mfg. Co. will build a $10 million, 
14-story administration building at 
its research center just east of St. 
Paul, according to President Her- 
bert P. Buetow. 

Site preparation has begun, and 
the building is expected to be com- 
Pleted early in 1962. A two-story 
cafeteria building and an under- 
ground garage also will be built. 


* a * 
Snap-on Tools Acquires 


Judson Engineering 


KENOSHA, Wis.—Snap-on Tools 
Corp. has acquired Judson Engi- 
neering Corp.,. Natick, Mass., manu- 
facturer of automotive wheel-bal- 
; ancing and aligning equipment. 

, The acquisition was achieved by 
the exchange of Snap-on common 


quality features: 


>. 
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roam the plant to service various 
machines. 


Cars Rental Adds 8 Deals; 
One Is in South America 


FORT LAUDERDALE, — Eight 
new-car dealerships have become 
part of Cars Rental System, ac- 
cording to H. J. McDevitt, assistant 
to the president of the nationwide 
rental and leasing firm. They are: 

Granite Chevrolet, Inc., Hyannis, 
Mass.; Baron Chevrolet, Inc., Weir- 
ton, W. Va.; M: & L. GMC, Fed- 
eralsburg, Md.; Isa Sales & Agen- 
cies, Curacao, Netherlands, Antil- 
les; Miles Motors, Inc., Plant City, 
Fla.; John Geer Chevrolet Co., Sac- 
ramento, Calif.; Borek Motor Sales, 
Inc., Blue Island, Ill., and North 
Park Sales & Service, Inc., Chicago. 
Isa Sales in the system’s first South 
American member. 

+ + * 


Lyon Metal Products 
Buys West Coast Plant 


AURORA, Ill.—Lyon Metal Prod- 
ucts, Inc., has purchased a manu- 
facturing plant on the West Coast. 
The plant, only two years old, cov- 
ers 160,000 square feet, with more 
than 16 acres of land for expan- 


At last—a radio that brings to owners of imported cars the 
same kind of pride of ownership as the cars themselves! 

This universal model is a de luxe manual receiver with 
transistorized audio driver and audio output, plus a self- 
contained de luxe Alnico speaker. Fits most imports and 
American-made trucks as well. Look at a few of the typical 


¢ 7 tuned circuits, including RF stage 
© Full 2 watts of audio power 


e Easy polarity change-over to positive or negative ground 


“There is nothing finer than a Stromberg-Carlson” 


STROMBERG - 
a orvision or GENERAL DYNAMICS 


1485-01 NORTH GOODMAN STREET, ROCHESTER 3, NEW YORK 


CARLSON 
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“, . . then when I say, ‘Maybe 
the former owner is still around,’ 
one of you come walking over to 
me.” 


sion. It is located 18 miles from 
downtown Los Angeles. 
Equipping the new plant with 
manufacturing and finishing ma- 
chinery will require almost a year. 
It is expected that the manufacture 
of Lyon’s major product line will 
start late in 1960. A complete ware- 
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housing function from the new 
plant will be operated in the inter- 
im period. . 

* 


Trusco Finance Separates 


From Parent Trust Firm 

A A.—Trusco Finance Co., 
a multimillion-dollar automobile 
sales finance company, a wholly 
owned subsidiary of Trust Co. of 
Georgia, will be sold to the newly 
organized Motor Contract Co. The 
total value of the assets involved 
was listed as “approximately $18 
million.” 

Trusco Finance Co. was organ- 
ized 24 years ago by Trust Co. of 
Georgia. The operation will become 
independent of the trust company’s 
direct loans to consumers. 

* * x 


Weaver Mfg.’s Field Force 


Holds Sales Conference 


SPRINGFIELD, Ill. — Forty-five 
district managers and sales repre- 
sentatives, from territories includ- 
ing the 50 states and Canada, 
attended a week-long national sales 
conference of Weaver Mfg. Co. 
here. 

A division of Dura Corp., Weaver 
will celebrate its golden anniver- 
sary this year. 


NEW Ry, 


STROMBERG-CARLSON 





¢ Illuminated full-view dial that lights with on-off control 
e Hand-wired point-to-point circuitry 
© Convenient socket for simple plug-in of an external 


speaker 


¢ Compact custom design for easiest installation 


A complete line of transistorized custom-designed auto 
radios for American-made cars also available. 

There’s more profit for you when you sell the Strom- 
berg-Carlson line! For full details and the name of the dis- 
tributor in your area, fill out and mail the coupon below. 


Please rush full details on your 1960 auto radio line. No 


obligation on my part. | am interested in domestic 


Tete igknataded models. 


import 
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What's New... 











A top-level management institute 
will be held at the University of 
Illinois May 8-13, and 2 second 
sales management course probably 
on the West Coast, will be an- 


nounced later. 
7 * az 









Bickel Elected 
AEA President 


CHICAGO.—Joseph E. Bickel, 
merchandising vice-president for 
Monroe Auto Equipment Co., Mon- 
roe, Mich., has been named presi- 
dent of the Automotive Electric 
Assn. 

He succeeds Gene P. Robers, sales 
manager, Carter Carburetor Corp., 
St. Louis. 

Bickel was elected at the associa- 
tion’s national convention here 
which was attended by more than 
500 representatives of automotive 
parts manufacturing, distributing 
and service companies. 

> * a 


Wholesaler’s Economic Role 


Is Described in NAW Movie 


WASHINGTON. — A film, de- 
signed to “counteract the public’s 
erroneous conceptions” of the func- 
tion and need for the wholesaling 
industry’s services, was shown for 
the first time at a meeting of the 
National Assn. of Wholesalers in 
New York. 

The film, called “The Devil to 
Pay” and starring Buster Keaton, 
took more than 1% years to make, 
an association spokesman said. The 
story of the wholesalers’ role in the 
economy was prepared for TV audi- 
ences, service clubs and other com- 
munity groups, he added. 


National Sales Conference 


Held by Raybestos Division 


BRIDGEPORT, Conn.— Raybes- 
tos district managers and salesmen 
from all parts of the country at- 
tended the 1960 national sales con- 
ference held here by the Raybestos 
division, Raybestos-Manhattan, Inc. 

J. L. McGovern jr., Raybestos 
sales manager, detailed the story 
behind “Total Selling with Ray- 
bestos in 1960.” Other Raybestos 
personnel told how quality control, 
product line, technical assistance, 
cataloging, advertising and mer- 
chandising were part of “Total 
Selling with Raybestos.” 


* * * 


Ford Buys Parts Firm 
BEAUMONT, Tex.—G. W. Ford 
has purchased Motor Parts & 
Equipment Co., 777 Main St. It for- 
merly was owned and operated by 
Tony M. Schmitt. 
+ + 


+ 


Coast Tire Office Moved 


MANSFIELD, O.— Pennsylvania 
Tire Co.’s West Coast division has 
moved its Oakland (Calif.) head- 
quarters-warehouse facilities to 655 
Kennedy St. The new building has 
nearly 50 percent more space than 
the previous quarters, the firm said. 

* + * 


New Muffler Plan Boosts 


Seller’s Profit, Laclede Says 


LEBANON, Mo.—A new plan 
said to enable jobbers and retailers 
to compete with mail-order houses, 
discount stores and installation 
shops has been announced by La- 
elede Metal Products Co., manufac- 
turer of “Cherokee” mufflers. 

Laclede said the plan enables job- 
bers to earn 19 percent more prof- 
its than buying the conventional 
way. A 12-page brochure explaining 
_ plan has been prepared by the 

rm. 


* * * 
Lee Reps Appointed 
SANTA MONICA, Calif.—Lee 
Mfg. Co., manufacturer of brake 
shoe return springs and brake hold- 
down parts, announces the appoint- 
ment of the following representa- 
tives: Amos Owens, Lebanon, Ind., 
for Indiana and Western Kentucky. 
W. G. Power, West Allis, Wis., for 
Wisconsin, Guy M. Parker, Jack- 
son, Miss., for Tennessee, Missis- 
sippi, and Alabama. Weston Brooks 
and Jesse Hurtt, Clearwater, Fila., 
for Florida and Georgia. 
* of a 


Georgia Wholesalers Assn. 


Names Barnes President 


ATLANTA. — The Georgia Auto- 
motive Wholesalers Assn. has elect- 
ed Albert J. Barnes, Manchester, 
president. 

Other officers are L. C. Matthews, 


In Parts and Accessory Distribution 

































Atlanta, first vice-president; Hugh| headquarters to a new building at 
Pritchard, Cartersville, second vice-| 58-10 Broadway, Woodside, Long| horne, 
Walter Shenhor, secre-| Island. 
tary; Robert Perrin, Atlanta, treas- 


Atlas Automotive Moves 
To New Brake-Shoe Plant 


Thor Service Branch 
Moved in New York 





large as Thor’s former service Assn 
* branch in Long Island City, is PF 
headquarters for domestic sales of 
all Thor products in Eastern New 
York State and in all of Connecti- 


CHICAGO.—The Automotive 
Service Industry Assn. has an- 


o * 
nounced a program of sales man- 








oh * 





AT THIS VERY MOMENT, Childers Carports—the most startling 
new idea in the history of outdoor car display—are springing 
up on carlots all over America. 

Hundreds of dealers—dealers you know—are letting the 
magic of Childers Carports turn their ordinary lots into attrac- 
tive, profitable 365-day outdoor showrooms! These dealers no 
longer worry about being out of business in bad weather. 

_ And now, a new dimension has been added to the protec- 
tive magic of Childers Carports. 

Yes, now you can add color to your Childers Carport 
roof trim! 


Jobbers Choose Kinghorne 
MINNEAPOLIS.—R. S. King-|@ 


. = Co., is the new president of the 
The building, nearly twice 48/ Minneapolis Automotive Jobbers 


Globe Adds Sales Rep 
av Th oan PHILADELPHIA, — Northwest 
cut an ermont. or export sales| p Equipm Co., with stores 
BROOKLYN, N. Y.—Atlas Auto-/ continue to be directed from a sec- ca - : oan Portla ry d 
motive products has moved to larg-| ond New York headquarters at 250| 27° OMces in stew recta ae 
er quarters ‘in the Canarsie section| West Fifty-seventh St. Spokane, has been appointed North- 
of Brooklyn. * * &* 
The new, 35,000-square-foot plant| Management Seminars 
can p uce 18,000 brake shoes per hoists. 
eight-hour shift, according to Scheduled for ASIA Members 
Frank Schwartz, president. 


west sales representative for Globe 
automotive and heavy-duty truck 


Crown Sets Up SW Region 
PHILADELPHIA. — Crown Cork | to the signs in the service department cop. 
agement seminars for automotive|& Seal Co., Inc., has established a/| tribute to developing the colonial atmos. 
wholesaler members at leading uni-| Southwest sales region to service| phere. According to James Greenwald 
versities in the Eastern, Midwest| Colorado, Kansas, Missouri, New| right, dealer, the colonial theme has th 

AURORA, Ill—Thor Power Tool| and West in 1960. The Eastern sales | Mexico, Oklahoma, Texas and Ar-| effect of “slowing down the prospect ond 
Co., has moved its New York cus-| management institute will be held| kansas. Leonard S. Martin is re-| putting him in a mood that makes closing 
tomer service branch and sales! at Syracuse University May 22-27.' gional manager. 





president of MacAndrews 


* * * 





Styled for Sales 


The colonial theme helps keep salg 
moving at Colonial Plymouth, Akrop, 
where the dealership design and decors 
tion create the impression of something 
out of 18th Century Williamsburg. E 
thing from the architecture of the building 
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Red! Yellow! Green! Stripes! Checks! Imagine the 
cavalcade of traffic Childers Carports in color will bring to 
your lot—regardless of the weather! 


It’s easy for you to add the color you want after your 
carports are erected. The roof trim for Childers Carports is 
manufactured from factory Bonderized steel. This means you 
can finish the roof trim in the exact color and pattern you 
want without special preparation of the steel. 





Choice of Roof Trim 
And remember, Childers Carports are now available in 








—— 
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World Road Spending 


Rises 8 Pet. 


An 8.3 percent increase in the 
free world’s spending on highways 
during 1959 pushed total road ex- 

ditures to a new record, accord- 

to Robert O. Swain, executive 
director of the International Road 
Federation. 

Addressing the annual meeting 
of the Construction Industry 
Manufacturers Assn., Swain said 
total expenditures for highway 
construction, maintenance and 
administration in 1959 is esti- 
mated at $18.6 billion. This com- 
pares with $17.13 billion in 1958. 
The increase marked the 12th 
consecutive year that global high- 

way activity has expanded. 

Swain forecast that 1960 expendi- 
tures around the world would in- 
crease 7% percent over 1959, reach- 
ing a total of $20 billion. U. S. 
spending is expected to rise 5 per- 
cent to $11.5 billion, and foreign 
spending, 11 percent to $8.5 billion. 


luxurious Continental (as shown above) or sleek Thinline trim 
style. So now you can choose the style of roof that you prefer. 
And finish the roof trim in the color that makes your lot 


look best. 


For full details on Childers Carports 
dreds of dealers in 37 states who have insta 
call any two dealers on the list at Childers’ expense) along 
with pictures of actual dealer installations, fill out and mail 
coupon at right. Up to 36 months to pay! 


in 1959 


The IRF tabulations and predic- 
tions are based on its survey of 
144 countries and territories. 

The U. 8S., Swain reported, has the 
largest total of highways—3.5 mil- 
lion miles—while the smallest mile- 
age is in Gibraltar, 17 miles. 

Monaco has the world’s densest 
motor vehicle population per mile 
of road. It has 7,500 vehicles for 

18 miles of highway, or 416.6 per 
mile. 

In 1959, the U. S. again led the 
world in highway expenditures 
(Alaska and Hawaii included) with 
a record $10.96 billion. This is a 
gain of 10 percent. The rest of the 
areas sufveyed showed a combined 
increase of 6.7 percent with ex- 
penditures of $7.64 billion. 

Canada replaced West Germany 
in second place with an expenditure 
of $1.19 billion. West Germany, in 
third place, was one of the few 
countries to record a decrease from 


VW Deal Emphasizes Service— 


YBH Sales & Service, Inc., has opened these new Volkswagen sales and service 
facilities in Edgemont, Pa. Incorporating Volkswagen's patented three-point planning, 
the building has 8,500 square feet, including 4,000 square feet of service area and 
another 1,600 square feet for parts and accessories. The facility includes six hydraulic 
hoists. The deal is said to complete an average of 35 repair orders per day. In the 
five years of representing VW, the firm has sold more than 1,900 cars and has retained 


68.2 percent of its customers for service. 


1958. Its highway spending of $960 
million represented an 11 percent 
drop. 

All regions of the world except 
South America increased their ex- 
penditures over 1958, the IRF com- 
pilation shows, 

Asia led the parade with a 17.3 
percent rise, followed by North 


Firm—— 


oe a list of hun- 
led them (you can 


and Central America (104), 
Africa (9.5), Oceania (5.7) and 
Europe (1). South America’s 
spending fell off 21 percent. 
Specific areas showing a marked 
upsurge in highway spending over 
1958 are the Canal Zone, where a 
new bridge is being built over the 
Panama Canal (234 percent); Brit- 


4 
Childers Mfg. Co., Dept. AN-7, 3620 W. 11th Street, Houston 8, Texas | 
Yes, | want full details on Childers Carports. 
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Address. 


City- . 
Make of Car 
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CHILDERS PAYS FREIGHT TO ANY DEALER IN CONTINENTAL U. S. 
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ish Honduras (175 percent) and 
Jordan (155 percent). 

Taking a closer look at things to 
come, Swain anticipated that South 
America will increase its expendi- 
tures 22 percent during 1960 to re- 
gain its 1958 level of spending. 
Africa is expected to swell its out- 
lays 14.5 percent; Asia, 13.8 per- 
cent; Oceania, 11 percent; Europe, 
10.2 percent, and North and Cen- 
tral America, 6 percent. 

Swain forecast that if the aver- 
age annual increase of 10 to 15 per- 
cent continues to hold, as it has 
over the last eight years, “total 
highway expeditures in the free 
world will reach $45 billion some- 
time between 1965 and 1967.” 

“It is also anticipated,” he con- 
tinued, “that prior to 1963 the ag- 
gregate of highway expenditures in 
other free world countries will 
equal those of the U. 8S.” 


Co-Op Programs 
Bring Improved 


Vehicle Lighting 


Progress in motor-vehicle light- 
ing and signalling equipment keeps 
pace with changing traffic require- 
ments through the year-round ef- 
forts of cooperating industry tech- 
nical teams, Thomas R,. Kilgour, 
of the Automobile Manufacturers 
Assn. lighting committee, told the 
Highway Research Board in Wash- 
ington. 

Kilgour, Chrysler Corp. assistant 
chief electrical engineer, said the 
technical problems of both day and 
night visibility are shifting steadily 
with the development of modern 
highway systems and new condi- 
tions of driving. 

He said that cooperative engi- 
neering development programs of 
lamp and vehicle manufacturers, in 
liaison with state officials, have led 
to many recent changes in motor- 
vehicle lighting. 

These include three major ad- 
vances in headlighting — the im- 
proved sealed-beam headlamp in 
1955, dual headlights in 1956 and 
the seven-inch dual lamps in 1959. 

Kilgour disclosed that AMA re- 
cently completed a series of tests 
on turn-signal performance and 
has inaugurated a testing program 
to reevaluate performance require- 
ments of all rear lamps. 

Among the findings of the turn- 
signal test was that amber signals 
are more visible than white signals 
of identical candlepower both dur- 
ing the day and at night. State ve- 
hicle administrators have been 
given a report on these tests, 

+ * = 


Engineers Study 
Rubber Pavement 
In Tennessee 


Tennessee motorists someday 
may ride on two layers of rubber 
—one in the tires, another in the 
pavement—if a test now being con- 
ducted by University of Tennessee 
engineers proves successful. 


Since last summer, a small part 
of Tennessee’s motor traffic has 
been moving over sections of rub- 
berized road on Route 68 between 
Sweetwater and Madisonville. The 
test road is a cooperative undertak- 
ing of the Tennessee Highway Re- 
search Program and the Natural 
Rubber Bureau Research Labora- 
tory, Arlington, Va. 

Just how well the rubberized road 
will hold up will not be known 
until next spring—after it has been 
exposed to the rigors ef winter 
weather and prolonged traffic, ac- 
cording to E. A. Whitehurst, as- 
sociate director of the university’s 
engineering experiment station and 
director of its highway research 
program. 

The primary objective of the test 
is to find a “binder” which will hold 
stone-surfaced secondary roads in- 
tact longer, Whitehurst explained. 

The rubberized pavement was 
laid in test sections on a nine-mile 
stretch of road which carries 1,600 
vehicles a day. 

Six sections, about 6,000 feet over- 
all, were paved with a mixture of 
asphalt and natural rubber latex. 
Linking these test sections are six 
“control” sections, some 4,500 feet 
overall, laid with the same binding 
mixture but without the rubber be- 
ing added. Seven miles of the road 
were laid with an ordinary emulsi- 
fied asphalt base. 
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New Mexico Dealers 
Slate June Convention 


ALBUQUERQUE, N. M, — The 
1960 convention of the New Mexico 
Automobile Dealers Assn. is sched- 
uled for June 13-15 at the Western 
Skies Motel here, according to W. E. 
Black, president. 

Black and Lloyd McKee, presi- 
dent of the Albuquerque Automo- 
bile Dealers Assn., said several na- 
tionally known speakers will appear 
at the meeting. 


The AUTOMOTIVE NEWS ALMANAC is 
@ year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 
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cors. 
Must sell 
50’ overall. Height loaded 134”. 


AComa 








equipment, 
1957 models, designed to haul seven imports, easy conversion will 
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Across the Nation ... 





Auto Dealer Changes 


WICKENBURG, Ariz.—William 
D. Smith, Phoenix, has sold W. D. 
Smith Motors, Inc., to Paul Seiler 
and Robert Garardot, This firm has 
franchises for Chevrolet, Oldsmo- 
bile and Buick in the Wickenburg 
area, 

Garardot came to Arizona from 


Ps 


Ly 
C1 KOs 


i 
CN RENE. 


YATION’S 
eae 
~E 


| 3 
AOD! im \ 


FOUNDRIES 


D COMPANY 


DIVISION 


ve 184s 1 i335 4: 


ae 


BS Saw 


DISTRIBUTORS 


a Sa 


SALE 
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tachographs. 
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and labor. 





Long lasting metal number tags — large 4" 
easy to reed numbers. One side has black num- 
bers (to indicate work completed); the other side 
has red numbers (to indicate work has not been 
completed). 


THE PLASTIC TAGS WILL 
NOT SCRATCH CAR 


Easy and accurate way to 
keep up with car, parts 


WORK NUMBER TAGS 
Plastic or Metal 





DIXIE SEAL & STAMP CO. 
83 Poplar St. + Box 972 Atlanta 1, Georgia 


Denver, where he was a Buick 
dealer. Seiler is also a former Den- 
ver business man, but has lived in 
Phoenix since 1954, Smith pur- 
chased the dealership from Ber- 
nard Hill two years ago. 

* oJ * 


Mahan Takes on VW 


HOUSTON.—Wally Mahan, long 
time Houstonian, reentered the au- 
tomotive field as the owner of the 
newest Volkswagen dealership in 
the city. The firm will open perma- 
nent quarters in a 20,000-square 
foot building now under construc- 
tion at Kirby Drive and Richmond 


Ave, 
+ + + 


Buys GM Dealership 


PEORIA, Il. — Lioyd Schu- 
macher, former partner in Schu- 
macher-Grimm Chevrolet Co. in 
suburban Goodfield for eight 
years, has purchased the Chevro- 
let and Buick deal in Metamora 
from John Wickham. 


Ford Picks 2 in Minn. 


MINNEAPOLIS—New Ford 
dealerships in Minnesota are Dot- 
zenrod Ford, Harmony, Minn., 
headed by Clair Dotzenrod, and 
Swanson Bros., Monticello, headed 
by ©. M. Swanson and John Swan- 
son. 

* * * 
Snyder’s (R-P) Opens 

GREENVILLE, 8S. C.—Snyder’s 
Auto Sales held open house, ob- 
serving the completion and opening 
of its new Renault-Peugeot show- 
room, Size of the service and parts 
department has been tripled. 


* * * 


Keller Buys Out Suor 


BUFFALO.—Charles A. Keller 
has purchased the interest of 
Paul J. Suor in Suor-Keller Chev- 
rolet, Inc., 3706 Genesee St., 
Cheektowaga, N. Y. The agency 
has been renamed Keller Chev- 
rolet, Inc. 

* . 


Shaler & Waters Buys 


INDIANAPOLIS.—Shaler & Wa- 
ters (Rolls-Royce) has purchased 
an auto sales building at 2000 N. 
Meridian St. Other makes handled 
by S & W are Bentley, Facel-Vega, 
Lancia, Porsche, Alfa-Romeo and 
Saab. 


* * * 


Garner Sells Ford Deal 


HILLSBORO, Tex.—Aubry Gar- 
ner has sold his Ford outlet here 
to dim Cary, Dallas, and has retir- 
ed. He had been a dealer here since 
1917. 

* af * 


Barnes Adds New Facilities 


KANSAS CITY.— Rambler Cen- 
tral Motors, 4508 Troost, has leased 
property at 5343 Prospect Ave, for 
reconditioning and sales of used 
cars. The firm is headed by D. L. 
Barnes and until recently was 
known as Nash Central Motors. 


* * * 


Eddie’s Plans Move 


BINGHAMTON, N. Y.—Eddie’s 
Motors, Inc., Johnson City Ford 
dealership, will move into the 
present Deane Motor Corp. 
Plymouth-Chrysler building at 51 
Main St., Johnson City, in Jan- 
uary, according to Edward J. 
Ives, president of the Ford outlet. 


Reports from numerous sources 


Calendar 


(Continued from Page 12) 


General 
Jan, 24-27—19th Annual Truck Trailer Man- 
ufacturers Assn. Convention, Hotel del 
Coronado, Coronado, Calif. 
Jan, 25-28—33rd Annual National Auto- 
motive Accessories Manufacturers of 
America Exposition, Navy Pier, Chicago. 
Feb. 7-9—Automotive Affiliated Represen- 
yates meeting, Manhattan Hotel, New 


Fes "10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York. 

March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers’ Assn., Queen 
Elizabeth Hotel, Montreal. 

March 21-25—National Assn. of Fleet Ad- 
ministrators, inc, annual convention, 
Sheraton-Cadillac Hotel. Detroit. 

May 10-12 — Eighth Highway Transporta- 
tion Congress, Washington, D. C. 


Sept. 6-16 Production Engineering 
Show, Navy Pier, Chicago 
Sept. 6-16, 1960—Machine Fool Exposition, 


International Amphitheatre, Chicago, 


discontinue business when it 
vacates its building. However, 
owner Charles A. Deane declined 
comment. 

aa * +. 


Jeeps and Boats 
EUGENE, Ore.—Brodsky’s Jeep 
Marina has been named a dealer 
for Jeep vehicles, Reinell boats and 
Scott outboard motors, 
aA * + 


Cronin VW Opens 
COVINGTON, Ky. — C. Richard 
Cronin, Inc. (Volkswagen), has 
has opened at 4119 Spring Grove 
Ave. 
* * 


oe 
Miller Adds Pontiac 
TAOS, N. M.—Bill Miller has 

been appointed Pontiac dealer in 
Taos. He also has Oldsmobile and 
Chevrolet. The Vauxhall will be 
the first foreign car offered in 
Taos. 

+ +* + 

Jeep Deal Opens 

SEATTLE.—OK Jeep Center has 


opened here. 
* * * 


Snow Ford Moves 
LYNDEN, Wash.—Snow Ford 
Sales (Ford-Mercury) has moved 
to Guide and Birch Bay-Lynden 


roads, 
oe o* + 


Azalea Ford Moves 


SUMMERVILLE, S. C.—C. 
Jones is president of Azalea Motors 
(Ford), which has opened in its 
new building at 402 N. Main St. 
W. Ray Jones is vice-president and 
general manager. 

x * cd 


Dickson Blaze 


DENTON, Tex.— Fire destroyed 
the Ray Dickson Motor Co. Includ- 
ed in the loss were 20 new and used 
cars. 

* * * 


Willsea Buys Out Harras 


GRAND JUNCTION, Colo— 
Charles A. Willsea has become sole 
owner of Central Chevrolet (Chev- 
rolet-Oldsmobile-Cadillac) by pur- 
chasing the interest of R, T, Har- 
_— cod * * 


Rambler Deal in Georgia 


TIFTON, Ga—K & M Rambler 
Sales, Inc., has opened in the Gold- 
en Building on Second St. David E. 
Kenley, and P. A. McMasters are 
owners of the firm and W. T. Mc- 
Call is manager. 


Christenson Adds Line 


SHAKOPEE, Minn.—Christenson 
Motors, Inc. (Chevrolet), here has 
added Pontiac. Donald L. Christen- 
son, owner, bought out the former 
Bob Hughes, Inc. 

* 


* * 


VW, Lark Deals Move 


AKRON.—Henry Motors, Inc. 
(Volkswagen), has acquired the 
showroom and garage operated by 
Lloyd Oliver, Inc. (Lark, Mercedes- 
Benz), at 450 W. Exchange St. 
Oliver will move to 888 E. Market 
St. 


* * * 


McBrayer Adds Fiat 


DOTHAN, Ala.—McBrayer Mo- 
tors, Studebaker dealership here, 
has added Fiat. 


Lark-Olds Dual 


SILVERTON, Ore.—Clark Shep- 
pard Motors has become franchised 
dealer for Studebaker and Olds. 

a + of 


Thomas-Hyer Appoints 


DENVER —Keith Bullock has 
been named general manager of 
Thomas-Hyer, Inc., 1949 Ogden St. 
The firm is a Dodge truck center 
which services dealers in Montana, 
Wyoming, Colorado, Western Kan- 
sas and Western Nebraska, Bullock 
formerly managed the Dodge truck 
center in Salt Lake City. 

* oe * 


Jenkins Takes 2 Imports 


BELLINGHAM, Wash. — Joe 
Jenkins Motor Co., 1200 Chestnut, 
has been appointed a dealer for 
Fiat and Borgward. 

ok a 


+ 


Thornley Switches Lines 


LONGVIEW, Wash.—I, J. Thorn- 
ley, who formerly operated a 
Buick-GMC deal, hag purchased 
Saunders Motor Co. (Oldsmobile- 
Cadillac), 1260 Vandercook Way. 
He has dropped Buick. but will re- 


—. 


were that the Deane firm will | tain GMC. The new outlet will be 


known as Thornley Motor Car Co, 
* ” = 


Smith Motors Moves 


BAKER, Ore.—Chet Smith Mo. 
tors has purchased and moved into 
the building formerly occupied by 
Edge Chevrolet. 

oe 


McIntosh Ietins Deal 


LEWISTON, Id. — W. E. Mein. 
tosh, sales manager of Utter Motor 
Co., Spokane, has purchased a sub- 
stantial interest in McMonigle 
Chevrolet Co. here and will assume 
general supervision of sales, ac. 
cording to James B. McMonigle, 
president. 


* * * 
Henschen Acquires Deal 
ALLIANCE, O.—Tschabold Motor 
Co. (Oldsmobile-Cadillac), has been 
acquired by Charles K, Henschen, 
general manager of the firm. The 
new firm will be known as Hen- 
schen Motor Co., with Henschen as 
president and genera] manager. 
* 7 * 


Pasak Joins Bailey 


OXNARD, Calif—George Pasak 
has been named sales manager for 
Bailey Motors (DeSoto-Plymouth), 
He formerly was a Chrysler-Im- 
perial-Plymouth dealer in Sioux 
City, Ia ‘ 

* * 


Vancouver Firm Gets Anglia 


At Its Four Locations 
VANCOUWER, B. C—Zephyr 


S.| Motors, Ltd., 130 W. Broadway, has 


been appointed Anglia dealer at its 
four branches in Vancouver, Ker- 
risdale, New Westminster and 
North Vancouver. 

Weldon McFarlane, the founder, 
is now president and managing di- 
rector, and has been in the auto- 
mobile business for 20 years. The 
company now employs 125 persons, 
12 of whom will be working at the 
newly opened branch in North 
Vancouver. 


7 More ‘Dealers 


Named by Jaguar 


NEW YORK. — Appointment of 
seven more dealers has been an- 
nounced by Jaguar Cars, Inc., of 
New York, U. S. subsidiary of Jag- 
uar Cars, Ltd, They are: 

European Motors, Inc., 3201 §&. 
Tacoma Way, Tacoma, Wash.; Po- 
cono Automobile Co., Inc., 136 N. 
Ninth St., Stroudsburg, Pa.; West- 
land Motors, Inc., 20021 Ventura 
Blvd. Woodland Hills, Calif.; 
Hughes Motor Co., 1290 Thompson, 
Ventura, Calif, 

Hosking Motor Imports, 2803 W. 
Wall, Midland, Tex.; John Howard 
Imports, Highway 70 West, Alamo- 
gordo, N. M., and British & Contin- 
ental Motors, Inc., 333 N. Ninth St, 
St. Petersburg, Fla. 

* * ~ 


2 Dealerships to Move 


GREENSBORO, N. C.—Brady 
Motors will move from 130 N, For- 
bis to 335 N. Greene, and Galloway 
Buick Co., now at 202 N. Forbis, 
will move into the quarters vacated 
by Brady. 


* * * 
Hagestad Plans Open House 


DENVER. — Vern Hagestad, for- 
mer Cheyenne (Wyo.) foreign-car 
dealer, will hold open house in Feb- 
ruary at his new Volkswagen-Por- 
sche dealership, Vern Hagestad 
Motor Co., 8000 W. Colfax Ave. 

ok * * 


It?s Cutting Motors Now 


ITHACA, N. Y.—The name of 
J. G. Pritchard & Son, Inc. (Buick- 
Pontiac-O pel-Hillman), has been 
changed to Cutting Motors, Inc., ac- 
cording to R. Davis Cutting, who 
has been president of the firm since 
1954. 
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NADA ’s Stand on Billing Assailed |_ a 


(Continued from Page 1) 


gachusetts State Automobile Deal- 
ers Assn., which was attended by 
the executive vice-president of 
NADA, Mr. James C. Moore, the di- 
rectors were stunned, flabbergasted, 
and inexplicably bewildered as to 
the feelings of your advisory board 
relative to some sort of relief for 
dealer inventories, per the minutes 
of the executive board of NADA 
September meeting in Washington. 

“It was moved by Mr, Frank H. 
Yarnall and seconded by Mr. Ro- 
land Hughes, that, the executive 
committee advise the industry 
relations committee that it does 
not favor extended 30-60-90 day 
billing on new vehicles,” so read 
the minutes of the said meeting. 

Our NADA director, William H. 
Mitchell jr., advised us that there 
was considerable debate on this mo- 
tion. He voted against this motion 
in line with the instructions he has 
repeatedly received from the NADA 
members of Massachusetts, that all 
effort be made by NADA to secure 
some financial relief for overstock- 
ed inventories in dealers hands, 

Mr. Mitchell further advised us 
that a new motion was made to 
rescind the Yarnall motion, and on 
a roll call vote, this was defeated. 

How in the name of all that is 


holy can a group of men, the ma- 
jority that is, that voted in favor of 
the Yarnall motion, feel that their 
vote was in the best interests of 
the dealers they represent, who 
elected them to their present posi- 
tions in NADA? 
* * + 
A™= they so far away from the 
actualities of the present day 
automobile business, that the posi- 
tion they hold is one only of honor 
and prestige for their whims and 
wishes, If this be true, then, it is 
about time someone, somewhere, 
brought this horrible position out 
in the open, and let the guilty ones 
be counted so that their electors 
will know their true vote. 

I wonder if the dealers that 
elected Mr. Frank H, Yarnall in 
Chicago, who made the motion, 
and also if the group that elected, 
Mr. Roland Hughes of Arkansas, 
who seconded it are aware of 
their views. I personally don’t be- 
lieve it, 


NADA directors are men elected 


Whittey Gets Second Award 


BISMARCK, N, D.—For the sec- 
ond straight year, Chrysler Corp. 
has given a Quality Dealer Award 
to C. J. Whittey, president of Cor- 
win-Churchill Motors. 


Automotive Washington 





(Continued from Page 4) 


mission, although there are signs 
that its chairman of six months, 
Earl W. Kintner, may get the 
agency headed in the right di- 
rection. 

FTC was organized as an inde- 
pendent agency in 1915, following 
passage a year earlier of the Fed- 
eral Trade Commission Act, The 
act lays down a general prohibition 
against the use in commerce of 
“unfair methods of competition” 
and “unfair or deceptive acts or 
practices.” FTC also picked up du- 
ties from the Clayton Act, the Ex- 
port Trade Act, the Fur and Wool 
Products Labeling acts, and several 
others. 

* co * 


Can’t Punish Anyone 


TC has never had authority to 

punish anyone; its function is to 
“prevent,” through cease-and-desist 
orders and other means, trade prac- 
tices outlawed by Congress. 

Well, the FTC has issued a lot of 
cease-and-desist orders in its his- 
tory, and it has made a good many 
of them stick. But its critics say 
that it has been too busy swatting 
gnats to see the horseflies. 

It is observed, to take one ex- 
ample, that, while FTC attorneys 
were fighting furriers who called 
their rabbit skins “dyed mink,” 
tens of millions of Americans 
were viewing television commer- 
cials that 5-year-old children 
could spot as phonies. 

In defense of FTC, it should be 
said that neither political party has 
shown much interest in spurring 
FTC to live up to its mission. Many 
in Congress knew that FTC was 
full of cobwebs, but nobody grabbed 
a broom, 

Last June, Earl Kintner was ap- 
Pointed FTC chairman. It didn’t 
appear to be an earthshaking ap- 
pointment, since Kintner had been 
general counsel of the agency since 
1953, and an FTC lawyer since 1948. 


* * * 


FTC Gets on the Map 


But little by little, Kintner has 
~ been putting FTC on the map. 
Since he took over, the agency has 
issued its now-familiar Bait Adver- 
tising Guides. In December, it held 
its first conference on public de- 
ception, treating consumer spokes- 
men as partners in a common war 
against con men posing as_ busi- 
nessmen, 

The radio-TV monitoring unit, 
in which employes actually view 
every TV show, has been enlarg- 
ed. As a result, FTC started slap- 
Ping hard at some of the more 
appalling commercials, 

Presently, a new Robinson-Pat- 
Man Act Task Force at FTC is 
looking for ways to improve en- 


forcement of that trade law, and 
another staff is working on new 
guides of advertisers, which will be 
issued this year. A new study of 
concentration in the food industry 
also is in process. 

* a ok 


Seeks to Sell Public 


Bo most of all, Kintner is try- 
ing to “sell” FTC to the public, 
for he knows that, if the citizens 
really want FTC to do the job it 
was created to do, Congress will ob- 
lige with the funds and moral sup- 
port necessary. 

There are signs that he is suc- 
ceeding. The agency is currently 
receiving complaints and requests 
for investigations from the gen- 
eral public at the rate of 1,000 a 
month, During all of fiscal 1959, 
FTC received only 4,400 such 
complaints. 

Admittedly, the agency has a 
long way to go before it lives up 
to its objective of keeping competi- 
tion alive in America. But it seems 
to be trying harder now. If Ameri- 
cans want a tough FTC, they can 
probably get one. 

* 


de 


Buyer Protection Panel 


TTORNEY General William P. 
Rogers has called a National 
Conference on Consumer Protec- 
tion, to be held March 10-11 at the 
Department of Justice, Both FTC 
and the Securities and Exchange 
Commission will participate. 
Rogers said that the conference 
would consider “the broad range of 
problems involved in consumer and 
investor protection.” 
* oe * 


Bigger Budget Urged 


E Conference on Economic 

Progress, a nonprofit organiza- 
tion headed by former President 
Truman’s chief economic adviser, 
thinks that President Eisenhower’s 
1961 budget of $79 billion is too 
low. 

It wants an $89 billion budget in 
1961, and a $102 billion budget in 
1962. Current budgets are “repres- 
sive,” the conference believes. 





Imports Get 23 Pct. 


Of New Orleans Sales 


NEW ORLEAN S.—Imported 
cars took 23 percent of all new 
cars registered here in December. 


Imports titled 486 units, while 
American-made cars registered 
1,630 for a total of 2,116. Renault 
placed third in the total regis- 
trations with 140 and Volkswagen 
was fifth with 127. Rambler took 
fourth place with 131. 








from all over the country by dealers 
to represent the dealers and their 
problems at the NADA level, By 
this above action, I am led to be- 
lieve that they represent them- 
selves, Can it be that they are so 
rich that this is not a problem to 
them? If so, how can they under- 
stand the need for relief? The rich 
get richer and the poor get can- 
celled. 


Are you so enmeshed with per- 
petrating positions that a new, 
fresher light is needed to accom- 
plish the dealer needs? For the 
highest position in this great coun- 
try of ours, there is a limitation of 
term, 


Would it be hoping for too much 
to expect NADA to send to each 
of its members a recorded copy of 
the vote, pro and con, so that each 
dealer may see how his representa- 
tive voted; not only on this, but 
other important matters that may 
come before the association, This 
most certainly is the democratic 
way of government. 

ae * ake 


T A time when most factories 

are upping their production fig- 
ures to approximately 50 percent of 
their last year’s total production, 
for the first three months of this 
year, who is the one who needs 
help? If you don’t know then look 
at the lower inside of your financial 
statement and see what your inter- 
est and storage charges amount to; 
add this to the cost per car, and if 
the dealer thinks this in any way 
adds to his gross profits, well, then 
it is no wonder that there is need 
for more mental hospitals. 


This production problem is one 
no doubt of great concern, from a 
factory standpoint, and it re- 
quires a lot of thinking on the 
dealers part also. If you haven’t 
got them you can’t sell them, 
true, but if you’ve got them and 
you’ve got to hold them, and the 
public stays away from you until 
they figure “when they are stick- 
ing out of you know where,” who 
pays the interest and storage 
charges then? Or will this be in 
the form of a chosen few, whose 
new gimmick will be “no waiting 
here . . . 500 cars on hand at all 
times?” 

Your NADA report states that 
there must be a certain rapport be- 
tween ourselves and the men who 
represent us at NADA to help aim 
those guns. 

Admitting my illiteracy, after 
looking up the meaning of “rap- 
port” re: sympathy-harmony, it 
would seem to me, that through 
this motion, sympathy is what the 
dealers received, and harmony must 
have been one of a musical nature 
evidently from imbibing too much 
the night before, and as for the 
gun, it was just a blank. 

At a crucial time such as this, 
when a prediction of a 6, 7 or 8- 
million car year for 1960 has been 
apparently pulled out of a hat; be- 
cause is it not a fact that there is 
always an overabundance of ve- 
hicles left unsold at the years end, 
we wonder how these predictions 
are made, and by whom. 

of * * 

RE these vehicles to be sold 

through the old method of 
whipping the horse until every 
nerve in his body is ready to burst? 
Why even the Society for the Pre- 
vention of Cruelty to Animals help- 
ed the horse, Who is going to help 
us? 

Most dealers, who have every- 
thing they own in their establish- 
ments, are expecting some sort of 
help from those they have elected 
to provide such help, and they are 
chagrined, to say the least, to 
find these men voting in a man- 
ner that seemingly reflects their 


own interests rather than that of | 


the common good. 


We, who like the automobile busi- 
ness, and want to stay in it, realize 
our responsibility, and we want 
others to realize theirs. Particularly 
the men whom we elect to repre- 
sent us at NADA, not in the light of 
an unmarried author telling us how 
to raise a child, but as men who 
understand our problems and are 
willing to try to bring the automo- 
bile dealer back to the prewar days 
of integrity and respect. 

NADA is our only help, if it isn’t 
“Heaven help the working girl.” 


Dealers Install Officers— 


Edward Goldie (Ford), seated left, Oakland, Calif., is the new president of the 
Eastbay Motor Car Dealers Assn., succeeding R. L. Philippi (Mercury), seated right, 
Oakland. Others participating in the installations are, standing, from left, J. E. 
Cochran (Chevrolet), Oakland, treasurer; Erich Wolf (Buick), San Leandro, outgoing 
vice-president, and Don Doten (Pontiac), Berkeley, vice-president. 
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But Boost Sales Share... 


Imports Decline in Volume 


(Continued from Page 1) 


when the alltime peak volume of 
57,211 registrations was achieved. 

July volume was off 1.87 percent 
while August showed a barely per- 
ceptible increase of 0.08 percent. 
Then September volume dropped 
4.27 percent, October was off 3.47 
percent, and November was down 
8.65 percent. 

K * * 

HE November total of 47,430— 

while it was the first time since 
March that the monthly import 
total dropped below 50,000—still in- 
dicated an annual volume near 
570,000. 

It would appear, therefore, that 
if 1960 import sales slide off to 
500,000—which is the Detroit con- 
sensus — further declines in 


Imported-Car 
Registrations 


New imported-car registrations 
for 11 months: 





1959 1958 
Pos. Make Pos. 
1—104,465 WVolkswag’n 72,131— 1 
2— 82,404 Renault 42,732— 2 
3— 38,901 Eng. Ford 30,096— 3 
4— 36,178 Opel 13,751—10 
5— 35,241 Fiat 18,752— 4 
6— 33,005 Simca 15,198— 7 
I— 26,119 Hillman 16,769— 5 
8— 21,429 Triumph 14,841— 9 
9— 21,040 Vauxhall 15,699— 6 
10— 16,972 Volvo * 
* MG 15,101— 8 
139,176 All Others 85,583 
Total All Makes 
554,930 340,653 


*Not in Top Ten, 





Government Files 
New Appeal in 
GM-DuPont Case 


WASHINGTON.—tThe Justice 
Department has appealed to the 
Supreme Court the latest lower- 
court ruling in the Goverment’s 
suit to break the General Motors- 
duPont stock link. 

In a case which started in 1949, 
the Government has sought to force 
duPont to divest itself of its 23- 
percent stock interest in GM. The 
Government contends the link vio- 
lates antitrust laws. 

The latest lower court ruling, by 
Judge Walter J. LaBuy in Chicago, 
said duPont could retain the stock 
but all other links between the two 
companies must be broken. This 
led to the resignation of five duPont 
representatives from the GM board 
and the departure of one GM man 
from the duPont board. 

The ruling also said that duPont 
must give the voting rights on its 
GM stock to duPont stockholders. 

The Justice Department appealed 
the LaBuy ruling last week, con- 
tending that it was based on er- 
roneous conclusions. 


monthly import volume are in the 
offing. 

On the other hand, if 1960 import 
volume increases over the 1959 total 
of 600,000-plus, a turnaround in the 
trend must shortly be brought 
about. onl ie 


_— the Top Ten imports in 
November, only Hillman showed 
an improvement in volume (8.24 
percent) over the previous month, 
when it was still suffering from the 
effects of a fire in its home plant. 

As noted above, overall import 
volume was down 8.65 percent in 
November, Among makes in the 
Top Ten whose own decline ex- 
ceeded this amount was Volvo, 
down 9.83 percent; Volkswagen, 


| down 13.74; Simca, 21.72 percent, 


and Triumph, 27.13. 

Makes with losses smaller than 
average included Renault, down 
2.85 percent; Fiat, 3.21; English 
Ford, 4.64; Opel, 5.38, and Vauxhall, 
6.61. 


* * Oo 

ye. although it de- 

clined from the previous month, 
still turned in its fourth-best month 
of the year. Renault, however, had 
its smallest month since July, while 
Vauxhall had the smallest total it 
had recorded since March. 

Opel had its worst month since 
February, as did Fiat. The only 
month in which Triumph had a 
smaller total was January. Tri- 
umph sales may have been af- 
fected by preparations for U. S. 
introduction of its Herald models. 

For English Ford and Simca, 
November was the worst month of 
the year in registration volume. 

Hillman, by virtue of being the 
only make to increase sales over 
the previous month, jumped from 
ninth to sixth place. 

In comparing first-11-months to- 
tals for 1959 against 1958, the over- 
all imported-car market increased 
its volume 62.90 percent. 

Gains by individual makes, in 
order, were: Opel, 163.09 percent; 
Simca, 117.17; Renault, 92.84; Fiat, 
87.98; Hillman, 55.76; Triumph, 
44.39: Volkswagen, 44.83; Vauxhall, 
34.02, and English Ford, 29.26. 





Sales Score 
For Imports 


New imported-car registrations 
for November: . 


1959 1958 
Pos. Make Pos. 
1— 9,997 Volkswagen 6,886— 1 
2— 8,452 Renault 5,3138— 2 
3— 3,075 Opel 1,582— 7 
4— 2,360 Fiat 2,149— 4 
5— 2,798 English Ford 3,327— 3 
6— 1,984 Hillman 2,123— 5 
I— 1,896 Simca 1,339— 8 
8— 1,823 Vauxhall 1,689— 6 
9— 1,418 Triumph 1,213—10 
10— 1,302 Volvo 1,242— 9 
11,830 All Others 8,946 
Total All Makes 
47,430 35,809 











_ Outpaced expected interest. To adjust 
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Nixon to Climax NADA Parley 


(Continued from Page 2) 


address, Its title is “The Latest 
Creative Selling Skills and Tech- 
niques.” 

He will be followed by two used- 
car experts—Arthur Hawkes, Chap- 
lin Motor Co. (Oldsmobile-Cadillac), 
Portland, Me., and Louis W. King, 
King. Motor Co. (Oldsmobile), Fort 
Lauderdale, Fla. 

Hawkes’ topic is “The Relation- 


ship of Proper Reconditioning to 
Used-Car Turnover,” and King’s 
is “The Used-Car—A Red Ink 
Eradicator.” ; 

In the evening, delegates and 
their wives will assemble in Consti- 
tution Hall for the NADA Sunday 
Evening Musicale. 

The program will feature High- 
lights of Broadway with singers 
Earl Wrightson and Lois Hunt, the 





Wagon 40 Percent of Falcon... 


Ford Maps 650,000 Quarter 


(Continued from Page 2) 


standard 85. Falcon is now 90 and 
Valiant 101.) 

Wright said Falcon might go to 
100 or a little higher. 

New Falcon station wagons are 
taking about 40 percent of pres- 
ent Falcon production to meet 
initial demand. Wright said he 
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announce weekly 


seminars 
inthe SUN! 


growth of new car 
dealer enrollment 
demands 52 rather 
than former schedule 
of 24 annual seminars 


Requests from new car dealers, to 
schedule attendance at CARS Rental 
System’s Seminars in the Sun, have 


to this rapidly expanding enthusiasm 
for CARS method of renting, leasing 
and financing, the System’s Educa- 
tional Board is more than doubling 
the number of annual sessions. This 


-move insures that the enrollment at 


each Seminar can be small enough to 
permit individual attention to the 
problems of each new car dealer in 
attendance. 
With the Seminars conducted weekly 
—on Tuesday, Wednesday and 
Thursday—it is the hope of the 
Board that attendance can be limited 
to twenty persons. Each dealer can 
thus be a more active participant and 
leave with a more intimate under- 
standing of leasing and financing as 
it relates to his own local area. Being 
graduated from a small class, he will 
also have a closer relationship with 
CARS members from other areas 
and gain a quick understanding of 
the benefits available through this 
nationwide organization. 
The Seminars are under the joint 
sponsorship of the University of 
Miami and CARS Rental System. 
Sessions are held at the Galt Ocean 
Mile Hotel, Fort Lauderdale. 
Phone LOgan 6-4321 
or write for reservation 


—Loaia_ 


RENTAL SYSTEM 











did not expect it to hold at that 
percentage. On the Ford line, sta- 
tion wagons account for 20 per- 
cent of production. 

In big cars, Wright said Ford is 
running about neck and neck with 
Chevrolet. 

While final registrations for 1959 
have not been released yet, Wright 
said that Ford led Chevrolet in car 
sales by 70 to 75 thousand units. 

“This,” he said, “was accom- 

plished only because our dealers 
kept selling cars and did not seek 
to take advantage of the steel 
situation by holding out for bet- 
ter deals.” 

Wright said the new Falcon sta- 
tion wagon will have the lowest 
price, the best fuel economy, and 
the largest cargo floor area of any 
six-passenger compact station 
wagon in the U. S. 

While prices will not be an- 
nounced until Feb. 2, plans call for 
the Falcon wagon to have at least 
as great a price advantage over its 
major competition as the $64 to $124 
price margin that the Falcon sedans 
have over comparable U. S. com- 
pact cars, Wright said. 

The Falcon, even without a sta- 
tion wagon in the line, and after 
fewer than 100 days on the market, 
is running neck-and-neck for lead- 
ership in the compact car field in 
spite of very low dealer stocks, ac- 
cording to Wright. 

—Rosert M. FIniay 


Rolling College (Fla.) Glee Club 
and the Washington Pops Orches- 
tra directed by Henry Mazer. 

* of cd 


MERICAN MOTORS dealers 

and their wives will attend a 
breakfast in the Main Ballroom of 
the Shoreham at 7:30 a.m. Monday 
(Feb. 1). 

At 9:30 a.m, Monday, the scene 
will shift to Sheraton Hall in the 
Sheraton-Park as Chairman A. 
Leftwich Sinclair welcomes the 
delegates to the 43rd annual NADA 
convention. 

Outgoing President H, L. Gal- 
les jr. will introduce his 1959 
committee chairmen and then 
will present the president’s re- 
port. 

The only other speaker at the 
opening session will be Arthur Up- 
gren, vice-president of the Federal 
Reserve Bank of Minneapolis and 
director of the Bureau of Economic 
Studies at Macalester College, St. 
Paul. His topic will be “1960 and the 

New-Car Dealer.” 

The Inter-Industry Highway 
Safety Committee has scheduled a 
luncheon Monday in the Blue Room 
of the Shoreham. The Hon, Tom C. 
Clark, associate justice of the U. S. 
Supreme Court, will speak, 

+ * * 


FOr the ladies, there will be a 
tour of the White House at noon 
Monday and a fashion show at 2:30 
p.m. in Constitution Hall. The show 
will be staged by Julius Garfinckel 
& Co. 

The Ladies Information Center, 
located in the New York Room of 
the Statler-Hilton, will be open 
from 9 a.m. to 5 p.m, each day be- 
ginning Saturday (Jan. 30). 

Monday’s afternoon session will 
begin at 2:30 p.m. in Sheraton 
Hall and will be devoted to a 

panel presentation titled “Mer- 
chandising Trucks for Profit in 

1960.” 

W. M. McCune, NADA Truck 
Committee chairman, will -preside, 
and the panelists will be Harold D. 
Draper sr. (Chevrolet), Saginaw, 
Mich., and four factory executives. 

They are: Wilbur Chase jr., Ford 
division truck marketing manager; 
W. C. Hanway jr., Dodge truck 
sales manager; H. P. Sattler, Chev- 





Visitors in Buying Mood, 
Show Executives Report 


(Continued from Page 2) 


secretary of the sponsoring Pitts- 
burgh Auto Dealers Assn. 

“The reaction of both the dealers 
and the public was the best since 
1950,” he said, 

* o* as 
| MINNEAPOLIS, the turnout of 
175,149 fell below last year’s rec- 
ord 182,468, but attendance on week 
days was better this year, accord- 
ing to Max Winter, show producer. 

Attendance records were set on 
four of the five days that the en- 
tertainment program featured the 
Lennon Sisters, young singing 
quartet of the Lawrence Welk 
TV show, Winter added. 

Edward P. Trepinski, executive 
manager of the Toledo Automobile 
Dealers Assn., reported 64,961 per- 
sons visited the Toleda exhibits, an 
increase of 478 over last year. 

cd ok ok 
ATTENDANCE also was up in 
Indianapolis. T. E. Hanika, ex- 
ecutive vice-president of the Indi- 
anapolis Automobile Trade Assn., 
reported a turnout of 60,401, com- 
pared with 54,330 a year ago. 

In Birmingham, Ala., the Crip- 
pled Children’s Clinic received 
$15,000 from the Birmingham Au- 
tomobile Dealers Assn., represent- 


VW Stock for Public 
Reported Set for ’61 


HAMBURG, Germany. — The 
first shares of Volkswagen will 
be placed on the market for 
public purchase in the spring of 
1961, according to reports pub- 
lished here. 





ing the entire proceeds of the 
city’s three-day show. 

Russian cars are on display for 
the first time at the International 
Foreign and Sports Car Show in 
Miami’s Dinner Key Exposition 
Hall. 
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Chevy's Show-Off— 














rolet assistant general sales man- 


ager—trucks, and Duane Kuntz, In- 


ternational Harvester assistant 


sales Manager. 

Open-house receptions through- 
out the city will occupy dealers 
and their wives Monday evening. 
In addition, Universal Underwriters 
has slated a “Plantation Party” for 
6 p.m. in the Presidential and Con- 
gressional ballrooms of the Statler- 
Hilton, and Plymouth. DeSoto-Val- 
iant dealers and their wives will 
meet at 6:30 p.m. for cocktails and 
dinner in the Main Ballroom of the 
Sheraton-Park. 

a” * * 


HE NADA 30-Year Club will 

honor William L, Mallon at its 
breakfast at 7:45 a.m, Tuesday 
(Feb, 2) in the Sheraton Room of 
the Sheraton-Park. 

Mallon, a Pontiac dealer in New- 
ark, N. J.. was NADA president in 
1945-46. He has been a director 
since 1938 and a member of the 
association since 1920, 

The Tuesday morning business 
session will get under way at 9:30 
a.m. in Sheraton Hall and will 
feature an address by the Hon. 
Carl S. Oechsle, assistant Secre- 
tary of Commerce. His topic will 
be “Competing in Tomorrow’s 
Market.” 

Oechsle will be followed by Phil 
de Beaubien, publisher of the De- 
troit Times, who will discuss “The 
Impact of Compact Cars on New 
and Used-Car Selling,” and Stanley 
Pressler, Bloomington (Ind.) Olds- 
mobile dealer and president of his 
state association. Pressler’s talk is 
titled “Planning for Profit.” 

+ * + 


UESDAY afternoon, the dele- 

gates will see a one-hour play, 
“Profit Is Not a Naughty Word.” 
It was written by William C. Ham- 
ilton, NADA membership director, 
and produced by Music Corp. of 
America. 

At 4:30 p.m. Tuesday, newsmen 
covering the convention will ad- 
journ to the Washington Golf and 
Country Club, Arlington, Va., for 
the national press review of the 
Comet, the medium-priced compact 
car that will be merchandised by 
Lincoln-Mercury division. 

Ben D. Mills, L-M general man- 
ager, will conduct a press confer- 
ence, and Henry Ford II will join 
Mills and his staff as hosts at a 
cocktail party and dinner. 

The ladies’ program Tuesday 
afternoon will feature a lecture 
by Bennett Cerf, publisher and 
TV panelist. It is slated for 2:30 
p.m. at Constitution Hall. Cerf’s 
topic will be “Modern Trends in 
Literature and Humor.” 

Studebaker-Packard will enter- 

tain Studebaker, Mercedes-Benz 
and Auto Union-DKW dealers and 
their wives at a reception and buf- 
fet dinner Tuesday. The party will 
begin at 5:30 p.m. in the Chinese 
Room and Grand Ballroom of the 
Mayflower. 

The NADA Convention Dance 
will be held Tuesday evening in 






An unusual mechanical contrivance that proved a hit at the 52nd annual Chicago 
Auto Show was “Unie,” the auto-mechanical man built from the rear engine and 


trans-axle combination of Chevrolet's Corvair. 


Unie, who pleased young and old 








Die Welt said it would be at 
least 15 months before the first 
public offering takes place. 


Lease Leaders of the World 
Drawer 7126 Sunrise Station 
Ft. Lauderdale, Florida 











as he talked, batted eyes and moved about the stage, is admired here by K. E. Staley, 
left, Chevrolet general sales manager, and Warren Peel, Chevrolet Chicago regional 
manager of the company. Unie—short for Corvair Unipack—is a remote controlled 
robot animated and operated on a radio wave. length. 
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Sheraton Hall of the Sheraton. 
Park. It begins at 9 p.m. 
* * * 

| ap nrgyer prone will be the sub. 
+~% ject of the opening addregg 
Wednesday (Feb. 3). M. Belmont 
VerStandig, Washington agency 
owner, will talk on “Today's Big. 
gest Sales Killer—The Borax in 
Your Ads.” 

James C. Moore, NADA ex. 
ecutive vice-president, has 
chosen “Why Don’t We Follow 
Through?” as his topic. Moore 
also will introduce the associa- 
tion’s 1960 officers Wednesday 
morning. 

Galles will preside at Wednesday 
afternoon’s session which will be 
highlighted by the appearance of 
Vice-President Nixon. 

The final event on the convention 
program will be the NADA Revue 
at 8:40 p.m. Wednesday in the 
Capitol Theater. It will be staged 
by Ford Motor Co. and will feature 
Tennessee Ernie Ford and Georgia 
Gibbs. 


Rayco Accused 
Of Monopoly 
And Price Fixing 


WASHINGTON. — Rayco Mfg. 
Co., Inc., was accused last week 
by the Federal Trade Commission 
of signing monopolistic exclusive 
dealing contracts with its independ- 
ent retail dealers and illegally fix- 
ing their resale prices. 

The Paterson (N. J.) firm, one of 
the largest manufacturers and dis- 
tributors of seat covers in the U.S, 
was charged with violating the FTC 
Act through these and other alleged 
unfair methods of competition and 
unfair practices. 

The FTC said the franchises re- 
quire dealers to sell only Rayco 
products and to do so at prices 
fixed by Rayco, Rayco also was 
charged with an “oppressive” fran- 
chise provision allowing the firm to 
cancel franchises on 10 days’ no- 
tice, 

Rayco was given 30 days to reply 
to the charges, 


Economy 


(Continued from Page 14) 
and Little Rock, Ark., reporting sig- 
nificant gains. 
* 7 ” 


Kansas City 


7 Kansas City FRB took a 
look at inflation and found it 
far more complex than many of the 
inflation explanations now being of- 
fered would indicate. 

For instance, it is often said 
that if wage raises are in excess 
of gains in productivity, inflation 
will result. The bank finds that 
this is not necessarily so for a 
number of complex reasons. 

One of the reasons is that there 
is no general agreement on just 
how productivity is to be measured 
and used in the calculation, An- 
other is that a number of other 
economic factors have to be taken 
into consideration, some of these 
may offset the wage raises and 
hold off inflation. 


* * * 


Southwest 


(CENGSRALLY good business con- 
ditions including some improve- 
ment in the oil problem were re- 
ported for the Southwest by the 
Dallas FRB. 

The bank noted that petroleum 
production, long depressed by an 
oversupply, is now in better 
shape. Demand has picked up and 
increased production has been 
approved in Louisiana and New 
Mexico. 

The district’s farm outlook is en- 
couraging. Moisture has been ade- 
quate. Prospects for good and 
larger crops of winter vegetables 
and citrus fruits are reported. 

* * * 


Far West 


TH San Francisco FRB reported 
solid gains for business in the 
Far West. 
District nonfarm employment is 
5 percentage points above the 
year-ago total and manufacturing 
employment is up 7 points. De- 
partment store sales are 14 points 
above the year-earlier figure. 
Lumber production shows a year- 
to-year gain of 3 percentage points, 
while electric output is up 39 points. 
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Under the Hood— 


There's so little different under 
hood, that the Opel seems Americanized, 
according to Sales Tester William Carroll. 
He said the Opei four-cylinder engine 
“looks like two-thirds of a Chevy Six.” 


the 
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The Man Behind the Wheel... 





Sales Testing the Opel Caravan 


(Continued from Page 8) 
wagon is not wind sensitive 
spite of its size. 

Handling was no chore, though 
like most German cars steering is 
on the heavy side. Ride is extremely 
firm due to heavy-duty wagon 
springs, but the relatively long 
wheelbase keeps it from being 
choppy. Road noise is considerable, 
though the wagon was undercoated. 
Over 40 miles an hour conversation 
was almost impossible. 

Rough roads will bounce the 
Opel around with great glee and 
create enough noise to cause you 


in 


— © to think the car is coming to 


Brakes Introduced 


For After Market 


By Kelsey-Hayes 


DETROIT.—A new air-brake 
system for cars and trucks has been 
perfected and is ready for the after- 
market, according to Kelsey-Hayes 
Wheel Co. Initial installations will 
be on school buses. 

The air-actuated system provides 
for a split operation whereby the 
front and rear wheels have separate 
hydraulic units, even though they 
may function as a single unit. This 
system operates on compressed air 
which provides for much greater 
capacity with smaller components. 

Safety and simplicity are two ad- 
vantages of the system. Engineers 
point out that many more reserve 
stops are provided in these brakes 
and the system has few compo- 
nents. 

Safety is an important advantage 
of this system, according to Kelsey- 
Hayes. In conventional braking sys- 
tems, if one line fails, the entire 
system is rendered inoperative. 

Under the new system, if either 
the front or rear hydraulic system 
should fail, the other would bring 
the vehicle safely to a stop. If the 
air supply should fail, the driver 
still has direct mechanical actua- 
tion of the rear brakes. 

This system makes air over hy- 
draulic brakes possible for vehicles 
already in use. 

The system has been in the de- 
velopment and field testing stages 
for more than four years, engineers 
claim. The final product is designed 
to give a measure of safety to 
trucks and automobiles heretofore 
unknown. 


Because the system provides 
greater fluid capacity, pedal wash- 
out or loss of pedal is almost elimi- 
nated, reducing the necessity for 
frequent brake adjustments, the 
company said. 

The system is. being introduced 
first in the school bus field because 
of the safety it gives that type of 
vehicle, the large number of driv- 
ers who are either women or teen- 
agers and the necessity for provid- 
ing the safest possible brakes for 
that service. 
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FRONT WHEEL BRAKES 


PRESSURE REGULATOR 
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pieces. However, the Opel’s unit 

construction is so solid that at 

no time were we able to induce 
fender or hood weave. 

Handling is excellent on rough 
roads, as suspension and shock ab- 
sorbers keep wheels on the ground. 
Comfort is relative to speed. If you 
want to go fast, expect seat bounc- 
ing. Otherwise take it easy and re- 
main as comfortable as you expect 
under the circumstances. 

The four-cylinder engine has very 
little lugging potential, but you can 
make all the speed you want on 
hills as Second is good for some 
45 miles an hour. High-speed stops 
were made without swerving or 
pull. 


* * * 


25 Miles Per Gallon 


a noise and air leaks were| in the Opel station wagon are high off 
not found in the Opel. In the| the floor, providing plenty of foot room. 
case of noise, we couldn’t have] The base of the seat is enclosed. 


Obituaries 


Two Ford Executives 
Killed in Airliner Crash 


HOLDCRAFT, Va.—Two execu- 
tives of the Ford division’s Louis- 
ville plant were among 50 persons 
killed in the crash of a Capital Air- 
lines plane near here, on Jan. 18. 

They were Charles A, Truhn jr., 
42, resident product engineer for 
passenger cars, and Albert W. 
Rueff, 52, production manager for 
passenger cars. They were en route 
to the division’s Norfolk (Va.) 


plant. 
cd a ok 


J. J. Timpy, 63; V-P, 
Financial Expert at AMC 


DETROIT.—J. J. Timpy, 63, a 
vice-president of American Motors 
Corp. and major executive on finan- 
cial matters, died Jan. 17. He had 
been with AMC and predecessor 
firms for 35 years. 

He joined Kelvinator Corp. as an 
accountant in 1922 and was named 
comptroller of Nash-Kelvinator in 
1944. He was a director of the 
Automobile Manufacturers Assn, 

OK ” ca 


Sherley L. Bassett 
LOUISVILLE.—Sherley L. Bassett, 59, 
a former Ford dealer and sales official for 


BRAKE PEDAL 









LAVE AIR-HYDRAULIC 
POWER BRAKE UNIT 






REAR WHEEL BRAKES 


DUAL “SPLIT-AIR” SYSTEM 


) After-Market Brake System— 





This air-hydraulic brake system is to be offered in the after-market by Kelsey-Hayes 
Wheel Co. The brakes are operated by both compressed air and hydraulic fivid. 
The company said that safety factors built into the system include provision for the 
hydraulic system to work, if the air fails, and provision for the brakes on one pair 
Of wheels to work, if the hydraulic pressure fails to reach the other pair. 


heard it because of road racket. 
Air leaks did not exist as Opel 
uses an excellent exterior rubber 
weatherstrip with deep interior 
Plastic windlace. 

There was more than enough 
heater capacity for 30-degree morn- 
ings (California’s coldest in years), 
and the car warmed quickly. 

This results from the right 

combination of controlled air in- 
take and adequate size heat ex- 
changer in the hot water heater; 
which was warming a large sta- 
tion wagon capable of carrying 
half a ton of cargo. 

Opel fuel economy proved out- 
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Lots of Foot Room— 
The suspended brake and clutch pedals 


Ford Motor Co., died here Jan. 17. For a 
number of years he was assistant sales 
manager of Ford Motor’s Louisville dis- 
trict, leaving in 1947 to head Bluegrass 
Motors, a Ford dealership. He later oper- 
ated a Ford dealership at New Albany, 
Ind., and at the time of his death was 
a salesman for Byerly Motors. 


* * * 
Shellie O. Dotson 
McKENZIE, Tenn.—Shellie O, Dotson, 
58, co-owner of Dotson Motor Co., died 


Jan, 11. 
* * * 


Leo Walker Crossley 

ROCHESTER, N, H.—Leo Walker Cross- 
ley, 74, who operated a Ford dealership 
on N. Main St. for a number of years, 
died recently after a long illness, In later 
years, he was an electrical contractor 
here, retiring in 1959. 
* * 





* 


Chester Barton Martin 
DURHAM, N,. C.—Chester Barton Mar- 
tin, 61, vice-president and treasurer of 
Monarch Motor Co. (Chrysler-Plymouth), 
died Jan. 14 after suffering a heart attack. 
* * * 


James C, Bird 
SALEM, Ore.—James C. Bird, 66, a 
partner in Anderson Auto Co, (DeSoto- 
Plymouth) here, died Jan, 13 in Redlands, 
Calif., after suffering a heart attack. Mr. 
Bird operated the dealership with H, T. 
Irving. 





* * * 


Dave F. Smith 
LOS ANGELES.—Dave F. Smith, gen- 
eral counsel for the Los Angeles Motor 
Car Dealers Assn. since 1915, died Jan, 11. 
oo 
Blake Conaway 
ROCHESTER, N. Y. — Blake Conaway, 
55, who operated dealerships in Perry Cen- 
ter for the last 20 years, died Jan, 11. 
* 4 * 


Bert Hall 
KITCHENER, Ont.—Bert Hall, 56, for- 
mer General Motors dealer in Kitchener, 
died receptly in the Tucson (Ariz.) Medical 


Center. 
* * * 


Albert Daetwyler 
CLARINGTON, O.— Albert Daetwyler, 
70, formerly an auto dealer and a black- 
smith here, died Jan. 15 of a heart attack. 


x + + 
Royal L. McKean 


SALT LAKE CITY.—Royal L, McKean, 
district field manager for the Associated 
Tires and Accessories division, B. F, Good- 
rich Tire Co., died Dec, 27, He joined 
Goodrich in 1932 as a commercial sales- 
man, 


Dallas Dealers Install 
Oakley as President 


DALLAS.—Fred Oakley, Fred 
Oakley Motors (Chrysler-Imperial- 
Plymouth-Valiant), has been in- 
stalled as president of the Author- 
ized New Car Dealers, Inc., of Dal- 
las. 

He succeeds W. O. Bankston, 
W. O. Bankston Oldsmobile, Inc. 
W. D. DeSanders is a new member 
of the Dallas dealer executive 
board. 





standing. It used only 40.3 gallons 
to average 25.09 miles per gallon 
for 1,011 miles of city driving. The 
gas tank is filled through a capped 
tube at the right rear, opposite 
most American cars which fill on 
the left. 


* * * 


It Seems ‘Americanized’ 


HE hood latch under the dash 

releases one catch, after which 
the outside safety catch must be 
released to open the rear-hinged 
hood. A little four-cylinder over- 
head-valve engine (which looks like 
two-thirds a Chevy Six) is set low 
between fenders which can be un- 
bolted for replacement. 

An oil-bath air cleaner covers the 
left side of the engine, however it 
does not prevent filling the brake 
reservoir mounted on the cowl, 

To the left of the brake reservoir 
is a fuse block protecting light wir- 
ing. It uses European type fuses 
which are somewhat difficult to find 
on dark evenings in small towns. 
Coil and ignition wiring is short to 
reduce electrical losses to spark 
plugs. 


* * * 


Owner’s Manual Excellent 


. owner’s manual and shop 
manual are on a par with other 
fine German publications. In the 
shop manual is a suggestion often 
ignored by eager service salesmen: 

“If a car owner complains about 
excessive fuel consumption, test 
fuel consumption as outlined .. . 
A major engine tuneup should be 
performed only after checking fuel 
consumption . . Experience has 
shown that excessive fuel consump- 
tion generally is not caused by a 
faulty carburetor, but rather by one 
or several of the aforementioned 
factors.” 

To wit: “In most cases excessive 
fuel consumption is caused by bad 
driving habits or unfavorable oper- 
ating conditions.” 

A few Opel points deserve care 
when the car is sold. This is no 
powerhouse and offers station 
wagon capacity only as a useful 
asset to a fine passenger car. 

Vibration and noise are going to 
be difficult to sell. Smooth roads 
and moderate touring might be of 
more value than roadability demon- 
strations over cobblestones. Price 

shoppers may find it easy to com- 
pare Opel with American compacts 
and low-priced models of the Big 
Three. 

This raises no question of list 
prices, as delivered prices can be 
found within a few dollars of each 
other when the deal is made. There- 
fore it might be worth while pre- 
paring arguments to demonstrate 
Opel’s worth to the price shopper. 
Otherwise, forget price comparisons 
until such time as prospects bring 
them up. 

One negative point we were a 
long time finding is the chromed 
rack on top of the wagon. At speeds 
over 55 miles an hour, wind pass- 
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ing around the chrome tubing sets 
up a vibration which echoes in the 
roof panel. This howl becomes 
mighty irritating on long trips. 


* * * 


Many Selling Points 


On THE other hand, Opel hag a 
wagon-load of selling points 
which seem unique in its price field. 
There is a great deal of visual qual- 
ity. Everything fits. 

Take little things like rubber 
cushions on top of the door pulls, 
careful attention to interior trim 
and use of durable enameled metal 
instead of fabric at points of wear. 
The dome light’s healthy beam on 
the instrument panel and safety 
sun visors which stay clipped up. 

The simple Chevrolet-type en- 
gine with ease of maintenance. 
Good brakes and firm handling 
with Opel’s circulation ball-bear- 
ing steering. Or better yet, check 
back through this “Sales Test” 
where you'll find dozens of sales 
tips. 

Opel’s dualling with Buick is cer- 
tainly the logical spot for such a 
car. It looks well on Buick show- 
rooms and can be sold as another 
quality car. There seems so little 
conflict of interest here that every 
Buick salesman could be pumping 
his bank account full of Opel sec- 
ond-car commissions. 


Car Tested: 
OPEL CARAVAN 


Body Type: Two-door station 
wagon. 

Basic Price: $2,262, p.o.e. (East 
Coast). 

Engine: F our-cylinder, over- 
head valves. 

Carburetion: Opel, downdraft. 

Displacement: 908 cubic 
inches. 

Bore & Stroke: 
inches. 

Compression Ratio: 7.5 to 1. 

Horsepower: 56 at 4,400 r.p.m. 

Horsepower per cubic inch: 
62. 

Torque: 


3.15 by 2.91 


84 pounds-foot at 


2,200-2,600 r.p.m. 
Running weight: 2,160 pounds. 
Power-Weight Ratio: 38.6 
pounds per horsepower. 


Brake-Weight Ratio: 169 
pare per square inch of lin- 
ng. 

Transmission: Three forward 
speeds, all synchronized. 

Clutch: Dry, single plate. 

Differential Ratio: 4.22 to 1. 

Steering: 2% turns lock-to- 
lock. 

Dimensions: Overall length, 
174.0 inches; width 63.6; height 
63.0; wheelbase 100; tread 50.1. 

Suspension: Front, independ- 
ent, coil springs. Rear, solid, 
semi-elliptic leaf springs. 

Tires: 6.40 x 13 tubeless (5.60 
x 13 on sedan). 

Gas Mileage: City, 25.09 m.p.g.; 
1,011 miles. 

Accessories: Heater, clock, 
two-tone paint and luggage rack 
are standard on Caravan. Extra 
cost options are radio, rear-seat 
speaker, whitewalls, fog lamps, 
radiator shutter, emergency light 
socket and windshield washers. 


2 Cincinnati Newspapers 
Adopt Code in Auto Ads 


CINCINNATI. — Cincinnati’s two 
newspapers—the Hnquirer and the 
Post-Times Star—have adopted 
minimum standards for new and 
used-car advertising. 

They are: 

1. No advertisement to sell cars 
or finance the sale of cars, which 
is untrue, deceptive, bait or mis- 
leading in words or intent, is ac- 
ceptable. 

2. All used cars advertised for 
sale must be available for immedi- 
ate delivery. 

3. At least one new car of the 
advertised variety and price must 
be available for immediate delivery 
and must be willingly sold. 

4. When there is any reference 
in advertising to the cash price of 
a new or used car, such price must 
be the full and delivered-in-Cincin- 
nati price which the customer pays, 
excluding Ohio sales tax and title- 
transfer fee. ‘ 

5. No advertised auto finance 


plan or offer to sell a new or used 
car on time, no matter how ex- 

pressed, is acceptable unless it 
reveals at least 10 percent cash 
down payment or tradein equity 
downpayment. 

6. Every car finance plan (for 
new or used cars) must specifically 
state the number and amount of 
monthly or weekly payments, which 
include the cost of the car, finance 
charge and insurance costs. 

The stated downpayment and the 
total of the stated monthly or week- 
ly payments must equal the debt in- 
curred by the buyer. 

7. No advertised credit plan is 
acceptable if it goes beyond 36 
months. 

8. Advertising of specific credit 
terms Or savings on payments, the 
fulfillment of which require a bal- 
loon note, secondary financing or 
reserve financing plans, is not ac- 
ceptable. 
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Gimmick Ads Irk Dealers, BBB 
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terey two-door and an English 
Ford Anglia for $3,990, and Hub 
Ford, Atlanta, advertised a Fal- 
con and a Fairlane for $99 per 
month after one-third down. 

Green-Gifford, Norfolk, Va., told 
buyers they could take their choice 
of a Plymouth or a Valiant for $195 
down “with preferred credit.” 

* + * 


RICE ads found Wilkins Chev- 
rolet, Norfolk, and Timmers 
Chevrolet, Atlanta, offering Bis- 
caynes at $1,995, while Central 
Chevrolet, Atlanta, mentioned $1,- 
990, and Horn-Williams, Dallas, 
pagged a full-sized ‘60 Ford at 
$1,949. 
All the figures are below Falcon 


and Corvair sticker prices in those 
areas. 
In Rochester, N. Y., Judge’s 

Ford advised: “We have a very 

sharp pencil. Factory sticker says 

$1,956—but come in, let’s get out 
that sharp pencil—’Nuff said.” 

Cope Ford, Fredericksburg, Va., 
advertised a Falcon for $1,698. The 
sticker price on a Falcon two-door 
is $1,912. 

Leigh Buick, Beaumont, Tex., of- 
fered a “20 percent discount on 
F.O.B. car prices on any car in our 
stock,” and Divver Dodge, Beth- 
esda, Md., said $2,095 delivers a new 
’60 Dodge. 

+ * 


* 
P ERKINS Motors (Plymouth- 
Valiant, Chrysler-Imperial-Sim- 
ca), Louisville, headlined: “$100 re- 
ward for information leading to the 


Dealer Forum _ py robert m. rintay 
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continue to be big, but all will be 
down somewhat, 

In relation to the growth of the 
compact market, George Romney, 
president of American Motors, pre- 
dicted that compact cars would ac- 
count for 50 percent of the market 
in three years. 


Central Control? 


GROWING trend toward cen- 

tral control also was a topic of 
conversation. One executive com- 
mented: 

“Obvious changes have been 
made at Ford and Chrysler, with 
the late shifts tending to submerge 
the divisions. But a point less ob- 
vious is that there have been four 
major shifts in the relationship be- 
tween General Motors and its divi- 
sions, which is the model for the 
industry.” 

A Ford man expressed the opin- 
ion that while the divisions had lost 

und postwar, the latest swing at 
&M is giving the divisions a little 
more power. 

They have a bit more to say 

about styling. When there are 
complaints from the field on 


Rootes Reported 
Dickering for 


Germany’s BMW 


LONDON. — Britain’s Rootes 
Group is investigating the possi- 
bility of buying an interest in 
Bavarian Motor Works in Munich, 
according to reports here. 

Rootes was reported interested in 
BMW because Germany is inside 
the European Common Market and 
Britain is not. 

In December, an offer by Daim- 
ler-Benz and a group of German 
bankers to take over BMW was 
rejected at a meeting of BMW 
stockholders. 

At that time, Daimler-Benz of- 
ficials refused to say whether they 
would make a new offer for BMW, 
which reportedly is in financial 
distress. 


Officials of American Motors 
Corp. reportedly have investigated 
the possibility of acquiring all or 
part of BMW, but apparently have 
decided against such a move. 

MAN, the German maker of 
diesel engines, also is reported ne- 
gotiating with BMW. 


Rambler Splits Up 
Parts and Service 


DETROIT.—A merican Motors 
Corp. has divided its parts and 
service department into two sepa- 
rate departments. 

Cc. M. Tillinghast becomes gen- 
eral service manager, with direct 
responsibility for all technical serv- 
ice, service promotion and training 
activities. 

John S. Krider becomes general 

and accessories Manager. 

Replacing Krider as service pro- 
motion and training manager is 
J. F. Buck, former central division 
service manager. 


. 






























manufacturing, they can make 

fixes faster, for the general man- 

ager heads manufacturing as well 
as sales and service. 

A GM man was a bit more criti- 
cal. He felt the divisions were be- 
coming more submerged, even 
though the corporation grew to 
greatness by giving the divisions 
more authority and injecting an 
element of competition among them. 

More and more of the decisions 
in the industry are coming from 
accountants and lawyers, rather 
than auto men, he said. 





rupted production during the steel 
dispute and public acceptance of 
S-P’s new models, including the 
imported models, was another. 

“The new Lark model has gone 
over with a quality-conscious pub- 
lic as we expected it would,” he 
continued. “Our Mercedes-Benz and 
KW models are moving as fast 
as we can get them to our dealers. 
We can sell all the imports we can 
get.” 

+ + * 

THE GOING has been rough for 
Studebaker-Packard. So Churchill 
is justifiably happy that the com- 
pany has again found the high 
road. 

Years of huge deficit operations 
made provision for new model re- 
tooling impossible. But Churchill 
isn’t complacent because all this 
has changed. “This is a dynamic 
business,” he said. “You can’t af- 
ford to think you have a job done 
and just sit back.” 

Churchill doesn’t take credit for 
the rejuvenation job. “I have 10,- 
000 fellow workers helping,” he 
remarked, referring to S-P’s 
group of hourly rated workers. 
“And we have a grand dealer or- 
ganization. Without the local co- 
operation of these workers and 
dealers we couldn’t get any- 
where.” 

What is his long-range ambition 
for Studebaker-Packard? 

“Obviously to keep the corpora- 
tion moving onward,” he said; “to 
keep our workers happy and pros- 
perous; to help our dealer organiza- 
tion make money; to keep our 
stockholders happy and our cus- 
tomers satisfied. 
a” na * 

“THESE FOUR objectives just 

about cover the overall responsibil- 





Retailing Scholarship 


Presented by Dealer 


SAN ANTONIO. — Mike Persia 
Chevrolet Co. has presented a 
$1,000 check to a student at St. 
Mary’s University here. 

The award went to James Gill, 
a senior who is majoring in busi- 
ness administration and is inter- 
ested in automotive retailing. 





Wilkie Views... 


New Studebaker Story 
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apprehension of the party that has 
broken into Perkins Motors twice 
attempting to steal a car. 

“This party doesn’t have to 
steal a car,” the ad continued. 
“Perkins is practically giving 
them away.” 

Hemphill’s Ford, San Antonio, 
advertised “No Payments Till 
June.” For emphasis, Hemphill 
added: “No payments on your old 
car. No payments on your new car. 
No payments, period!” 

Feld Chevrolet, Kansas City, 
Kans., also had a deferred-payment 
plan, Feld urged buyers to “take a 
six-month vacation from car pay- 
ments” and said the 36-month term 
would start in July on cars pur- 
chased now, 

” + * 

N AUBURN, N. Y., Henderson & 

Lathrop Ford gave free license 
plates with every ’60 model, while 
Guyler Buick, Middletown, O., of- 
fered a free barrel of gasoline with 
every used car. 

Covington Cadillac (Cadillac- 
Buick-Pontiac), Vicksburg, Miss., 
mentioned a five-year or 50,000- 
mile warranty and free “lifetime” 
lubrication on new cars, Four 
years of free lubrication was of- 
fered on ’55 to ’59 models, 

Local TV personalities appeared 
at an open house staged by Daven- 
port-Lewis Chevrolet, Portsmouth, 
Va. The event, which followed set- 
tlement of the steel strike, was 
billed as a “Second New-Car Show- 
ing.” 

George Pattison Pontiac, Biloxi, 
Miss., reminded prospects that “a 
bargain is only as good as the man 
who makes it,” and spoke of “1,300 
satisfied customers” who purchased 
cars from Pattison in 1959, 


ities of a corporation president,” he 
added. 


Churchill wouldn’t pinpoint—in 
dollars or profits—the extent to 
which he expected to carry each 
of those four aims. He made it 
clear, however, that he wasn’t 
“just hopeful.” 

“I know 1960 is going to be even 
better for Studebaker-Packard than 
was 1959,” he said. “You needn’t 
use any qualifying adjectives in 
quoting me on that point.” 


Churchill isn’t boastful. But he 
is a determined individual. He join- 
ed Studebaker in 1926 as a drafts- 
man. He was chief engineer at the 
time of the 1954 merger and then 
became manager of the Studebaker 
division. He was named president 
in 1956. 

” * * 

AN AUSTERITY program in 
which every item of unnecessary 
expense was eliminated as one of 
the first things to be implemented 
when he took over as executive 
head of S-P. 

The tightened-belt program was 
necessary if Studebaker-Packard 
was to continue in business. The 
first “break” for the company came 
with the decision to depend upon 
the smaller, lower-priced automo- 
bile as its main source of revenue. 

But diversification has been 
authorized, Besides building and 
selling automobiles, S-P may un- 
dertake any other line of busi- 
ness. 

Some of the diversification pro- 
gram already has been put under 
way. Churchill said the two plastics 
companies S-P acquired in 1959 
contributed about $500,000 to 1959 


earnings. 
+ * * 


AT THE MOMENT, he said, the 


diversification objective is to add 
$10 to $15 million to annual earn- 
ings. 

He would not be led into a dis- 
cussion of whether Studebaker- 
Packard might some day match 
the performance of American 
Motors, the 1959 sensation of the 
automotive industry. 

“Studebaker-Packard is operating 
at a profit; we are going to con- 
ary to operate on that basis,” he 
said. 






























































FMCC Approves First Contract— 


Mr. and Mrs. John Weir, seated left, Indianapolis, were the first in the country 
to finance a new car through the recently formed Ford Motor Credit Co. The car, ¢ 
1960 Mercury, was financed through the company’s Indianapolis office, which was the 
first to open. Additional offices have been opened in Chicago and Detroit. Strickland 
Motors, Inc., was the first dealership to submit a contract to the company. Standing, 
from left, are James D. Strickland, dealership president; Chet Weatherly, dealership 
general manager; and Joseph P. Henley, FMCC Indianapolis branch manager. 


Growth Sideline Has Pitfalls... 
Inside Auto Leasing 
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reject those he doesn’t consider 
good risks, 

What are the principal selling 
points of leasing? 

The main point is the release of 
capital which a company can put 
to a better use in its Own opera- 
tion, 

Studies have shown that although 
it costs a company more to lease 
than own and operate its own fleet, 
the increase is more than offset by 
the income earned on the capital 
previously tied up in vehicles. 

* * + 


Wirt a leased fleet, company ex- 
ecutives are freed from the 


Prairie Schooner 
Plans to Sign Up 
Used-Car Dealers 


ELKHART, Ind. — Prairie 
Schooner, Inc., manufacturer of 
mobile homes since 1936, will in- 


‘troduce in mid-February the de- 


tails of a new sales program for 
used-car dealers. 

The firm plans to offer local dis- 
tributorship of its trailer coach 
products to recognized used-car 
dealers in areas where active 
Prairie Schooner dealerships are 
not already contracted. 

J. E. Coan, Prairie Schooner sales 
manager, said that in conjunction 
with the new program auto dealers 
could realize twice as much profit 
on mobile homes as on used-car 


sales. 


The average trailer coach mark- 
up is about 20 percent, he noted. 
Another advantage of this plan is 
that qualified new dealers have no 
floor-plan expense for 60 days. 


Willys Promotes 
Beattie in Sales 


TOLEDO.— The appointment of 


James Beattie jr. as general sales 


Manager was an- 
nounced last week 
by C. W. Moss, 
Willys sales vice- 
president. 

A veteran auto- 
motive sales ex- 
ecutive, 
has been with 
Willys since 1949. 

He has served 
in regional and 

= divisional sales 
James Beattie Jr. positions for Wil- 
lys in Minneapolis, Chicago and 
New York City, and was Western 
division manager in San Francisco 
before moving to Toledo as assist- 
ant general sales manager two 
years ago. 





Beattie| : 


task of buying, operating and dis- 
posing of automotive equipment. 
The lessor provides the com- 
pany with a more accurate record 
for tax purposes and reduces ad- 
ministrative detail which burdens 
companies owning their own 
equipment. 

Experts advise the dealer who 
enters leasing to set up a separate 
corporation with its own manage- 
ment and, if business warrants, its 
own salesmen: 

This type of operation has special 
business advantages, such as limit- 
ed liability, possibility of capital 
gains tax treatment and accurate 
accounting records. 

The leasing firm should be man- 
aged by a man with financial and 
fleet experience. 

Some sources of this type of ex- 
ecutive are insurance firms, banks 
and financial institutions, factoring 
firms, fleet supervisors, rental agen- 
cies and other leasing companies. 

* * * 
ANY dealer who has a healthy re- 
tail operation would be wise to 
consider leasing. Why? 

For some years companies not 
related ordinarily to auto retailing 
have been setting up leasing firms 
all over the country. The dealer is 
their only source of vehicles. 

Many dealers, then, sell vehicles 
to these lessors at prices from $25 
to $75 over factory invoice, In 
many cases these same vehicles 
are leased to the dealers’ own 
customers. 

The dealer, therefore, is in effect 
turning over to “outsiders” the 
profits he should and could be mak- 
ing if he would organize his own 
leasing business. 

* 
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How Leasing Has Grown— 


This factory-prepared chart shows how 
the leasing and rental of motor vehicles 
grew over a nine-year period. The figures 
were supplied by Auto Rental News and 
the National Truck Leasing System. 
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Week Week dan. 1 
Ended Same Ended Output, To 
dan. 23, Week, Jan. 16, January, Jan. 24, 
1960 1959* 1960* To Date 1959* 
10,500 7,749 10,055 31,004 26,483 31,094 
350 Soe - Sawn 350 394 
8,895 26,787 80,669 49,640 80,669 
2,500 1,068 2,592 7,578 4,668 7,578 
1,500 853 1,522 4,248 4,024 4,248 
8,800 2,092 8,683 26,274 11,270 26,274 
740 285 717 2,194 1,335 2,194 
13,700 4,597 13,273 40,375 28,343 40,375 
9,300 4,597 9,047 27,872 28,343 27,872 
OT 4226 12,508 .oeeesss 12,503 
50,435 37,900 48,881 151,575 122,939 151,575 
43,600 31,858 42,323 131,273 102,049 131,273 
Se. ~ tamer 10,965 33,521 .......... 33,521 
30,558 30,518 29,546 92,283 97,379 92,283 
1,832 1,340 1,812 5,469 4,670 5,469 
860 781 845 2,575 2,869 2,575 
5,975 3,861 5,713 17,727 13,541 17,727 
.. 86,170 68,451 84,689 244,754 218,558 244,754 
9,167 8,497 8,713 25,587 28,631 25,587 
Cadillac 3,786 12,218 12,618 12,218 
Chevrolet Division .... 51,200 36,541 50,664 144,713 116,177 144,713 
UEP  ccevesevessesorczveces Ee - chivwwese 8532 25,001 .......... 25,001 
Chevrolet (Stand.).. 42,000 36,541 42,132 119,712 116,177 119,712 
Oldsmobile .............-...... 1,003 9,790 10,534 30,986 31,603 30,986 
BIND cs sccsccsesscscovscvesene 10,900 9,337 10,448 31,250 29,529 31,250 
SP CORP. 
Studebaker .................. 3,320 3,848 3,301 9,910 11,970 9,910 
Total Cars, U. S.** ....178,015 127,002 173,713 518,352 429,984 518,352 
Revised. 
**Totals for 1959 include Edsel production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Jan, 23, Week, Jan. 16, January, Jan. 24, Jan. 23, 
960 1959* 1960* To Date 1959* 1960 
8,075 10,192 30,912 25,918 30,912 
129 16 228 397 228 
67 100 278 163 278 
1,841 2,019 5,700 5,338 5,700 | © 
6,712 9,223 27,489 21,776 27,489 | 
2,156 2,205 6,574 6,023 6,574 
1,988 2,695 8,428 2,575 8,428 
366 325 996 1,132 996 
414 158 473 961 4713 
WHIT 336 400 1,203 1,142 1,203 
STII : tx:incitosctesensestestotenee 2,200 2,313 2,315 6,614 6,919 6,614 
DD. sane 30 68 80 239 249 239 
Total Trucks, U. S. .... 31,219 24,465 29,788 89,134 12,593 89,134 
Total — Trucks, 
SPU: scitnnnsersintinvepbimeesd 209,234 151,467 203,501 607,486 502,577 607,486 
Tota Cars, Trucks, 
IRL. cicnical ide esnvonien 10,668 8575 10,562 31,257 27,055 31,257 
Grand Total, 
Cars and Trucks, 
U. S. and Canada ....219,902 160,042 214,063 638,743 529,632 638,743 
*Revised. 
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Dodge Notes 56% Sales Gain; 
Pontiac Deliveries Up 64% 


DETROIT.—January sales got off 
to a brisk start, according to re- 
ports by manufacturers. Their re- 
ports follow: : 

Dodge 

During the first seven selling 
days of January, Dodge dealers sold 
56 percent more cars than they did 
in a similar period of eight selling 


Fiat Appoints 
New U.S. Chief 


NEW YORK.—Marco J. Pittalu- 
ga has been appointed successor to 
Giuseppe Calvi as general manager 
of Fiat Motor Co., Inc., American 
importer for the 
Italian-made cars. 

Calvi has re- 
turned to Italy to 
take a post at 
Fiat’s headquar- 
ters in Turin. 

Pittaluga, for- 
mer Eastern divi- 
sion manager for 
Fiat, will be as- 
sisted by Guido 

Foggini, regional 
M. J. Pittaluga manager for the 
Western division and new assistant 
general manager of the company; 
and Gustavo Gallo, who takes over 
management of the Eastern divi- 
sion. 

Fiat Motor Co., Inc., established 
less than three years ago, now has 
& network of 11 distributors and 475 
dealers across the U. S. Sales in 
— totalled about 40,000 automo- 

es, 





days in 1959, according to M. C. 
Patterson, general manager. 

He reported 5,657 sales during the 
current period, compared with 3,622 
a year ago. This increases ’60 
Dodge car sales since the October 
announcement, to 61,675 units, he 
added. 

Pontiac 


During 1959 Pontiac dealers de- 
livered a total of 386,879 new cars, 
putting retail sales 64 percent over 
the year 1958, it was announced by 
S. E. Knudsen, general manager of 
Pontiac, This performance made 
1959 the best sales year for Pontiac 
Since 1955, Knudsen said. 


Metropolitan 


Sales of the Metropolitan in the 
first 10 days of 1960 showed an in- 
crease of 56.3 percent over deliver- 
ies in the comparable period of a 
year ago, it was announced by 
James W. Watson, Metropolitan 
sales Manager. 

Dealers sold 322 new Metropoli- 
tans in the period, compared with 
206 last year. 

So far in American Motors’ fiscal 
year, which began last Oct. 1, Met- 
ropolitan sales total 4,030, a gain of 
15.8 percent over the same period of 
the preceding year, Watson said. 


Volkswagen 


Volkswagen sales in the U. S. in 
1959 reached 150,000 cars, trucks 
and station wagons, according to 
a spokesman. This marks an in- 
crease of 45 percent over 1958's 
sales of 103,000, he said. Truck and 
wagon sales last year exceeded 30,- 
000, compared to 25,000 in 1958. 
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Week’s Total: 178,000 Cars... 


Chevrolet, Ford Pace 


|New Output Gain 


(Continued from Page 1) 


of November and the first two| rent models on 1,393,104 assemblies 


350| weeks of December, is behind its 


1959 model run by 937,928 to 846,539 
units, 
* oe * 

oe 1960-model output through 

last Saturday was 2,051,861 units, 
compared with 1,940,250 cars built 
through Jan. 24 last year on the 
1959-model run. 

Among the “compacts,” Ram- 
bler was on top with 164,782 as- 
semblies through last Saturday, 
while Falcon was second with 
134,278 units. Corvair totalled 104,- 
226 units; Studebaker had 65,421 
units, and Valiant, 32,494 assem- 
blies, 

Compacts have accounted for 501,- 
201 units or 24.4 percent of the total 
1960 models built to date. The low- 
price field, including the compacts, 
has taken 67.9 percent of the cur- 


Imperial Output 
Climbs 78 Pct.; 
Chrysler Up 48 


BOS TON. —Model-year produc- 
tion and sale of 1960 Imperial and 
Chrysler cars up to mid-January 
were well ahead of the previous 
year, C. E. Briggs, 
general manager 
of the Chrysler 
and Imperial di- 
vision told Bos- 
ton-area Chrysler 
and Imperial 
dealers at a meet- 
ing here last 
week. 

Production of 
1960-model Impe- 
rials to Jan, 22 

C. E. Briggs totalled 10,823 
units, an increase of 78.8 percent 
over the comparable 1959-model 
period when 6,052 were built. 

Production of 1960-model Chrys- 
ler automobiles in the same period 
totalled 25,852 units, an increase of 
48.8 percent over the 17,429 1959- 
model units built in the comparable 
period a year ago. 

Retail delivery of 1960-model Im- 
perials in the first 10 sales periods 
between introduction and Jan. 10 
totalled 6,518 units, up 36.3 percent 
over the 4,779 1959-model Imperials 
sold in the first 10 sales periods, 
he said. 

Retail delivery of 1960-model 
Chryslers in the first nine sales 
periods between introduction and 
Jan. 10 totalled 16,446 units, an in- 
crease of 37 percent over the 12,004 
1959-model Chryslers sold in the 
first nine sales periods a year ago, 
Briggs said. 








Nothing Stops the Ad Men— 


Time waits for no ad, even at the Chicago Auto Show. 
room, final details of an upcoming Rambler ad were discussed on the hood of a car 
by, from left, E. B. Brogan, Rambler advertising manager; Fred W. Adams, American 
Motors automotive advertising and merchandising director; John Henry, vice-president 


and account executive, Geyer, Morey, Madden & Ballard, 


agency president. 





through last Saturday. 
a * * 


APPROXIMATELY the same per- 

centage of total output is being 
taken weekly by the low-price 
group and compacts, with percent 
of total output averaging about 67.7 
percent and 22 percent, respectively. 

Last week the compacts com- 
bined to turn out a record 38,630 
cars to eclipse the former high of 
37,079 units built a week earlier. 
Last week’s compact output was 
good for 21.7 percent of total in- 
dustry assemblies, compared with 
21.3 percent a week earlier. 

The low-price group, including 
the compacts, turned out 120,488 
cars last week to capture 67.7 per- 
cent of total industry output, com- 
pared with 67.8 percent on 117,804 
assemblies a week earlier. 

The medium-price class account- 
ed for 29.2 percent of total industry 
output on 52,027 assemblies last 
week, compared with 28.8 percent 
on 50,017 units a week earlier. 

+ * * 
[RDIVIDUAL records established 
last week came in car output, 
combined car-truck output, and 
daily car and daily car and truck 
assemblies. They included: 

1, A record 62,700 cars and trucks 
turned out by Chevrolet, topping 
the previous high of 60,856 vehicles 
built during the previous week. 

A daily high of 10,923 vehicles 
was set by Chevrolet on Jan. 11, 


Model-Run Output 











"60s vs. "59s 
1960 1959 
Pos. Model Pos. 
1— 420,065 FordS. 473,439— 2 
2— 358,750 Chev.S, 486,293— 1 
3— 164,782 Rambler San aae- 6 
4— 134,278 Falcon ............ 
5— 122,075 Olds, 139, i70— 5 
6— 119,934 Pontiac 112,514— 7 
J— 114,098 Plym. 142,564— 4 
8— 110,110 Dodge = 8 
9— 104,226 Corvair ............ 
10— 97,090 Buick 151,306— 3 
1l— 67,971 Mercury 56,616— 9 
12— 65,421 Stude. 44,343—11 
13— 44,464 Cadillac 48,645—10 
14— 32,494 Valiant ............ — 
15— 29,403 T’bird 20,445—13 
16— 26,712 Chrysler 18,703—14 
17— 14,201 Lincoln 10,959—16 
18— 11,703 DeSoto 16,463—15 
19— 11,238 Imperial 6,663—17 
20— 2,846 Edsel 22,540—12 
2,051,861 Total 1,940,250 
846,539 GM 937,928 
668,764 Ford 584,009 
306,355 Chrysler 241,156 
164,782 AMC 132,314 
65,421 S-P 44,843 
2,051,861 Total 1,940,250 





Instead of in a conference 


Inc., and Sam Ballard, 





topping the previous te of 10,530 
assemblies on Dec, 30, 

2. A record 51,200 cars ae out 
by Chevrolet, eclipsing the former 
high of 50,664 units built a week 
earlier, 

3. A record 9,200 Corvair assem- 
blies, surpassing the previous high 
of 8,532 units a week earlier. 

& * * 
4, A RECORD 43,600 cars turned 

* out by Ford division in six days, 
topping the former high of 42,323 
assemblies during the previous 
week. 

5. A record 37,550 cars built in 
five days by Ford division, sur- 

passing the 37,192 units built 
Monday through Friday the pre- 
vious week. 

6. A record 11,210 Falcons, top- 
ping the previous high of 10,965 as- 
semblies a week earlier. 

7. A record daily output of 7,547 
cars on Jan. 19, surpassing the for- 
mer high of 7,479 cars built on Jan, 
oo * aa + 
8 A RECORD 52,800 cars and 

* trucks built by Ford division 
in six days, topping the former 

high of 51,546 vehicles built the pre- 
vious week, 

9% A record 45,650 cars and 
trucks built in five days, topping 
the former high of 45,400 units 
assembled a week earlier. 

10. A record 9,193 cars and trucks 
built Jan. 19, surpassing the former 
daily high of 9,152 vehicle assem- 
blies on Jan, 14. 

* * * 
CROSS the border, vehicle as- 
sembly operations also continu- 
ed to climb. 

Canadian makers turned out an 
estimated 10,668 cars and trucks 
last week, compared with 10,562 
vehicles a week earlier, and 8,575 
assemblies during the week ended 
Jan. 24 a year ago. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 8,890 cars and 1,778 trucks last 
week, compared with 8,806 cars and 
1,756 trucks the previous week. 

* a * 


Chrysler Plans Stepup 


Of Valiant Production 


DETROIT.—With the startup of 
assemblies last week at St. Louis 
and production scheduled to begin 
at Newark, Del, next month, 
| Chrysler Corp. last week announced 
plans to set up Valiant output to 
7,500 units a week by the end of 
April. 

W. C. Newberg, executive vice- 
president, said Valiant output at 
Hamtramck, Mich., will continue 
at 4,400 units weekly. He said that 
1,600 will be added to the schedule 
at St. Louis by the end of Febru- 
ary, and another 1,500 units will be 
rolling from assembly lines at New- 
ark by mid-spring. Valiant output 
began last week at St. Louis. 

Chrysler will continue to build 
Plymouth and Dodge Dart at St 
Louis and Newark, while Dodge 
and Dodge Dart assembly also will 
continue at Hamtramck, Newberg 


said. 
* a Oo” 


Chevy Convertible Bodies 
Being Built in Euclid, O. 


EUCLID, O.—Bodies for Chevro- 
let convertibles are now being as- 
sembled at the Fisher Body plant 
here. Long one of the nation’s 
major producers of station wagon 
bodies, the plant will gradually in- 
crease its production of convertibles 
to eight per hour by March 1. 

This will be in addition to the 
normal production of Chevrolet sta- 
tion wagon, sedan pickup and sedan 
delivery bodies and Pontiac station 
wagon bodies. 


More Localities 
Report on Sales 
Of Compacts 


DETROIT. — Market reports re- 
ceived last week included the fol- 
lowing breakdowns on compact-car 
sales: 

Detroir—F alcon, 940, Rambler, 
466; Valiant, 215; Corvair, 175, and 
Studebaker, 56. 

Hovston—Rambler, 252; Falcon, 
161; Studebaker, 71; Valiant, 32, and 


Youncstown, 0O.—Rambler, 49; 
Falcon, 39; Valiant, 11; Studebaker, 
9, and Corvair, 7. 

Fort Wortu—Falcon, 79; Ram- 
bler, 70; Corvair, 26; Studebaker, 
26, and Valiant, 5. 














Sales Tax Ripped 


In Massachusetts 


Dealers, Governor 
Vie on 3 Pct. Tax 


He BOSTON. — The Massachusetts 
he State Automobile Dealers Assn. is 
again getting ready to do battle 
ae with Gov. Foster Furcolo over a 
f proposed 3 percent sales tax. 
The governor has said that he 
will introduce such a bill, by 
te means of a special message, in 
1 the 1960 legislative session. 
William A. Plunkett, executive 
vice-president of MSADA, said that 
Furcolo’s previous attempts to levy 
a sales tax have always included 
the sales of used motor vehicles. 
For this reason, he said, the as- 
sociation has always opposed the 
governor’s position. 
“The language of his new bill is 
: not in print and, while the wording 
ie is being carefully held until it is 
i publicly released, we feel that motor 
} 
1 


vehicle sales will be taxed should 
the bill be enacted,” Plunkett said. 
Hugo L. Separini, president of 
R the dealer association, explained 
his group’s stand by saying, “Au- 
tomobile owners are paying far 
more proportionately that is any 
other tax source. 

“While we recognize that local 
property taxes are onerous, we are 
fully cognizant that any so-called 
tax relief should provide real relief 
by taxing those items presently es- 
caping taxation, or those items that 
provide a minimum amount of 
taxes under present levies,” he con- 
tinued. 

{i Separini said he will urge the 
j association’s more than 700 new-car 
members to work for exemption of 
sales of new and used-vehicles, 
which he said now are triple taxed. 

“Failing that we shall unalterably 
oppose the proposal’s enactment as 
a patriotic duty, in light of our 
stand that the taxpayers of Massa- 
if chusetts will be subject to not 
Pi merely added taxation but rather 
: confiscation of property under the 
i thin guise of a sales tax,” he said. 
ql “We look for a tough time in 
hy knocking out the sales tax in 1960 
1 because obviously the governor, a 
(i candidate for the U. S. Senate, has 
Ht made the 1960 bill much more pal- 

'.  atable for tax-hungry politicians at 
M the local level,” Plunkett said. 


| Sellgren Heads 
Detroit Dealers 


DETROIT.—Arthur C. Sellgren, a 
40-year auto veteran and a Buick 
dealer since 1947, has been elected 
president of the Detroit Auto Deal- 

; ers Assn. He join- 
ed Ford in 1920 
and later served 
with General Mo- 
tors and Buick 
before opening 
his own dealer- 
ship. 

F. O. Ratigan 
(D eS ot o-Plym- 
outh) was elected 
vice-president of 
the association, 
and Roland Rinke 
(Pontiac-Cadillac) was named sec- 
retary. 

Donald C. Wood (Volkswagen) 
was elected treasurer. It marked 
the first time that DADA directors 
have named an imported-car dealer 
to an executive post. 








A. C, Seligren 
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CALIFORNIA PHILADELPHIA 
FLORIDA GEORGIA 





Bob Rockwell, Successful Car Dealer, Makes 
$1,100 Commission from One Week's Sales to 
Pennsylvania Dealers 


If you are a top salesman now earning $10,000 . . . or if you 
have been a successful car dealer . . . you can earn $15,000 
or more the first year as exclusive agent selling Childers Carports 
to car dealers. National advertising and direct mail support. No 
investment. 400 car dealers already using. Agents will be ap- 
pointed in these key territories immediately: 


KENTUCKY NEW YORK 
TENNESSEE LOUISIANA OHIO 


Airmail your business background with references. We will send 
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HELP WANTED 


BUSINESS MANAGER-ACCOUNTANT and 
travelling auditors. Outstanding oppor- 
tunity in a chain dealer organization lo- 
cated in the midwest. We are seeking 
men to assume full responsibility for 
business management and accounting 
functions, Must have thorough know!l- 
edge of advanced accounting, forecasts 
and budgets and internal control tech- 
niques, Chrysler and Ford dealership ex- 
perience preferred. Willing to relocate. 
Salary and percentage of profits open. 
Please submit resume stating age, educa- 
tion, work background, including an out- 
line of duties performed and/or super- 
vised. Box 1117, c/o Automotive News, 
Detroit 7. 


ATTENTION ASSISTANT SALES MAN- 
AGERS: Chance of a lifetime to prove 
yourself as a sales manager. We are a 
2,500 unit (new and used) Ford dealer- 
ship in a medium-sized Northeastern 
city. The man we are looking for must 
be able to train and direct our large 
sales force. Salary and percentage of 
profit make this an unusual income op- 
portunity for the sales manager we select. 
Car furnished along with other company 
benefits. Send complete resume and photo 
if possible. Box 1108, c/o Automotive 
News, Detroit 7. 





SALES MANAGER: Large Ford dealer- 
ship, Salary plus percentage of vehicle 
gross. Want man capable of supervising 
sales staff and producing deals with a 
high unit profit. Outstanding opportunity 
for a man with ideas, know-how, and a 
desire to be in the top income bracket. 
Mail resume and recent photo. Box 1106, 
c/o Automotive News, Detroit 7. 


CONTROLLER 


Well established middlewest distribu- 
tor of leading foreign car, located in 
the Chicago area, seeks dynamic, 
young accountant capable of assum- 
ing responsibilities in all phases of 
general accounting and internal 
audit, purchasing, office management 
and other related functions. 


Practical accounting experience of at 
least five years required, university 
education in business administration. 
Starting salary $8,000 to $9,000, com- 
mensurate with ability and experi- 
ence. Excellent opportunity for in- 
creased earnings based on results. 


Must possess management ability for 
eventual top executive position. Send 
resume with recent photo, if avail- 
able, to Box 1113, c/o Automotive 
News, Detroit 7. 


WANTED—SECRETARY-TREASURER for 
established GM dealership in Florida. 
Ideal living conditions in Gulf Coast 
town of 100,000 population, Prefer man 
with Motors Holding experience in keep- 
ing GM books. Salary open, depending 
upon man and ability. Reply to Box 


1116, c/o Automotive News, Detroit 7 
giving full resume and attach photo- 
graph. 


WANTED: SALES MANAGER—Y oung, 
capable taking complete charge sales 
force, Small Chevrolet dealership in fast 
growing New England town, Privilege of 
buying in, Send complete resume, photo, 
recent references. Write Box 1068, c/o 
Automotive News, Detroit 7. 


AUTOMOBILE DIRECT MAIL CONCERN: 


Sales representatives — $7,000 plus to 
start, Several openings, car necessary, 
exclusive territory, Excellent future. Box 
1101, c/o Automotive News, Detroit 7. 





HELP WANTED 



















INDIANA 






ATTENTION PROGRESSIVE CONSUMER 


CHRYSLER OR DODGE GENERAL MAN- 


you complete information immediately with names of recently 
appointed agents who are already proving what can be earned 
by men who can qualify. Bob Childers, Childers Mfg. Co., 
P. O. Box 7467, Houston 8, Texas. Our references: First City 
National, Houston; Dun & Bradstreet rating B + 1. 






HELP WANTED 





SAAB 


Factory Service 


Representative 


Now with SAAB’s expanding market 
there is an immediate with 
the direct factory subsidiary as Service 
Representative within the following 
areas: Southeast, Central States, Mid- 
west, and The Great Lakes. 

Write, giving full particulars on qualifi- 
cations, salary requirements and area 
of assignment desired, including brief 
resume of formal education and employ- 
ment, enclose a picture. 


SAAB MOTORS INC. 


349 Lincoln Street 
Hingham, Massachusetts 


ATTN: JOHN B. GOFF 
Director Parts & Service 


SALES MANAGER—Buick dealership in 
California, selling 40 units monthly. We 
have a marvelous opportunity for an 
aggressive man with sales ideas and 
leadership capability to handle 10 new 
car salesmen, Send complete resume to 
_ 1048, c/o Automotive News, Detroit 


PARTSMEN — General Motors’ experience 
necessary. Write Cashman’s in warm, 
sunny Las Vegas, Nevada, Established 


50 years—Nevada’s oldest automobile 
dealer. 
GMC. 


Buick, Cadillac, Oldsmobile, 



















GENERAL MANAGER—Assistant to own- 


er: For dealer seeking ambitious, com- 
petent, trustworthy man, I would like 
to move up to a challenging position and 
possibly buy-in out of earnings, plus ad- 
ditional investment, Associated 15 years 
with two quality volume GM operations 
in the east. Can assume complete charge 
without upsetting your organization. 
Outstanding record, trained in all de- 
partments, references obtainable from 
industry executives. Age 37, married, col- 
lege graduate, sober, conservative, but 
promotional and profit minded. Can train 
and organize all departments and get re- 
sults. Expect salary equal to ability, plus 
incentive. Stand all investigation, guar- 
antee mutual satisfaction, Prefer east 
coast. Replies confidential, Box 1110, c/o 
Automotive News, Detroit 7. 


FINANCE and banking organizations. 
Automobile finance-insurance executive; 
vice-president and general manager; di- 
rector in automobile insurance company; 
college graduate; age forty-three, Twen- 
ty years’ with present company, member 
American Finance Conference, Successful 
all phases: Retail paper, loans, floor plan, 
personnel, Satisfactory profits and low 
loss ratio, Highest caliber references, 
morally and professionally. Excellent rea- 
son for change, Prefer south or south- 
east. Box 1107, c/o Automotive News, 
Detroit 7, 


AGER,. Take complete charge of opera- 
tion, Minimum investment, if necessary. 
Have successfully operated 200-300 car 
deal, Require salary and percentage after 
owner’s return on investment, Excellent 
references, Box 1109, c/o Automotive 
News, Detroit 7. 


MEXICO-SOUTH AMERICA, young (34) 
sales executive wishes position above 
areas, Fully experienced wholesale and 
retail automobile fields. Married with 
small family. Presently earning $15,000 
Pp. a. as manager large wholesale opera- 
tion, although position and prospects 
more important than initial earnings. 
Write Box 1115, c/o Automotive News, 
Detroit 7. 


AM LOOKING FOR BUY-IN deal from 
profits or ‘‘Big Three’’ dealer with no 
partner who needs man experienced 
enough to take complete charge of or- 
ganization, Have the best references, 
spotless reputation and 13 years’ of sales 
and dealership management behind me in 
most competitive market in world. With 
very strong used car background, I hold 
the key to greater overall profits, Will 
relocate with one year contract plus ex- 
pense. Box 1118, c/o Automotive News, 
Detroit 7. 


CARS, TRUCKS DELIVERED. Anywhere. 
Rubbish, ambulance, etc, Tow-bar, 3- 
way, Write: Northern, 6381 Ellsworth, 
Detroit, Michigan. 
















































POSITION WANTED 





GENERAL MANAGER 
Present'y employed with large Ford Dealer 
doing volume 2,000 New, 2,500 Used and 
500 Trucks per wer 
PERSONAL QUALIFICATIONS: Age 38 yrs., 
married, 3 children, reliable, dependa le, 
honest, aggressive and intelligent. Active in 
community and Civic affairs. Character of 
the highest standards. 
OCCUPATIONAL QUALIFICATIONS: Col- 
lege, 12 yrs. experience in Factory Manage- 
ment as well as an unequalled retail record 
of accomplishment. Capable and experienced 
in development and installation of effective 
controls and operational and Sales pro- 
cedures, Highest Factory and Dealer recom- 
mendations. 
Desire association with either large Ford 
or Chevrolet Dealer where earning potential 
will be in the $30,000 to $50,000 range. Part 
of salary to be on a partial “Buy In" basis. 
All inquiries to be considered highly confi- 
dential for the benefit of both parties. 
Box 1121, c/o Automotive News, Detroit 7. 





SALES MANAGER—14 years’ experience 
factory and metropolitan volume opera- 
tions, personnel my specialty, Age 35, 
married, two children, college graduate. 
Completely experienced in Ford and GM 
lines, References, Family differences with 
present company necessitates change. 
Box 1094, c/o Automotive News, Detroit 
7. 





YOUNG MAN with five years’ experience 
in largest Chevrolet dealership in north- 
ern California, four in all phases of 
service management, one in sales man- 
agement, desires sales or general man- 
agement position. Ambitious, hard work- 
er, want to learn, willing to work, Fam- 
ily man, 27, now assistant sales manager. 
Top references, Box 1092, c/o Automo- 
tive News, Detroit 7. 


SALES MANAGER—Or buy-in deal, 
qualified, best references, 18 years’ ex- 
perience as manager passenger cars and 
trucks (including Cadillac), Metropolitan 
New York area only. Box 1095, c/o Au- 
tomotive News, Detroit 7. 


WANTED—POSITION AS SALES MAN- 
AGER, 45 years old, married with one 
child, Have 13 years’ auto experience as 
salesman and sales manager, last eight 
years with DeSoto-Plymouth dealer in 
Memphis, Tennessee. Have Hull Dobbs- 
Oakley training, can hire and train 
salesmen, good closer. Prefer out west, 
but will relocate anywhere for right deal 
and moving expenses, Contact: Gene 
Camp, 4042 Argonne, Memphis 7, Tennes- 
see. Tel: EL 7-9890. 


DEALERSHIPS AVAILABLE 





Medium-Sized Dealership 
Handling General Motors 
in Central Ontario 


No buildings to buy, long term lease. Show- 
ing over 100% service absorption, and over '/3 
profit on investment capital. Must have fac- 
tory approval. Apply Box 1114, c/o Automo- 


tive News, Detroit 7, 





BUSINESS OPPORTUNITY For lease 
with option to buy—Dealership establish- 
ed 26 years, handling popular make of 
cars in northeastern Ohio city, located 
midway between Cleveland and Pitts- 
burgh. A growing city of 32,000 popula- 
tion in the heart of Ohio’s industrial 
area. A modern building of 16,500 square 
feet of floor space with large used car 
lot of cement and blacktop, adjoining 
building equipped for complete automo- 
tive service, including body and paint 
shop. For further information write Box 
1111, c/o Automotive News, Detroit 7, 


WANT EXPERIENCED managing partner 


immediately for three-year-old imported 
car agency handling Fiat, About $7,000— 
equal partner with two doctors, Sports 
Cars, Inc., 900 St. Louis, Springfield, 
Missouri, TU 1-6450. 


FLORIDA GOLD COAST—Dealer handling 
one of ‘‘Big Three’’ franchises, No real 
estate and no obsolescence. Box 1119, c/o 
Automotive News, Detroit 7. 


DEALERSHIP AVAILABLE — South Ala- 





bama, handling a ‘‘Big Two’’ line in 
prosperous area, will sell 150-200 units 
this year. Inventory and tools will be 


under $17,000. Write Box 1120, ¢/o Auto- | 
motive News, Detroit 7. 


Choice Areas Still Available. 


Well} 





DISTRIBUTORS WANTED 


Distributor Wanted 


Exclusive Franchise for America's Fastest Growing Lawn & Garden Tractor, Mer- 
chandising designed to fit the automotive pattern of operation. Nationally 
known manufacturer has run a test program this past year and proven without 


a doubt that the automobile dealer can triple his profits with this franchise. 


Write or Call Today: Bill O'Rorke, TRACTORS, INC. 


146 McLean Place, Indianapolis, Indiana. 


——ey 


DEALERSHIPS AVAILABLE 


—, 


EARLY BIRDS! 
Make the Money! 


A few valuable factory franchises 
open in 
CONNECTICUT, NEW YORK, 
NEW JERSEY, PENNSYLVANIA, 
MARYLAND, DELAWARE AND 
WASHINGTON, D. C. 


Finest performing, most comfortable 
economy car on the road. Up to 6 
miles per gallon. Lowest priced car 
with the largest dealer profit! 


Write 
DAN MARCONI 


or 
Come by and see us at: 


1741 Broadway New York 19, N. Y, 
Circle 7-4455 


TEXAS—HANDLING CHEVROLET — 15 
car dealership for immediate sale—Wel] 
located in small city in oil area—Exce}- 
lent lease facilities, equipment, parts 
stock and personnel — Approximately 
$40,000—-Owner will consider financing 
small portion—Please send particulars of 
yourself and your current financial stand- 
ing. P. O,. Box 5074, Abilene, Texas. 


FOR SALE—Garage, modern 60’ x 7 
building, handling Ford franchise within 
25 miles of Fort Wayne, Indiana, Box 
1096, c/o Automotive News, Detroit 7. 














WELL ESTABLISHED DEALERSHIP han 
dling Pontiac and Rambler, midwest city 
10,000, Excellent farm area, Finest sales 
and service building in city, built 1947. 
Liberal terms to right party, Write 
Broker, Box 1056, c/o Automotive News, 
Detroit 7. 


HANDLING PONTIAC, BUICK, Rambler, 
GMC. County seat in central Ohio. New 
building. Profitable, Will help finance, 
Lease property, Box 1060, c/o Automo- 
tive News, Detroit 7. 


DEALERSHIPS WANTED 
CADILLAC DUAL—Prefer Chevrolet in 
southeast, Have capital, Approval as- 
sured, Box 1062, c/o Automotive News, 
Detroit 7. 





CHEVROLET DEALERSHIP 


The Metropolitan Philadelphia or 
Delaware Valley Area 


Factory approval assured. Will pay all 
cash and take over your productive 


personnel. Write us in strictest confi- 
dence. We are principals, not agents. 
We will deal only with principals. Can 
take over immediately. 


Reply to Box 1098, c/o Automotive 
News, Detroit 7. 


FLORIDA ONLY—100 to 300 new units. 
Cash—Confidential, Box 1122, c/o Auto- 
motive News, Detroit 7. 


<stiiecaina cieemsane tiaannasngsshiicalbeeeaiinntinilminiijnhtanccencie 

HAVE SUBSTANTIAL CAPITAL for GM 
or Ford product within 50 mile radius 
New York City. All replies in strictest 
confidence. Box 1123, c/o Automotive 
News, Detroit 7. 


LD 
GM, FORD 
In Chicago Suburb or Midwest 
Pay Your Price—Cash 
Confidential 
Box 1099, c/o Automotive News, Detroit 7. 
aeaiiniaenmiiimnaginnidapimntpeiareriial 


DEALER SERVICES 
IT 


1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
'60 edition today for only $l0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 
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CARS FOR SALE OARS FOR SALE PARTS FOR SALE MISCELLANEOUS 


voURenGEN = ; The NEW and 
SUPERIOR 





























DEALER SERVICES 


oo 
Let tsi You SELL Acceptance 
WORE MILITARY PERSONNEL 


tary Acceptance Corporation will help 
ay eke more auto sales to Military per- 
sonnel . because: 

L We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers ‘and non- 
commissioned officers of pay grades E5 
and above . . . on a simplified, non- 
recourse basis. 


eet ARY ACCEPTANCE CORP. 
Dept. ©. Box 2166, 800 Broadway 
San Teste, "Weroietoghoee CApitol 5-6756 
“Worldwide Financing for Military Personnel” 
(USAA Insurance available 
to qualified officers) 





























shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000, 
- « « mile speedometers ... ASI 
windshields, heaters and defrosters TRinity 4-6755 
LEADS IN SALES... 
VALUE AND... 


Florida. Attention Dan Smith 
CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 
SEDANS AND SUNROOFS 
$1 yal5 BUSES FOR SALE e 
DELIVERED BLUE © CHIP 
Including cost, insurance and freight to w oe BUSES 
Any East or Gulf Coast port. Add e still have 7 International, 60-passenger TOW Pi LO 
$50 for West Coast deliveries. used a. Can be altered to any State specifica- - i 
EQUIPPED AS FOLLOWS Frank ¥. Mee, Jr. WITH LUBRICATED 
pein ae AUTOMATIC BRAKE 
- « « turn signals . . . bumper rails 
- « » outside mirrors. Ca rs 
Wired for Sealed Beam Headlights 
e 
ALSO COMMERCIALS oie PERFORMANCE 
s—c ealers’ List Price.........+++ 3 
— CUVERTIEEES Dealers’ Special Discount 25%. 17.45 
Write, Phone or Wire 


LLOYD PARTS—complete stock. Prompt 
Leatherette interior . . . tool kits ene tt a canted, € 
dgeport ve. ‘ora, Conn. 
& BRAKE CABLE 
CIRCLE DISCOUNT 








SHOP EQUIPMENT FOR SALE 
TWENTY BURGER BINS with shelves, 
dividers. Bob Blackford, Charleston, IIlli- 


nois. | 
IDEAS 


’ 
eed THIS MUST BE SOME 
y ou ni em SORT OF A RECORD 




























‘HAVE CREW, WILL TRAVEL! 


Specially trained ALLIED men give you . . . 





Dealers’ Net with 4 Standard 
plus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax Included 






accessories RPOR ION among automobile deal ho Ht 
@ Model year reports for obsolescence CORPORAT fuse to renew even on peed ideas ply & 
and return parts plan. 4505 a... Ave., N. W. because they feet anything they have used 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 







Washington 16, D. C. EMerson 2-7000 for a year should be changed. Of all the 
U. S. A. AGENTS FOR dealers now using the columnist type ad | 

write, whose annual renewal date has come 

RUDI-ARONS International up, 90-++-% have renewed for another year! 
Most of them will keep it for the rest of 


@ Certified reports for tax, insurance and 
bank. 
Agencies GMBH their lives, for never before have they 





The Service That Counts 
found anything so productive, so inexpen- 












, GERMANY 
ALLIED INVENTORY CO., INC. Sea sive, 0 stimulating, 1" depends upon high With Universal Swivel 
me i 3 has’em! fiasco esc! Aten 
ie = ~ o have a ‘sales pitch.” Four Clamp Hook-Up 
DEALERS A ENZIONE !! . Stile the maxims of geod advertising, Dealers’ List Price............ 9.80 













it builds an image of firm that mak 
Lar! i Dealers’ Special Discount 25%. 14.95 


BRAND NEW 


1960 MORETTIS 
“Virtually a Legal Steal" 
Present Dealers’ Cost 















LAAT NNT TE IE 
SR ERE RIEL IAS SSS 
TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 





Dealers’ Net with 4 Standard 


plus 2 2 lenge Adapter Clamps. $44.85 
Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


tone establishes an impelling force that _ 

of note eccomplsied y vendertip equal te 

t gets r equal to 

feature columnists, which is so far greater 

than ordinary advertising there is no com- 

parison. If your town is still available, ask 
for details before it is too late. 





All in top shape, clean 
and sharp — real bell 
ringers! Chevys, Fords, 












here = teu —Tools $2,217.60 Plymouths, Buicks, Edward Fiske Co., 2 Depot Plaza, White 
pets, San, Masking and kesuvancs Your Price Cadillacs, Pontiacs. Sento — Write for Illustrated Catalog 
eS. Sed hard ee 
edans, hardtops, ATTENTION VOLUME BUYER! We have 






PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 


a surplus of 1,260 Signal-Stat C92W-6V 
‘“‘Jewel’’ lamps in original boxes. We will 
sell them in quantities of 200 plus at 60 
cents each, All purchases shipped pre- 


i 9 paid. Box 1112, c/o Automotive News, 
You name it, we’ve got nealing 


free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 


$1,500.00 
f.o.b. Chicago 
For Tourisimo coupes or 4-door 






wagons and converts! 





























? sedans. 4-cylinder, 750 c.c. en- sey : ‘ In 
Cine <a Ry on. a ioote = gine, up to 120 m.p.h. Custom it—in fast-selling colors Since 1939 
sociates, Inc., Box 9121, Austin, Texas. body construction, 20 coats i : : Canaiiian Dictetheters 
j equipped with power The “ORIGINAL BRAKE BAR" Eastern: Western: 






hand rubbed paint. 


Also Moretti Spyder converts 
at slightly higher prices. 


Delivery arranged anywhere 
in U.S. A 


CHOICE 
IMPORTS 


3052 N. Cicero Chicago 41, Ill. 
SPring 7-9221 


Five Wheels — ( = ted, 
599 Y fe ‘estern 
Seventa, Cater Main St. 


CARS FOR SALE 


1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 


TOD-0-CAR, INC. 


ALL AMERICANIZED 


a 
On Hand at Two Locations: 

1415 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 






steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 












Automatic BraKinG 


Only Bar Manufactured Today 
WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" $5] 
Incidg. BRAKE HOOK-UP 
Assures Full Floating Tow 
No Strain on Bumpers or Car 


TowKinG j.2c'', $45°° 
Tit name Saree 


STEEL (Tow Bar) CARRYING 
CASE cin" Wheels & Handles oan 


BROWNIE CARRY-ALL Only 























NEW GOLDEN EMBLEM 


or Chrome Buy Direct From Manufacturer 
ve Up To 
Size 4" *x6" Rectangle—Sample, 25c 
000 only $9%—500 only $60 
duPont iter Film—self sticking—Remit copy 
—check - color—background, KELL LY EN- 
TERPRISES, P. O. Box 193, Miller Place, L. I., 
New York. 








1958 and ’59 models are 
now available at Hertz 
offices across the 
country. 



























CALL YOUR LOCAL 







BALL POINT PENS 















BUY IT! SELL IT! HERTZ OFFICE TODAY BAG Mounted ON $13.95 1 Imprinted with your ed 
VOLKSW E : « e — 
Free Gruen, cellar Dacsen aredieg Oar || -aASS its HIRE HELP! or contact : Mr. I. E. Spatig waar’. rated soe only......$2.95 7 /: 2C€ «a. 500 & o. Se esters 






CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect 377,03", 
40 So. Clinton St., Chicago 6, Ill. 


poration, 11 Broadway, Room 562, New 
York 4. 





Remit copy—Business Check to: Kelly En- 
terprises, P. O. Box 193, Miller Place, L. 1, 
New York (Ali P. P. Paid.) 





Hertz Car Leasing Division 
125 N. Wabash 
Chicago 4, III. 
Tel. DE 2-0420 


Through 
AUTOMOTIVE NEWS 
Classified Want Ads 



















Buying, selling, trading miscellaneous auto- 
motive items? Get quick results through 
Automotive News’ Want Ads. 
















SEE PAGE 38 
for the nation's 
TOP AUTO AUCTIONS 











CARS FOR SALE 


VOLKSWAGENS 


1960 
IMMEDIATE DELIVERY 
NEW YORK AND NEW ORLEANS 


FOR BEST PRICES 
Wire, write, phone 


U. N. COMMERCIAL CORP. 
277 Clinton Ave. ESsex 1-2880 Newark, New Jersey 


In North Carolina call: E. M. Stafford Auto Auction, 2615 Wilkinson Ave., 
Charlotte, N. C., EX 9-0921 — Ask for Jimmy Allison 














“BEST BUY" 


USED CABS inne nognien ipiaapanarfartnenstartareniaortner neni 
‘nmmoures 1! New Subscription Order 


& PLYMOUTHS 
Send Automotive News to Address Below 


$325 to $395 
U. S., Canada and U. S. Possessions 


For the Ist time: Act Fast 
One Year $9 [] or Two Years $16 [] 
All Other Countries — One Year $13 [] or Two Years $22 [J 








Miwoarnes $795 


None of our cars requires body 
work, All in A-1 mech, condition— 
PARTS FOR SALE clean inside & out, & Winterized. 


LLOYD PARTS 















If you don’t agree that these are AUTOMOTIVE NEWS, 965 E, JEFFERSON, DETROIT 7, MICH. 


your TOP BUYS, your expenses are 
on us! 


UNIVERSAL AUTO 








a 
Oo 


WRIA AEG — TA ccc cc ccceccccccccccccdbocncccccccessneccconsecenvesccccccesssseesnes 
We Have In Stock... 885 Communipaw Ave, Jersey City 
Motors Ignition Clutch U. Joints Glass (all) a eee ae ee = Trerererrrererermrrrrerereeerrerrrrrecrerererrrcrerrrrrrrrrrrrrrrrrr sy | ee 
Short Blocks Trans. Disc. Frames Tops from Newark Airport, and 2 miles i ON id nis svn ccvenGucekaeibonenteamaan Zone No...... sae 
Pistons Gears Chassis Wheels Side Panels from Exit 15, Jersey Turnpike. 
Cylinders Bearings Bumpers Tires Grilles cine be Ws toaaeesae seaadabannnateeetauens Make sccccccecsecses 3 
= Heads Seals Shocks Fenders Mouldings 
alves Cases Axles Hoods Paint CARS WANTED 
Batteries Shafts oe passenger—-new and used, TRADE CONNECTION: 
Dennis Distributor, 4804 N, Saginaw St., 
Quotations by Air Mail. Attention Jim Hope. Flint 5, Michigan, Car Dealer () Tock Dealer C] z Manvtacturer () 
FOREIGN CARS CORPORATION ee a ee Jobber (] Insurance (] Financial (] Supplier [1] 
ITO) JL . J 
Authorized Importers of Lioyd Vehicles and Parts. ar wee posted #0 to - on *Post- Make of Car.........+. st eeeeeceee ereeecesecene On vccccceveccecccens 
1812 S$. Andrews JA 2-9942 Fort Lauderdale, Fia. age prepaid. Acme Sales Co., Box 949, 1-25-60 


guauanonanananancugunans aauanmananenen onenanan anna nnn 


Camden 5, New Jersey. 








Sealed Power Stainless Sigal oil ring 


does things no other ring can do!* 


* Stainless steel resists corrosion— 


makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 


Stainless steel maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 


_The high number of spring ten- 
sion points assures oil control in 


led | KromeX 
| PISTON RING SETS 


SLEEVES AND SLBEVE ASSEMBLIES «+ * VALVES * © WATER PUMPS + © TAPPETS 


STAINLESS STEEL OIL RING, U. S. PAT. NO. 2,789,872 


tapered and out-of-round bores. 


Side seals in groove—stops oil go- 
ing around back of ring—no smoking. 


End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove— 
eliminates groove depth problems. 


Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 
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